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Liquid Treasure Flows From Ancient 
Springs on the San Manuel Band of 
Mission Indians' Reservation 
Four 38-ft stainless steel holding tanks will store 30,000 gallons of pure spring water each. 
—Photo Provided by Georgine Loveland 
by Georgine Loveland 
The real treasure on the 
San Manuel Band of Mission 
Indians' reservation, not far 
from their casino in aptly 
named Highland, lies beneath 
the surface of tribal land, wa­
ter — pure and cold, from 
hidden springs that have nur­
tured the band's ancestors 
for untold generations. 
These desert waters 
rise from and bubble onto 
land that has never been 
farmed or ranched or had 
animals herded on its sur­
face. There are no pollu­
tants, just clear, cold water 
that contains natural miner­
als, and nothing more — a 
gift from Mother Desert to 
her children...and the children 
are willing to share this pre­
cious source with the rest of 
us. 
Even the methods by 
which the San Manuel Band 
is tapping this water source is 
kept as earth-friendly as hu-
continued on page 45 
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AT DEADLINE 
Two Major 
Southern California 
Alzheimer^s Associ-
I 
ations to Merge 
Serving 13 million residents, this 
becomes the largest Alzheimer's As­
sociation chapter in the nation 
The Los Angeles and River­
side/San Bernardino Chapters of the 
national Alzheimer's Association an­
nounces their merger, which was ef­
fective on Jan. 1. 
The new chapter will be called 
continued on page 5 
Rules that BLIND 
Be more effective 
with fewer rules 
by Judy Urquhart 
Are rules and red tape really 
necessary? Some companies have 
rules for everything from holidays 
to bathroom breaks. Does your 
company have a policy for when 
it's appropriate to create a rule? 
Most companies don't, instead they 
create one whenever an issue 
comes up that affects operations. 
This is an ad-hoc approach based 
on the fear that things can and will 
go wrong. 
continued on page 37 
A Specuil Message To You 
Thanks to you. Inland Empire Business Journal 
has ended 2001 with its most succes^l year to date. 
We appreciate the confidence placed in us by our advertising 
partners, as much as they and our readers appreciate the 
efforts of our colurrmists, correspondents, writers and staff. 
Throughout the years, we have evolved in our style and our perspective. 
What began as a large tabloid-style paper, has become a 
business friendly, monthly publication with its thumb firmly on 
the pulse of Riverside and San Bernardino Counties. 
Each month of the past year was the best month 
of its kind ever for this publication. 
We believe that such success and such support will continue, with even better 
reporting and even better marketing of our area's businesses in the year 2002. 
Your continued success is our continued success! 
IN1 . .ANO EMPIRE 
Dusiness lourna I 
lAl (800)564-5644 l l \ l  n i f i l lWw www.appleone.com 
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"In this Industry, Sharon, I've found that you 
have to make a choice: Get big, get niche, 
or get out!" 
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Young Homes 
Ranked in Top 50 in 
LA. Times Annual 
Survey 
to Right: 
Pat Youi^ , co-president of Young Homes 
Reggie King, director of land acquisition 
John Young, co-president 
Inland Empire-based Young 
Homes has vaulted into the ranks of the 
top 50 homebuilders in Southern Cal­
ifornia accotding to the 30th Annual 
Residential Builders Survey conduct­
ed by the Los Angeles Tunes. 
The survey reports that Young 
Homes was ranked 50th, up from 52 
last year, among aU Southland-based 
builders in 2000. Rankings are based 
on the dollar sales volume for the pre­
vious year. Young Homes projects a 
sales vdume of approximately $42 
million f«" 2001 wliidi should keep the 
company in the top 50 and may even 
move it up in the rankings yet again. 
Of particular interest in the sur­
vey is that among Inland Empire 
homebuilders. Young Homes ranks in 
the top 10 — sixth to be specific. 
"We have never built homes with 
{•••'" ?3sr3r.::5«Ar:.j; • an eye toward 
awards or rank­
ings," said John 
Young, presi­
dent of the 
company that 
bears his fami­
ly name. "Our 
goal has always 
been to provide 
new homebuy-
ers with unsur­
passed quality 
and affordabUi-
ty." 
Young ex­
plained that by 
focusing on the 
needs of the 
home buyers, especially those in the 
Inland Empire, the company has 
steadily increased its sales and creat­
ed a weU-respected reputation for in­
novation, value, and customer serv­
ice. 
Young Homes was founded 
more than 20 years ago by the father 
and son team of Pat and John Young. 
For more information about 
Young Homes and its communities 
call (888) 703-2000 or visit its Web 
site: www.younghomes.com, for an 
exciting preview of its many homes 
and communities. 
2001 Year End Review 
Letter to the Editor 
Congress Needs 
to Vote for 
Competition, 
Not Monopoly 
by Mike Jackman 
The U.S. House of Representa­
tives is about to vote on a bill that 
would impact eveiy California In­
ternet user—-and not for the better. 
The so-called 'Tauzin-Dingell" leg­
islation pending in Congress would 
allow Pacific Bell (and other "Baby 
Bells") to essentially take over the 
high-speed Internet service market 
by putting smaller competitors out 
of business. As a result, consumers 
would have less choice for Internet 
service and pay higher prices, while 
the regional economy would lose 
thousands of jobs. 
We have already seen what 
happens when the dominant local 
phone company is turned loose 
without close supervision. Pacific 
Bell was recently fined $20 million 
by the California Public Utilities 
Commission for practices that The 
Utility Reform Network called "un­
fair and misleading" to consumers. 
The Federal Communications Com­
mission proposed seeking a 
$100,000 fine against SBC, Pacific 
Bell's parent company, for hinder­
ing an investigation into the way 
SBC provides access to its local 
continued on page 35 
Record Boom in 
Powerplant 
Construction 
Reaches Plateau 
Market Forces, Fuel Con­
straints, Transmission Ca­
pacity and Limited Financial 
Resources Cast New Doubts 
on Long-Term Development 
Plans. (Engineering News-
Record (ENR) and Power 
Magazines Collaborate on 
Special Report.) 
The unprecedented and unex­
pected boom in new powerplant 
construction that began in 1998 is 
reaching a plateau, according to a 
special report by the McGraw-Hill 
Construction Information Group's 
Engineering News Record (ENR) 
magazine and Platts' Power Maga­
zine. 
Construction Information Group 
(CIG) and Platts are both units of 
The McGraw-Hill Companies 
(NYSE: MHP). 
"Between 1999 and 2001, about 
83,000 megawatts (MW) of new ca­
pacity came on-line, adding 10 per­
cent to the nation's generation base," 
said Jan Tuchman, editor-in-chief. 
Engineering News-Record. "Anoth­
er 300,000 MW to 400,000 MW of 
continued on page 54 
VIP, Inc. Celebrates 
With a Holiday 
Grand Opening and 
15th Anniversary 
Spectacular 
After months of hard work 
and the dedication of many people. 
Vocational Improvement Program, 
Inc.'s new corporate office and pro­
duction facility in Rancho Cuca-
monga is open! To add to the ex­
citement of the new location, this 
year also marks VIP's 15th Anniver­
sary of providing the highest quality 
services for people with disabilities 
— through competitive employment 
and vocational training. 
Since 1986, VIP has grown 
to be one of the Inland Empire's 
largest and most innovative labor re­
sources. By partnering with more 
than 50 Southern California busi­
nesses, VIP has helped hundreds of 
employers help thousands of people 
with disabilities achieve independ­
ence and lead fulfilling lives. 
To celebrate this milestone, 
the public was invited to attend 
VIP's holiday grand openiiig and 
15th anniversary spectacular on Dec. 
6. The festivities, which were at­
tended by the. Rancho Cucamonga 
Chamber of Commerce, included a 
ribbon cutting, lunch and a tour of 
the facility. VIP, Inc. is located at 
8675 Boston Place, just east of Mil-
continued on page 54 
Craig Ciebiera 
Named VP. and 
Manager by Citizens 
Business Bank 
D. Linn Wiley, president and 
chief executive officer of Citizens 
Business Bank, has announced the 
appointment of Craig Ciebiera to the 
position of vice president and manag­
er of the Fontana office. 
Mr. Ciebiera's professional career 
incorporates more than 30 years of ex­
perience in administration and com­
mercial lending. Prior to his appoint­
ment with Citizens Business Bank, 
•tf 
Craig Ciebiera 
Ciebiera was vice president/senior re­
lationship manager with Sanwa Bank 
in Los Angeles. 
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Where is the Inland Empire 
Economy Headed in 2002? 
You'll hear about the Inland Empire's growth areas and trends for different industries including 
media entertainment, real estate, health care and the financial markets. 
You'll also have the opportunity to question the experts and to network with top Inland Empire executives. 
• SAN BERNARDINO INTERNATIONAL AIRPORT-THE FUTURE IS NOW! ECONOMIC GROWTH IS NOW 
John M. Magness, Senior Vice President, Hillwood Investments, a Perot Company 
INTEREST RATES AND THE ECONOMY 
Clinton L. Amoldus, President and CEO, Community Bank 
« COMMERCIAL REAL ESTATE. THE OUTLOOK FOR 2002 AND 2003 
Scott Lunine, Commercial Real Estate, Sperry Van Ness, Vice-President 
' RETAIL SALES AND THE ECONOMY 
Jim Mance, General Manager, Ontario Mills 
' HEALTHCARE. THE PROJECTED RISING COSTS AS WELL AS 
STATE AND FEDERAL FISCAL CUTS 
Mark Uffer, CEO Arrowhead Regional Medical Center 
' TOURISM. AND AIRPORT EXPANSION "AFTER 9/11/01" 
Bill Postmus, Supervisor, San Bernardino County 
Date: Feb. 15, 2002, 
Time: 11:30 a.m. to 2:00 p.m., 
Sheraton Faiiplex Pomona 
REGISTRATION FORM 
S65 PER PERSON OR S60 PER PERSON (FOR GROUPS OF 8 OR MORE) 
PRICE INCLUDES LUNCH 
Name: 
t 
Company:. 
Address:_ 
City: 
Phone: 
.State:. 
Fax: 
Zip:_ 
Enclosed is my check for $. 
Attendees: 
No. of 
Make check payable to; Inland Empire Business Journal, 8560 Vineyard Ave., Ste. 
306, Rancho Cucamonga, CA 91730-4352 
Charge my: MasterCard Visa 
Account# Expiration:. 
Signature: ^' 
FOR FASTER SERVICE FAX THIS FORM TO (909) 391-3160, FOR MORE INFO 
CALL (909) 484-9765 
2U02 
Economic 
Forecast 
Conference 
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COMMENTARY 
Making Lemonade 
Out of Lemons 
by Joe Lyons 
The September terrorist attacks 
were devastating. That much is a 
given. Thousands died. Thousands 
more were wounded and hundreds 
of thousands were impacted eco­
nomically. 
But not everything is negative. 
Consider a few positive things 
as we move further into this new 
millennium. On Sept. 10, the market 
was heading down. President Bush 
had already announced a tax rebate 
and it didn't seem to have done any 
good. The recession was on the way. 
Today the market has turned 
around and the Dow has passed back 
up over the 10,000 mark. Gas is 
back under a buck at the tanks. One 
local jeweler told me he is having his 
best fourth quarter ever. 
Police and firefighters are now 
considered heroes. (I wish my dad 
had lived long enough to see this. He 
was a Cleveland fireman back when 
they fired weapons at his truck dur­
ing the Hough district riots of 1968.) 
People are praising the men and 
women of our armed forces. This is 
so much better than when I was 
called "baby-killer" for wearing my 
Air Force uniform 35 years ago. 
Patriotism is at an all-time high. 
The flag waves from more cars than 
the Laker basketball colors did a few 
months ago. In fact, flags and 
bunting wave from just about every­
where. Patriotic music is on the ra­
dio again. Whitney Houston's 
recording of the "Star Spangled Ban­
ner" became the top-selling song in 
America. They even started to play 
"God Bless America" at the seventh 
inning stretch, instead of the old 
chesmut, 'Take Me Out to the Ball 
Game." 
It would be inappropriate to say 
that the 9/11 attacks were good for 
us. They clearly were not. But they 
have caused us to look inward in a 
way that we have not done it quite a 
while. 
This, in itself, is a good thing. 
Large Scale Downsizing to 
Continue Through 2nd Quarter 
The fast pace of layoffs will not 
begin to ease until the second quar­
ter of 2002. "Companies across the 
country and here in the Inland Em­
pire area have given us the heads up 
that more cuts are in store well into 
the New Year," says Robert Kuehn, 
vice president of business develop­
ment in Lee Hecht Harrison's 
Riverside office. Still, job seekers 
in some sectors may find relief 
sooner than others. "We anticipate 
that financial services, including in­
surance; health care, energy/utilities 
and some aerospace and defense 
will lead the job market turn­
around," he says. 
Everyone recalls how some 
poorly handled downsizings in the 
late-'80s and early-'90s fueled the 
employee retention crisis during the 
' boom years. Ultimately every or­
ganization our company is working 
with is sure of a recovery, and they 
want to have talented, committed 
people on board when it comes." 
Toward that end, Kuehn says, 
most companies aren't making 
purely financially driven lay off de­
cisions. "Rather, they consider a 
combination of factors in making 
termination selections, such as 
tenure, long-term skills potential 
and fit with the corporate culture. 
They also weigh functional expert­
ise. For instance, a sales driven 
company may let more financial 
people go as a percent of the total 
versus laying off the salespeople." 
Kuehn also notes that at the 
same time companies are letting 
people go, they are hiring in select­
ed areas to fill talent gaps. Further-
continued on page 38 
AT DEADLINE 
continued from page 1 
the Alzheimer's Association of Los 
Angeles, Riverside, and San 
Bernardino Counties and will serve 
some 13 million residents in those 
three regions, where the prevalence 
of Alzheimer's disease exceeds 
200,000 individuals. 
The merger is expected to 
strengthen the ability of the 
Alzheimer's Association to better 
achieve its mission; improve service 
quality, foster an environment of uni­
ty, and increase organizational effi­
ciency and resources. 
"We are excited about this 
merger and look forward to better 
serving the community," said Mau­
reen Moncada, executive director of 
the Riverside/San Bernardino Chap­
ter. "With a merging of administra­
tion and resources, programs and 
services will be improved and ex­
panded to more rapidly reach our 
goals, while decreasing duplication. 
Those underserved areas and popu­
lations in the three counties will be 
addressed and remedied." 
The new chapter will include 
the niost populous county and most 
ethnically diverse metropolitan area 
in the U.S., and also serve vast rural 
areas totaling more than a quarter 
million square miles and represent­
ing 40 percent of the state's popula­
tion. The new chapter will be gov-
emed by an interim board of direc­
tors until July, 2002, when a new 
board of directors will be installed. 
Current programs, products and 
services will continue to be provid­
ed at the same high level of service. 
The public may still reach the 
Alzheimer's Association at all cur­
rent addresses and phone numbers, 
as well as the toll free HELPLINE 
number: 800-660-1993. 
Special Olympics Southern Cali­
fornia Opens Inland Empire Re­
gional Office 
..Special Olympics Southern Cal-
continued on page 35 
Leighton and Associates 
• GEOTECHNICAL ENGINEERING • GEOLOGICAL EVALUATIONS ' 
• SEISMIC STUDIES • SLOPE STABILITY • FOUNDATION DESIGN 
• SUBSURFACE INVESTIGATIONS • ENVIRONMENTAL ASSESSMENTS 
RESIDENTIAL 8C COMMERCIAL SITE DEVELOPMENT, HIGHWAY DESIGN AND 
CONSTRUCTION, WATER FACIUTIES, PORTS AND HARBOR FACIUTIES 
1.800.253.4567 
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Poverty in California 
Levels, Trends, and Demographic Dimensions 
JANUARY 2002 
by Deborah Reed and Richard Van 
Swearingen published in California 
Counts, Nov. 2001 — by the Public 
Policy Institute of California. Views 
expressed do not necessarily reflect 
the views of the management of the 
PPIC. 
SUMMARY 
Poverty is one of the most im­
portant measures of the well-being of 
low-income families. In California, 
the poverty rate declined substantial­
ly during the recent period of eco­
nomic expansion. However, looking 
past the recent business cycle to the 
longer historical trend, poverty in the 
state has grown over the past three 
decades, from 9.1 percent in 1969 to 
12.9 percent in 2000. 
There is no single, objectively 
preferred measure of poverty. By the 
official measure, based on a national 
poverty threshold, 12.9 percent of 
Califomians were poor in 2000 com­
pared to 11 percent of people in the 
rest of the nation. However, the na­
tional poverty threshold does not ad­
equately reflect regional income 
needs. Measured relative to state me­
dian family income, 24.3 percent of 
Califomians lived in poverty in 2000, 
compared to 20.9 percent of people 
in the rest of the nation. Alternative­
ly, when we adjust poverty thresh­
olds for local housing prices, the ad­
justed poverty rate in California was 
15 percent compared to 10.6 percent 
in the rest of the nation. Although the 
level of poverty varies considerably 
across these three measures, all three 
show substantially higher poverty in 
Califomia relative to the rest of the 
nation. 
Statewide poverty trends provide 
an incomplete picture of Califomia 
because of the high degree of varia­
tion in poverty rates across regions 
and demographic groups. Although 
the state overall had an average 
poverty rate of 14 percent in 1998-
2000, the poverty rates for children 
under 18: African Americans, 
U.S.-bora Hispanics, and resi­
dents of the San Joaquin Valley were 
closer to 20 percent. The groups with 
the highest poverty rates were for-
eign-bom Hispanics (27 percent) and 
female-headed households with chil­
dren (37 percent). 
Introduction 
Poverty, a measure of the eco­
nomic well-being of low income 
families, is one of the most important 
social indicators in the United States. 
A high poverty rate indicates that a 
substantial share of families have in­
comes below a level thought to be 
required to buy necessary food, serv­
ices, and other goods. A growing 
poverty rate tends to generate both 
public concem and policy action. 
Poverty is officially measured by 
comparing family income to a na­
tionally determined threshold. The 
poverty threshold was $17,463 an­
nually for a family of four in 20(K). 
In recent years, there has been much 
debate over the appropriate meas­
urement of poverty. Many have ar­
gued that family income needs de­
pend on local standards and thus the 
poverty threshold should be meas­
ured relative to median family in­
come in the region. For e)(,ample, us­
ing half the Califomia median fami­
ly income would lead to a poverty 
threshold of $26,347 for a family of 
four in 2000. 
This issue of Califomia Counts 
begins with an investigation of 
poverty trends in Califomia under 
these two measures. We also present 
a measure of poverty adjusted for 
high housing costs in the state. 
However, understanding the lev­
el, trend, and measurement of pover­
ty at the state level provides an in­
complete picture of poverty in Cali­
fomia because of the high variation 
in poverty across regions and demo­
graphic groups. We explore the de­
mographic dimensions of poverty by 
region of residence, race/ethnicity, 
place of birth (foreign-bom or U.S.-
born), family stmcture, age, and 
work status. 
California's Growing Poverty 
The data for this study come 
from the March fde of the Current 
Population Survey (CPS).This is the 
survey used by the U.S. Bureau of 
the Census to measure official pover­
ty statistics. The CPS measures pre­
tax money income. As with the offi­
cial measures, we have not attempt­
ed to adjust for nonmonetary income 
and benefits. 
The poverty rate is measured as 
the share of people who live in fam­
ilies with income at or below the of­
ficial federal threshold. For example, 
in 2000, a family with two adults and 
two children was considered poor if 
its annual income was below 
$17,463. The current thresholds were 
developed based on the cost of a 
minimum diet multiplied by three to 
cover the cost of nonfood items. A 
multiplier of three was chosen based 
on average family income relative to 
food expenditures in 1955. The offi­
cial poverty thresholds are adjusted 
annually for national inflation each 
year. A recent panel commissioned 
by the National Academy of Science 
(Citro and Michael, 1995) noted sev­
eral weaknesses of the official pover­
ty threshold, including that the 
threshold does not adjust for the dif­
ferent needs of working families 
(e.g., child care) and that it does not 
take into account access to health in­
surance, taxes (e.g., the Earned In­
come Tax Credit, EITC), and non­
monetary benefits (e.g.. Food 
Stamps). Nevertheless, the official 
poverty measure is valuable in that it 
has provided a consistent measure of 
poverty over several decades and 
across all states and localities. 
In the late 1990s, poverty in Cal­
ifomia declined substantially. The 
state poverty rate peaked at more 
than 18 percent during the recession 
in 1993 and has fallen since then to 
12.9 percent in 2000 (see Figure 1). 
Nevertheless, Califomia has experi­
enced a rising trend in poverty over 
the past three decades. The poverty 
rate fluctuates with economic condi­
tions, growing during recessions and 
falling during prosperous times. 
Comparing across business cycle 
peak years provides a sense of the 
longer-mn trend in poverty. Com­
paring 2000 to the last business cy­
cle peak in 1989, the poverty rate 
was the same at 12.9 percent. This 
followed a growth trend of previous 
decades, with poverty growing from 
continued on page 36 
The state poverty 
rate peaked at over 
18 percent during 
the recession in 
1993 and has fallen 
since then to 12.9 
percent in 2000. 
Whitetail in North America 
numbered just 350,000 in 1900. 
Today, our great outdoors is 
home to more than 30 million. 
Sportsmen are an integral part 
of effective wildlife management 
programs. 
They also contribute the majority 
of money needed to fund 
field research and to enforce 
game laws. 
I 
Safari Club International 
^ Foundation 
800.377.5399 
.Safar(Cl.ubFquti^aU 
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Foothill Freeway Flying Towards Finish 
by Rod C. Jackson 
The start of the New Year brings 
with it the end of a long-anticipated, 
and long-delayed project in the Inland 
Empire — the 210 Foothill Freeway 
extension. 
If all goes to plan, more than 28 
miles of freeway linking La Verne 
and Fontana will be opened to mo­
torists by the fall of 2002. 
"We're on schedule to open by 
fall," exclaims Cheryl Donahue, 
spokesperson for the San Bernardino 
Association of Govemments (SAN-
BAG), which has overseen much of 
the constmction work at the local lev­
el. 
The massive, $1.1 billion project 
has been a labor of love or frustration, 
depending on your point of view. 
Originally conceived as far back as 
1949, the project began to take form 
in the 1960s, when corridor agree­
ments were executed with the various 
cities involved in the project, as well 
as Los Angeles and San Bemardino 
counties. After several false starts, 
and disputes such as imminent do­
main issues in La Yeme, the project 
finally got moving in 1997. 
About 6.5 miles of the project 
lies within Los Angeles County while 
the balance of the 28.2-mile project 
sits in San Bemardino County. The 
scope of the Foothill project is amaz­
ing: 49 new bridges, 14 local street 
interchanges, a freeway-to-freeway 
interchange, as well as retaining and 
sound walls and landscaping. 
Essentially, the project had three 
distinct goals: improve transportation 
on the northem boundary of the In­
land Empire, improve traffic safety 
by removing a hodge-podge of road 
alignments, and do all that while ini-
•proving traffic-related air quality 
through implementation of carpool 
lanes. 
Trying to accomplish all that by 
negotiating deals with the two coun­
ties and the half-dozen communities 
involved, as well as coping with over­
sight by Caltrans, hasn't been easy. 
For example, the communities 
fought strenuously to depress, or sink, 
the freeway in order to avoid dismp-
tion and noise in the neighborhoods 
that adjoin it. For the most part they 
succeeded — 80 percent of the free­
way is below ground level. In fact, 
one of the few places where pave­
ment and ground level meet is in Up­
land, which is just what that city 
wanted. 
"The city is in the process of ap­
proving the development of a major 
residential and commercial project at 
the 210 and Campus Avenue," says 
Upland Redevelopment Director 
Steve Dukett. "If you're a business­
man, you want your store to be seen 
and you want easy access to it by 
passers-by. The city argued very hard 
to make sure that the new freeway 
was at ground level here, and the only 
other place where that occurs is a 
small section in San Dimas." 
Another local battle involved the 
installation of sound walls, which are 
used to buffer the noise of passing 
cars and trucks at nearby housing de­
velopments. The issue was particu­
larly dicey in Upland. 
"Initially, Caltrans said they 
would only build sound walls where 
there were existing homes," says 
Dukett. 
That made a number of Upland 
residents currently living, or planning 
to live adjacent to the freeway, angry. 
They felt gaps between sound wall 
segments should be filled, and 
formed an ad-hoc citizens group — 
"We Want Our Wall" or WWOW to 
lobby their point of view. 
In September of 2001, after 
months of dispute, Caltrans relented 
under pressure from Upland city of­
ficials and the residents got their way. 
With less than a year now to comple­
tion of the freeway, construction is a 
constant—even distracting—sight 
along the foothills. 
SANBAG's Donahue says the 
first quarter of 2002 will see the final 
bridge projects begin at Campus Av­
enue in Upland, and Amethyst and 
Beryl in Rancho Cucamonga. Those 
are the last of the over-crossings, or 
bridges, required for the project. Fin­
ish work is being done on several ad­
ditional over-crossings, including 
Haven and Archibald, as well as a 
major interchaQge in Los Angeles 
County where Monte Vista, Baseline 
and the freeway meet. 
"It looks like the first quarter will 
see completion of the Baseline and 
Monte Vista bridges," says Caltrans 
District 7 spokesman Rick Holland. 
'That means sometime in early 
spring will see the traffic moved off 
of the current detour and onto one of 
the bridges, most likely Baseline." 
"In the spring," Donahue tells 
The Inland Empire Business Journal, 
"we will see the start of mainline 
construction, or paving, on the 
roadbed." 
"It's an amazing operation to 
watch," she chuckles, "because we 
have this huge machine that can lay 
concrete two full lanes at a time. It 
will work up one side from Daycreek 
Road to the county line, and then 
back again. Then it repeats the oper­
ation on the other side of the medi­
an." 
That paving project is the foun­
dation of the freeway's three travel 
lanes and one High Occupancy Vehi­
cle (HOV) or carpool lane to each 
side of the freeway. 
There are already questions be­
ing raised about whether the freeway, 
designed more than a decade ago to 
handle approximately 150,(XX) cars a 
day, has been "under-designed." 
Some residents in the surrounding 
communities, and even some civic 
continued on page 8 
Emergency Funds: 
How American 
Families Will Bridge 
the Financial Gap 
During a Change 
in Job Status 
A Fidelity Investments®-sponsored 
Poll of American Heads of House­
holds Highlights of Findings 
Two out of five (41 percent) 
American heads of households report 
that they do not have an emergency 
fund to cover three to six months of 
expenses should they experience a 
change in job status. That translates 
to 71 million Americans without 
emergency funds. 
• A good rule of thumb for every 
family is to establish emergency re­
serves to cover at least three to six 
months of household expenses. 
Those without emergency funds 
list their retirement savings as among 
the top sources to tap for emergency 
expenses. The top three reported 
sources are: 
• Borrowing from family and 
friends, 
• Savings account, 
• A loan or distribution from 
workplace savings account or IRA 
While almost all (92 percent) re­
tirement account holders are aware 
that there are taxes and penalties as­
sociated with early withdrawals, 
more than half (54 percent) report 
that they do no know how much is at 
risk. 
• Retirement account holders can 
lose up to half (46 percent) of a dis­
tribution taken before age 59 1/2 to 
penalties and federal, state and local 
income taxes 
Most (60 percent) of American 
heads of households and/or their 
spouse/partners have either a work­
place retirement savings plan or IRA 
or both. That translates to 104 mil­
lion Americans saving in one or both 
of these retirement accounts. 
• More that one-third (35 percent) 
have an IRA 
• Nearly half (46 percent) have a 
workplace retirement plan, such as a 
401 (k), 4039b) or 457 retirement 
plan 
• Two-thirds (64 percent) of 
American heads of households are 
employed full or part-time 
About the Survey: 
A telephone survey of 888 heads of 
households was conducted for Fi­
delity Investments by Opinion Re­
search Corporation International 
among a national probability sample 
of 1001 adults, comprising of 501 
men and 500 women 18 years of age 
and older, living in private house­
holds in the continental United 
States. Interviews were completed 
Nov. 16-19, 2001. Results are signif­
icance tested to the 95 percent confi­
dence level and reported with a mar­
gin of error of +/-3 percent. 
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continued from page 7 
leaders, wonder whether the freeway 
will be able to cope with the traffic 
load, particularly at rush hour. 
Those critics point to the 
east/west traffic which will shift to 
the 210 from Interstate 10 a short dis­
tance to the south, as well as the traf­
fic which will migrate off local streets 
and roads to the 210. It is estimated 
that approximately 43,000 cars and 
trucks each day will shift from Base­
line, Foothill Blvd., and Arrow High­
way to the new freeway. Couple that 
with the traffic generated by the thou­
sands of new homes being built in the 
region, and it is easy to see why some 
are concerned. 
Caltrans, for its part, points to the 
relatively minimal impact that open­
ing a small section of the freeway last 
summer had on surrounding streets. 
In August, 2001, Caltrans broke with 
earlier plans to only open the freeway 
when the whole 28 miles was done 
and instead, opened a 5.7 mile stretch 
on both sides of Interstate 15. This 
stretch between Fontana and Rancho 
Cucamonga had the potential of 
dumping a large volume of cars onto 
the four-lane artery Baseline at Day-
creek Blvd. So far, however, the traf­
fic counts show there's been little im­
pact created by the early opening. 
"You can't build your way out of 
congestion," says Caltrans' Holland. 
"If you build to ease congestion, then 
drivers will find the fix and it just be­
comes another point of congestion. 
The thing we have to concentrate on 
is getting conunuters to catpool, use 
the HOV lanes and shift to mass tran­
sit." 
Caltrans and SANBAG maintain 
the freeway will be able to handle the 
loads, but if necessary it can be ex­
panded by building new lanes in the 
median — as was done recently on 
Interstate 10 through Montclair and 
Ontario. Of course that will push up 
the price of the project even more. 
"Right now it's a three way 
split," says Donahue. "The majority 
comes from federal highway funds, a 
second part comes from the state, and 
a third portion comes from a 1/2 cent 
transportation sales tax that we began 
collecting in 1989 and will continue 
to collect through 2009." 
Others look to completion of the 
project this fall as an opportunity too 
good to pass up. Local developers 
like "The Colonies, LLC" believe the 
Foothill exteitsion is a magic carpet 
of concrete leading to their doors. 
The company is brokering a 
massive residential and commercial 
project, "The Colonies at San Anto­
nio," breaks ground early this year on 
more than 100 acres of land strad­
dling the freeway at Campus Avenue. 
"Until the freeway was developed, 
this property couldn't be developed," 
says project co-manager Dan 
Richards. 
"With completion of the 
210/Foothill project you have quick 
access to some of the most affluent 
areas of the Inland Empire," Richards 
tells The Inland Empire Business 
Journal (See "The Colonies Take 
Root in Upland.") And even wlwn the 
freeway opens to motorists this com­
ing fall — that won't be the end of 
the story. 
"We stiU have an additional eight 
miles to open from Rialto to San 
Bernardino to complete," Says 
Cheryl Donahue. "That's going to 
take another four years to complete, 
but we'll get started on it this year, 
starting construction of two frontage 
roads near Easton and Casmalis in 
May." 
That, however, is another story 
for another time. For now, residents 
of the foothill communities are just 
eagerly awaiting the convenience the 
new Foothill Freeway will offer, and 
which beckons with tantalizingly 
empty pavement. 
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5 Easy Pieces 
How to Succeed Through 
Effective Advertising 
Courtesy Michael L. Cox & 
Associates, CPAs 
Advertising can increase your car 
or truck market share — but only if 
it's done right. To get the most for 
your ad, first be sure that your deal­
ership has a strategic plan that's built 
around distinct objectives. Allocating 
advertising funds to all departments 
— new car, pre-owned, service, parts 
and body shop — should help your 
cause. Lack of a strategic plan low­
ers your chances of achieving your 
goals. 
If your new and pre-owned de­
partments track every customer who 
walks in the door, you can find out 
what types of advertising influenced 
them. Without a tracking system, 
you'll spend your ad dollars inelfec-
tively. A tracking system will help 
you determine what media work best 
for your dealership. 
So what fuels the fire of effec­
tive advertising? Here are five easy 
steps. If you follow them, the results 
will be worth the time and expense 
you invest: 
1. Know your target. As manufactur­
ers introduce new models, your tar­
get markets increase. In the past, lim­
iting your advertising campaign to 
one specific medium — such as a 
Yellow Pages ad — proved to be a 
strong and adequate use of advertis­
ing funds. But no longer. In today's 
competitive marketplace, you need to 
track and analyze patterns over an ex­
tended period. 
2. Get the most from your market. Af­
ter zeroing in on the best target mar­
ket, make sure you reach out to it re­
peatedly. This process — known as 
retail frequency — ensures your mar­
keting message bombards your se­
lected demographic groups. Studies 
have shown that consumer response 
requires continuous exposure to a 
dealership's marketing campaign. In 
a competitive field, you must con­
stantly remind consumers who you 
are and what you have to offer. Con­
tinuous exposure to potential markets 
yields far greater results than inter­
mittent exposure. 
3. Balance frequency with variety. 
Using a cross-media message will 
have a greater effect on potential con­
sumers than using a single advertis­
ing medium. Most dealerships need 
to advertise in several media news­
papers, radio, TV, billboards and the 
Internet. 
4. Be consistent. Maintain a constant 
presence in the advertising media that 
works best for you. At times, budget 
constraints may mean spending less 
on advertising. But remain consistent 
with your advertising frequency and 
message. Without predetermined ad­
vertising campaigns and standards, 
staying on message is extremely dif-
ficult. So choose a campaign and 
stick with it. 
5. Track success. As a manager, you 
must evaluate the efficiency of each 
advertising medium against the deal­
ership's marketing strategy to point 
the way toward the most cost-effi­
cient ad forum. To successfully ana­
lyze and make good decisions, study 
your advertising's cost efficiency reg­
ularly. To aid you in this process, ask 
your sales department to track 
demonstration rides, closing ratio, re­
ferral ratio and repeat customers. In­
vest in a software system to gather 
this data and analyze it. 
Focus Is the Key 
Auto dealerships can profit from ad­
vertising. But your ads won't hit 
home unless they're focused. The five 
steps outlined here are a great 
launching point. If you or your sales 
department need help understanding 
or implementing any of these steps, 
we can help. For more information, 
call (909) 482-4374. 
T\irbulent Times 
Increase Virtual 
Meetings 
DDI offers free online tips 
for successful conferencing 
Nearly 20 percent of employees 
have led 10 or more virtual meetings 
in the past 12 months, and that per­
centage is expected to double in 2002 
as travel restrictions continue to limit 
face-to-face meetings. In response to 
a changing business climate and in­
creased demand from its clients. De­
velopment Dimensions Intemational 
(DDI) has developed a new learning 
unit called "Leading Virtual Meet­
ings." An abridged version of "Lead­
ing Virtual Meetings" is now available 
for free at www.ddiworld.com/inthe-
news. 
Virtual meetings have become an 
important part of conducting business. 
According to a survey conducted by 
Equation Research for USA Today 
and Safes & Marketing Management 
magazine, many companies that cut 
business travel budgets this year plan 
to keep therp just as tight in 2002 or 
pinch even more. Fifty-five percent 
said they specifically expect to make 
significant cuts in travel for meetings 
and conventions. 
Nearly a month ago, when DDI, 
a global human resource consulting 
firm specializing in leadership devel­
opment and selection systems design, 
offered "Leading Virtual Meetings" 
to approximately 6,000 of its clients 
for free, over 1,000 people down­
loaded the document within a few 
days of its release. In a recent survey 
of its clients, DDI discovered that 
only 28 perce'nt had led a virtual 
meeting in the past 12 months. How­
ever, ICX) percent said that they expect 
to lead virtual meetings in the next 12 
months. 
The difference is real 
"All meetings, virtual or 
face-to-face, require preparation, a 
clear purpose and effective leader­
ship," said DDI vice president of 
workforce and service development, 
Jim Davis. "When you lead a virtual 
meeting, you still must do all of the 
things you did for an effective tradi­
tional meeting, but a virtual meeting 
requires excellent preparation, lead­
ership and follow-up, because partic­
ipants might be in different time 
zones, speaking different languages 
and using various technologies," 
Davis said. 
Virtual meetings present their 
own set of challenges before, during 
and after. One of the challenges is that 
it's difficult to keep track of who is 
speaking and who might be joining or 
leaving a meeting. Furthermore, it can 
be nearly impossible to judge reac­
tions or read body language. 
Virtual meetings rely on technol-
"A// meetings, virtual 
or face-to-face, re­
quire preparation, a 
clear purpose and ef­
fective leadership," 
ogy. Equipment failure, which can oc­
cur at any time for any number of rea­
sons, can bring a meeting to a halt. In 
addition, it is easier for people to hang 
up and be "off the hook" for action 
items that were discussed during the 
virtual meeting. 
Tips from DDI for leading vir­
tual meetings. A more complete list 
of tips can be found at www.ddi-
world.comfinthenews. 
Preparing for a virtual meeting: 
1. Invite no more than eight partic­
ipants (virtual presentations can in­
clude more.) 
2. Ask the company FT director to 
sit-in on the virtual meeting. 
3. When scheduling the meeting, be 
aware of time zones and choose a 
time that is acceptable to all. 
4. Test the technology well in ad­
vance of the meeting. 
5. Create and distribute a commu­
nication list that includes all of the 
participants' telephone, cell and fax 
numbers, e-mail addresses and office 
locations. Also, include an emergency 
phone number for participants to call 
if technology problems arise. 
6. Allow extra time for the meeting 
to deal with unexpected technology 
difficulties and late starts. 
7. Distribute background informa­
tion., the agenda and reference mate­
rial well in advance of the meeting to 
allow ample preparation time. 
8. Establish a site on the company 
intranet for participants to monitor 
progress, reference materials. 
9. Confirm that all meeting partici-
continued on page 11 
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Mac OS X Gets a New Toy and a New Tool 
COMPUTER SOFTWARE 
by J. Allen Leinberger 
iPod (The Toy) 
Mankind's thirst for portable 
music has seen many developments 
over the past half century. The tran­
sistor radio. The Boom Box. The 
Walkman. And now, the MP3 play­
er. 
MPS files are music in your 
computer, often downloaded from 
Web sites like Napster, that require 
no vinyl records, no tape, no turnta­
bles. To people of my age, this seems 
unnatural. 
In fact, they work just like the 
sounds your computer makes when 
it starts up or shuts down. It is digi­
tally created. In recent years, little 
listening devices like the Rio and the 
Jukebox have let people carry this 
music around, like the old transistor. 
Now Apple has released its 
iPod. It is more expensive than most 
pocket players, but it does so much 
more. As with all Apple equipment 
— simplicity is key. The new iTunes 
2 program, which conveniently runs 
only on OS X version 10.1, acts as 
the programing program. The in­
structions do not tell you, but Com­
mand -I (Get Information) lets you 
list your songs by title and artist and 
there is also a program file so you 
can catalog ypur music by group. 
Soundtracks, "Bee Gees," oldies 
or opera. It only takes minutes to 
load music into the iTunes from a 
commercial CD and it only takes 
seconds to run it from the computer 
to the iPod through the lightning fast 
Firewire connection. 
Firewire also charges the inter­
nal battery of the iPod. Needing no 
batteiy door, it is a completely sealed 
box. The result is a piece the size of 
a cigarette pack with an inch-and-a-
half square backlit screen and con­
trols that can be run with just your 
thumb, once you get used to it. The 
earbuds sit in your ears. You can 
even sleep with them in. Old time 
ear pieces used to go deeper in, and 
had to be cleaned out regularly. 
Sound quality is stunning. I 
could actually hear people moving 
and breathing in the studio during 
soft passages of instrumental music. 
As amazing as the technology 
may appear, it is, in fact no different 
than the average radio station today. 
I have talked to broadcast engineers 
who tell me that iPod's 5 Gig inter­
nal digital hard drive is no different 
than what you listen to on the air 
everyday. 
Still, the iPod is simple and con­
venient and you can program it, 
through the iTunes controls, to play 
only the music you like. If you only 
want two songs off an album, iTunes 
will put all of the cuts into the sys­
tem, but you can then delete what 
you don't want. 
I have to imagine that car stere­
os will soon have such technology. 
Right now, iPod comes only in 
white, but considering what Steven 
Jobs has been doing with Apple late­
ly, multi-colored units cannot be far 
away. (A leather belt pack wouldn't 
hurt either.) 
Ten years ago, Apple introduced 
the Newton too soon. It was out long 
before the world was ready for a 
PDA. The iPod comes out today as 
the best in an already crowded field. 
Microsoft Office X for Mac (The 
Too!) 
As this column predicted some 
months ago, Microsoft, which only 
just released its Office 2001 for Mac­
intosh, has gone to the trouble of put­
ting out what amounts to a com­
pletely new Office for OS X, version 
1 0 . 1 .  
Over the years, the components 
of the Office have become standards 
for both Windows and Mac people. 
But the changes that OS X and Win­
dows XP have brought have caused 
Microsoft to start from scratch. Of­
fice V. X comes with Word X (Word 
Processing), Excel X (Spreadsheet) 
and Power Point X (Slide show) as 
well as the newer Entourage X, 
which is a sort of E-mail and ad­
dress book for the system. It also 
promises Mac-specific innovations 
like the Formatting Palette, the list 
manager and the Project Gallery. 
There is no telling how Windows 
people will feel about that. 
In order to make it all work un­
der the new system, Mr. Gates had to 
apply such technologies as Carbon, 
Quartz, Sheets and Aqua. And his 
people are claiming that they had to 
rewrite about 60,000 lines of code to 
make it all work. 
It is still one of the simplest pro­
grams to load. Point-and-click in the 
grand Apple tradition. Actually, if 
you are running OS 8 or 9 and you 
are happy with Office 2001, be hap­
py. On the other hand, if you have a 
new Apple computer and you are 
running OS X, then you will be 
looking for Office X. and since OS 
X also runs OS 9 as Classic, you can 
mn the 2001 in there. 
Other companies, like Adobe, 
are working to rewrite their own 
lines of code, and, as we have pre­
dicted here, there will be new ver­
sions but soon. In the meantime, Mi­
crosoft is out and available and ap­
parently up and running; Is it per­
fect? Is it bug proof? 
Probably not. What is? 
But for the time being, Mi­
crosoft Office X is the state of the art 
and will be until the next program is 
released. 
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GETTING ORGANIZED 
News Flash! Telephone Interruptions Foiled 
With Amazing Voice Mail Techniques 
by Maria Benson 
I've heard it from thousands of 
people in my audiences. The "Num­
ber One Interrupter," the "Number 
One Time-Waster" and the "Number 
One Annoyance" is the telephone. 
We have a tme love/hate relationship 
with our phones. We love them be­
cause it's easy for us to pick up the 
phone to share, give or get informa­
tion. But we hate the phone because 
the calls seem to go on and on or it 
rings at exactly the wrong time. So 
how do we handle this? 
Protect Your Valuable Personal 
Peak Productivity Time from Tele­
phone Interruptions. 
It's really important for you to 
understand your "Personal Peak Pro­
ductivity Time." This is the time of 
day when you are most productive, 
get the most done and have the most 
focus. It's crucial to protect your 
peak productivity time from as many 
interruptions as possible and that in­
cludes incoming calls. 
So, let's say it's your peak pro­
ductivity time and the phone rings. 
What should you do? Let the call 
roll over into voice mail. That's why 
you have it. If you are focusing on 
the task at hand, don't break your 
concentration. You aren't doing your 
callers any favors by picking up. 
Have you ever called someone; they 
answer the phone and are clearly 
somewhere else mentally? You can 
even hear them tapping on the key­
board. I can't speak for you, but if 
someone was unable to concentrate 
on our conversation, I would rather 
speak to his or her voice mail. Then 
they can call me back at another time 
— without the distraction. 
Use Your Voice Mail to Help 
Screen Your Calls. 
Scenario: What does the typical 
outgoing voice mail message say? 
"Hi, this is Maria. I'm away from 
my desk or on the phone right now. 
Leave me a message and I'll get right 
back to you." That's fine if you real­
ly are away from your desk or on the 
phone right now, but it doesn't work 
for you or your callers at any other 
time. What if you' re out of the of­
fice for the day or attending meetings 
for several hours? Now you've got 
the "Repeat Message Leaver" on 
your hands. They call you at 9:30 
and leave you a message; then they 
call again at noon and leave another 
message, and call again at 3:30 and 
leave yet another message. And now 
they sound pretty irritated because 
you haven't returned their call as 
promised in your outgoing message. 
- Solution: Change your outgoing 
voice mail message daily. Your initial 
response is probably that you just 
don't have the time to change your 
voice mail every day. "Why should 
I? What's in it for me?" The few sec­
onds it takes to do this one technique 
will save you MANY minutes in the 
long run. The reason you have the 
repeat message leaver on your hand 
is that the poor person believed you! 
You said that you would call them 
right back and since you haven't, 
they just keep leaving more mes­
sages. 
Here is the five-part formula 
for your outgoing voice mail. 
Identify yourself— yes, people 
do need to know who they are call­
ing. "This is Maria Benson; today is 
Mon., Oct. 1, etc.; your status — This 
means where you will be or what 
your schedule is for today. This is 
easy if you're out for the entire day. 
"This is Maria Benson. Today is 
Mon., Oct. 1. I'll be out of the office 
today." 
On a regular workday, your sta­
tus will be more like this: "This is 
Maria Benson. Today is Mon., Oct. 
1. I'll be in the office today, but will 
be attending meetings between 2 to 4 
p.m. 
Here comes the beautiful part. 
, Let's say someone calls you between 
2 and 4 p.m. and hears your status on 
your outgoing voice mail message. 
What are they likely to do? Often­
times, they will simply hang up! 
Why? Because you aren't there and 
they know that you aren't going to be 
there until after 4 p.m. They called 
hoping you would be there for them 
to talk to RIGHT NOW. When they 
find out they can't have you RIGHT 
NOW, they oftentimes: 
1) Leave a message knowing that 
you won't be there until after 4 p.m. 
2) Call you back after 4:00, since 
that's when they know that they can 
catch you. 
3) Call someone else to assist them 
or better yet, 
4) They solve their own problem! 
What is the advantage to you in 
having them hang up? First, you 
don't have to listen to the message. 
Is that a timesaver? Yes. Second, you 
don't have to return the call. Is that 
an even bigger timesaver? You know 
it-
An Alternative Rerson (if appro­
priate) — "This is Maria Benson. 
Today is Mon., Oct. 1. I'll be in the 
office today but will be attending 
meetings between 2 and 4 p.m. If 
you need immediate assistance, dial 
0 for the operator and ask for Steve 
at extension 123." 
When I can be reached or when 
1 will return the call—So now'they 
know that you aren't there but when 
can they speak to you? A couple of 
ways you can handle this: "This is 
Maria Benson. .Today is Mon., Oct. 
1. I'll be in the office today but will 
be attending meetings between 2 and 
4 p.m. If you need immediate assis­
tance, dial 0 for the operator and ask 
l\irbulent Times 
Increase... 
continued from page 9 
pants have access to and know where 
to find the background information, 
technology and intranet site, and 10, 
be sure to have a contingency plan if 
the technology fails. 
Leading a virtual meeting 
1. Start with a roll call. 
2. Designate a note-taker so that 
participants can focus on the meeting. 
3. Make the meeting brief and nar­
row in scope; present information in 
short segments. 
4. Frequently check for understand­
ing and prompt people to participate 
for Steve at extension 123. I'll be 
back in the office on Tuesday and can 
be reached after 9 a.m." 
This is perfectly acceptable, 
however, if you are serving cus­
tomers or clients, it isn't their re­
sponsibility to call you. It is your re­
sponsibility to return their calls, so 
use phrasing such as: "I'll be back in 
the office returning calls on Tues­
day." 
IMPORTANT NOTE: If you 
say you will return the call on Tues­
day, be sure that you do so. Don't 
make promises that you can't deliv­
er. 
For those of you who get many, 
many voice mail messages, I chal­
lenge you to try this technique for 
one week and then I want to hear 
from you with your results. I prom­
ise that it will really cut down the 
amount of time you spend listening 
to messages and returning calls each 
day, so that you can concentrate on 
the truly important things on your 
schedule. 
Maria Benson has conducted more 
than 600 keynotes and semirmrs in 48 
states and Canada and has authored 
"Shortcuts to Creating & Maintain­
ing Organized Files & Records." To 
order her book or offer future topic 
suggestions, contact her at DeClut-
terJU @ yahoo.com. 
(roll calls are useful.) 
5. Take short breaks to maintain en­
ergy. 
6. Equally encourage involvement 
of both remote and local participants. 
7. Review action items at the end of 
the meeting. 
Since 1970, DDI has helped thou­
sands of organizations achieve supe­
rior business performance through 
selecting, developing and retaining 
extraordinary people. DDI's innova­
tive solutions, including Web-based 
technologies, are customized to meet 
the needs of each client by a team of 
1,000 associates in 70 locations 
around the world. To learn more, vis­
it: www.ddiworld.com. 
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BRAVURA! A 
Gala Evening of 
Cuban Ballet! 
by S. Earl Statler 
The year 2002 will start 
out with an Inland Empire 
dance program par excel­
lence'! The Blankenship 
Ballet Company, noted for 
presenting multi-culture bal­
let works, will present the 
premier of their newest bal­
let BRAVURA! ...a celebra­
tion of the Cuban ballet on 
Jan. 5th, 2002 at the River­
side Municipal Auditorium. 
The ballet brings together 
numerous Cuban dancers 
who are major stars in the 
world of dance. They have 
studied ballet in their native 
homeland and became major 
superstars under the "Ham­
mer and Sickle." The two 
lead dancers of Bravura! left 
the comforts of stardom 
while on tour and sought 
freedom in the United States. 
BRAVURA! features world 
renown Jorge Esquivel - "Hailed 
a National Hero in Cuba... consid­
ered its most acclaimed male 
dancer and Alicia Alonso's part­
ner." San Francisco Chronicle 
and ballerina Bertha Suarez - "Her 
role as Ophelia in Hamlet reflects 
a special artistic insight... that im­
pacts the audience." "Bertha 
Suarez is an extraordinary balleri­
na. " Miami Herald. Ms. Suarez 
choreographed Bravura! and has 
been the artistic director of The 
Blankenship Ballet Company since 
1997. The company has presented 
numerous ballet performances for 
local Inland Empire civic functions 
and has been a pivotal part of the 
community's arts presentation dur­
ing Riverside's annual "Orange 
Blossom Festival" for 1999 and 
2000. "Bravura! includes 19 
world-class professional dancers 
who have been gathered from 
across the United States that bring 
a level of dancing only the Cuban 
spirit can create to Southern Cali­
fornia for an evening of unforget­
table ballet," says the c&mpany's 
founder Mark I. Blankenship. 
Bravura! features a mired of 
Internationally renown ballet stars Jorge Esquivel (L) and ballerina Bertba Suarez 
(R) will be featured soloist in the new Blankenship Ballet Company ballet Bravu­
ra! The new ballet will be performed at the Riverside Municipal Auditorium on 
Jan. 5,2002. The program of classical ballet features a professional company com­
prised of mostly Cuban dancers. 
—Image Design by Matt Blais, MPB Creative Services 
dance works, with a contrast in 
choreographic style and music, in­
cluding ballet's most beloved clas­
sics, Swan Lake (Act 2); and the 
French dance classic Paquita (the 
ballet takes place in Spain during 
the Peninsular War and tells of a 
gypsy girl, Paquita, who saves the 
life of Lucien, an officer in 
Napoleon's army, from a plot to 
murder him). The full evening of 
ballet also includes Majisimo (clas­
sical Spanish ballet revealing the 
technical skills of the performers); 
Metamorphosis (evolution of man 
and life); Meunecos (a fantasy of 
a doll and male soldier who come 
to life in the magic of moonlight); 
Diana & Actcon (the tale of a 
princess, who while bathing in a 
lake, is noticed by a young man. 
She enslaves him forevfer.) La 
Pieta - "Pas de deux (Ave Maria). 
Bravura! features Cuban bal­
let stars Guillermo Leyva, Ramon 
Ramos Alayo, Ramon Moreno, 
Luis Napoles, Ariel Cisneros and 
Orlando Molina. Featured Cuban 
dancers are Yoria Esquivel, May-
dee, Peoa, Patricia Peres and An­
gelica Diaz. Featured Latina 
dancer is Giselle Menacho. Jen­
nifer Goodman hails from the 
USA, and from our neighbor up 
north, Canada, Ruth Fentroy. The 
Blankenship corps de ballet will 
feature 12 professional ballet 
dancers from the Southern Califor­
nia area. 
The Blankenship Ballet Com­
pany, LLC, was created through 
the artistic endeavors of Mark 
Blankenship in 1996. Blankenship', 
a Yale-educated venture capitalist 
and attorney has been an active im­
presario of the ballet arts. The ef­
forts of Blankenship as an impre­
sario have distilled a series of per­
formances and a methodology of 
ballet instruction that have inspired 
him to pursue a higher standard of 
excellence and professionalism 
through the establishment of a so­
phisticated Ballet Arts Emporium. 
The Blankenship Ballet Com­
pany is a professional ballet com­
pany that includes as its members 
the legendary Cuban ballerina 
Bertha Suarez. The Blankenship 
School of Professional Ballet is a 
professional school of ballet that 
includes the artistic direction and 
ballet instruction of Ms. Suarez, 
and that has matriculated many tal­
ented professional students. 
The Riverside Municipal Au­
ditorium is located at 3485 Mission 
Inn Avenue, Riverside, CA. Tick­
ets are available at Riverside Mu­
nicipal Auditorium box office, 
(909) 788-3944 or at any Ticket-
Master outlet. Ticket price; $28.50, 
$33.50, $38.50. For info -
www.blankenshipballet.com. 
A Look Ahead to 2001 
For this reporter the BIG event 
for live theater in 2002 will be Los 
Angeles Opera's production of Gi-
continued on page 40 
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NEW BUSINESS ' 
INNOVATIVE RISK SOLU­
TIONS, 2995 VAN BUREN 
BLVD STE A13,1, CRAIG L, 
HUDSON, RIVERSIDE, CA, 
92503-5606 
S2C, 5432 CREST AVE, I, 
KENNETH R, CAMPBELL, 
RIVERSIDE, CA, 92503-
8631 
THE BEAUTIFUL MIS­
TAKE, 4595 ROSEWOOD 
PL, I, ARMD4, TCHAMI, 
RIVERSIDE, CA, 92506-
1081 
WILLIAMS WHOLE­
SALES CYCLES, 25013 
CORTE VIENNA, I, TIMO­
THY P, WILLIAMS, MURRI-
ETA, CA, 92563-5016 
THE RIGHT CLICK, 29279 
SUMMERSET DR, I, BAR­
BARA L, RUND, SUN CITY, 
CA, 92586-3179 
CORONA LUBE PIT STOP, 
410 RIVER RD STE A, I, 
SHANE, BILLS, CORONA, 
CA, 92880-1380 
ISLANDBREEZE NET­
WORK SOLUTIONS, 1141 
POMONA RD STE D, I, 
RANDALL L, HUNT, 
CORONA, CA, 92882-7148 
ICM SALES LEASING, 
10930 LIMONITE AVE, I, 
WILLIAM D, PERRY, MIRA 
LOMA, CA, 91752-2255 
THAI HOUSE RESTAU­
RANT, 68545 RAMON RD 
STE C104,1, SUVADEE, 
BOONSUB, CATHEDRAL 
CITY CA, 92234-3386 
EUROPEAN TOUCH, 
68560 TORTUGA RD, I, ED­
WARD C, HAMILTON, 
CATHEDRAL CITY, CA, 
92234-3875 
PALM SPRINGS CANDY 
CO, 68845 PEREZ RD, C, 
PALM SPRINGS CANDY 
CO INC, CATHEDRAL 
CITY, CA, 92234-7254 
THE LEADERSHIP DE­
VELOPMENT & TRAIN­
ING IN, 52500 CALHOUN 
ST, I, ANDREW G, 
NIELSEN, COACHELLA, 
CA,92236-9656 
LOVELY NAILS,119 LA 
PLZ, I, TAMMY 
TTRUONG, PALM 
SPRINGS, CA, 92262-6382 
NUTRI SPORT GROUP, 
440 S EL CIELO RD STE 17, 
C, NUTRITIONAL SCI­
ENCE SPORTS, PALM 
SPRINGS, CA, 92262-7927 
DESERT DOLPHIN HEAL­
ING TOUCH, 143 GERONI-
MO ST, I, TIMOTHY J, MC-
CUE-SCARBROUGH, 
PALM SPRINGS, CA, 92264-
7833 
PROFESSIONAL IRRIGA­
TION SVCS,1059 BRADY 
LN, I, ROLANDO, GONZA­
LEZ, CALIMESA, CA, 
92320-1611 
LENICK RENTAL CO, 
4321 ALAMO ST, I, 
LEONARD, GRAVES, 
RIVERSIDE, CA, 92501-
1038 
BOWENS TIP TOP ROOF­
ING, 3425 CANNES AVE, I, 
STEPHEN R, BOWEN, 
RIVERSIDE, CA 92501-
1211 
GM BUSINESS INTERI­
ORS, 1099 W LA CADENA 
DR, C, GOFORTH & MAR­
TI, RIVERSIDE, CA, 92501-
1413 
BIG O TIRES, 11820 MAG­
NOLIA AVE, C, INLAND 
EMPIRE AUTOMOTIVE 
LLC,RIVERSIDE,CA,92503-
4916 
ULTIMATE CONSTRUC­
TION, 9119 DEODAR CT, I, 
JEFF M, STEINER, RIVER­
SIDE, CA, 92503-5617 
TIFFANY BROOKS STU­
DIO OF WALL MAGIC, 
2951 MCALLISTER ST, I, 
LYNN, NEVATT, RIVER­
SIDE, CA, 92503-6111 
BRAVO DE RUEDA, 4069 
MELROSE ST, I, JUAN, DE 
RUEDA, RIVERSIDE, 
CA,92504-2629 
CELADON DESIGN 
GROUP LLC, 2900 ADAMS 
ST STE B14, C,RIVER-
SIDE,CA,92504-8308 
CALIFORNIA INLAND 
BANKERS, 7177 BROCK­
TON AVE STE 336, C, 
GUILD MORTGAGE 
CO,RIVERSIDE,CA,92506-
2634 
CAPITAL REAL ESTATE 
& INVESTMENTS, 6956 
INDIANAAVE STE 15,1, 
EDNA D, KEARNEY 
RIVERSIDE, CA, 92506-
4109 
DE ANZA PET CENTER, 
7820 LIMONTIE AVE, I, 
BRIAN E, STURGEON, 
RIVERSIDE, CA, 92509-
5360 
WR PAINTING, 9060 
KENNEDY ST ,1, WALLACE 
D, RUDD, RIVERSIDE, CA, 
92509-5937 
SAN ISIDRO TRUCKING, 
6168 LAKAREN LN, I. 
JOSE, CABRERA, RIVER­
SIDE, CA, 92509-6279 
WORLD HELP INDUS­
TRIES, PO BOX 8546,1, 
LORAN D, MOORE, 
RIVERSIDE, CA, 92515-
8546 
LAKE INSPECTION 
SVCS, 33430 MACY ST, I, 
JOHN, RODRIGUEZ, 
LAKEELSINORE, 
CA,92530-5685 
EMERALD TRAVEL, 1304 
W FLORIDA AVE, H, 
DOROTHY E, MARTIN, 
HEMET, CA, 92543-3908 
KID ZONE, 123 S CAR-
MALFIA ST,C„RIVERSIDE 
COUNTY YOUTH MUSEU, 
HEMET, CA, 92543^229 
ADVANCED CONSTRU-
CION, 41360 SHADOW 
PALM WAY, I, JAMES 
W,HAYNES, HEMET, CA, 
92544-8293 
GRANTT TRANSFORMA­
TIONS OF TEMECULA 
VALUE, 25622 BUENA VIL­
LAGE CT, I, KATHLEEN 
S,HENDRICKS, MORENO 
VALLEY, CA, 92551-2098 
BARREDA SVCS, 24102 
FUSCHIACT, I, LEONOR, 
BARREDA, MURRIETA, 
CA, 92562-2134 
CONTACT INTERNA­
TIONAL, 39930 WHIIE-
WOOD RD # 1205,1, MARK 
A, ERICKSON, MURRIETA, 
CA, 92563-5576 
PERRIS PRINT STOP, 975 
MORGAN ST, I, JOSEPH J, 
CANTONE, PERRIS, CA, 
92571-3103 
J L ELECTRIC, 24540 
continued on page 35 
Timing is Every­
thing When Imple­
menting a Corporate 
Strategy in a New 
Position 
Lee Hecht Harrison Outlines Five 
Common Traps for New Executives 
to Avoid 
Moving to a new position is al­
ways challenging for today's top ex­
ecutives, with the need to adjust to 
different responsibilities and com­
mutes, or perhaps even relocate to a 
new area. Still, one of the most dif­
ficult challenges executives face 
when starting a new position is the 
task of developing and implement­
ing their own corporate strategy. 
What's the best timing to implement 
this strategy once they arrive at a 
new company? Executives differ in 
their responses to this question, ac­
cording to a recent informal survey 
by leading career services firm Lee 
Hecht Harrison, but all agree that 
timing is key. 
While most executives say 
every situation is unique and each 
dictates a different approach, many 
believe it's best to take a cautious 
approach and become aware of the 
new surroundings before effecting 
any plans in the organization. "It 
depends on the particular situation. 
Before you do anything, you should 
really get your feet on the ground. 
see who the players are and what the 
environment is like. In my recent 
position, I was able to make the 
moves I needed to implement my 
corporate strategy and vision for 
what I wanted to accomplish by the 
fourth week after taking over," says 
an IT executive for an entertainment 
company who participated in Lee 
Hecht Harrison's informal survey. 
Other surveyed executives warn 
against making fast, drastic moves 
that could jeopardize an executive's 
standing in the new company. 
"Starting a new position always has 
its particular challenges. Certainly, 
you want to build a management 
team and to put your vision in place, 
but you don't want to throw every­
thing out and antagonize yourself 
with the people you work with," 
says a senior executive with a large 
healthcare firm. This executive also 
stresses the importance of building 
relationships before starting to im­
plement a corporate strategy. "It's 
about taking your philosophies and 
making them fit into what is accept­
able in the existing culture. You also 
have to remember that when you're 
new, everyone expects results quick­
ly. That's why it's important to es­
tablish relationships in your envi­
ronment that will allow you to 
achieve your goals faster." 
Another senior executive, who 
is currently in career transition and 
preparing for the challenge of a new 
role, shares this view: "Upon arrival 
continued on page 14 
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EMPLOYERS GROUP 
New OSHA Reporting Rule is Effective January 1 
by Dagmar Muthamia, SPHR 
Staff Consultant 
In June, the Departmeht of Labor 
announced that most of the changes 
to the mles for recording injuries and 
illnesses made by the Clinton admin­
istration will go into effect on Jan. 1, 
2002. The purpose of the changes is 
to simplify reporting and make it eas­
ier to track the nation's safety record. 
The changes require that employers 
complete the new OSHA Form 300 
(Log of Work-Related Injuries and 
Illnesses) and OSHA Log 300A 
(Summary of Work-Related Injuries 
and Illnesses) in place of the OSHA 
Form 200. Cal-OSHA will require 
the use of the federal forms. The new 
forms with instractions and addition­
al information are available on the 
OSHA Web site (http: //www. os-
haslc.gov/recordkeeping/index.html) 
Like the former rule, employers 
with 10 or fewer employees are ex­
empt from most requirements of the 
new rule, as are a number of indus­
tries classified as low-hazard, such 
as: retail, service, finance, insurance 
and real estate sectors. However, all 
employers are required to report any 
workplace incidents resulting in fa­
talities and the hospitalization of 
three or more employees. 
Summary of Changes 
• Creates one set of criteria (in­
stead of two) for recording work-re­
lated injuries and work-related ill­
nesses. 
• Requires that the log include 
injuries and illnesses resulting in 
death; days away from work; re­
stricted work or transfer to another 
job; medical treatment beyond first 
aid; loss of consciousness, or diag­
nosis of a significant injury or illness 
by a physician or other licensed 
health care professional. 
• Includes new definitions of 
medical treatment, first aid and re­
stricted work to simplify recording 
decisions. 
• Requires that a significant de­
gree of aggravation occur before a 
pre-existing injury or illness be­
comes recordable. 
• Limits the recording of cases 
involving eating, drinking of food 
and beverages, common colds and 
flu, blood donations, exercise pro­
grams, mental illnesses, etc. 
• Clarifies the recording of 
"light duty" or restricted work. Re­
quires employers to record cases 
where the injured or ill employee is 
restricted from normal duties, which 
are defined as those activities the 
employee regularly performs at least 
once weekly. 
• Requires employers to record 
all needle stick and sharps injuries 
involving contamination by another 
person's blood or other bodily fluids. 
• Replaces the term " lost 
workdays" with "days away from 
work" and requires that all calendar 
days be counted whether or not the 
employee was scheduled to work. 
• Creates a new summary form 
(OSHA Log 300A) that must be 
posted for three months (February, 
March and April) instead of one 
(February). The summary must be 
certified by a company executive. 
There are two more significant 
changes that will be delayed for one 
year pending further investigation 
and discussion. They are: 1) The re­
quirement to record a Standard 
Threshold Shift (STS) in hearing is 
being delayed pending a decision on 
the level of hearing loss that should 
be recorded as significant. 2) The 
new rule's definition of "muscu­
loskeletal disorder" (MSD) which 
has been delayed as a result of the 
rejection by Congress of the er­
gonomics mle promulgated in Nov. 
2000. 
It is important to note that em­
ployers must continue to use the 
OSHA 200 log for all incidents oc­
curring in 2001. The OSHA 200 log 
for 2001 will be the log to post dur­
ing February 2002. 
Tuning is Everything 
When Implementing 
a Corporate Strate­
gy in a New Position 
continued from page 13 
at the new company, I plan to further 
develop and fine-tune my strategy as 
I gain understanding of the new 
company through observation and 
learning. The core areas I will focus 
on are assessing the current culture 
and strategy, the decision-makers, 
formal and informal leaders, report­
ing relationships, how decisions are 
made or not made, and what the 
metrics are. Once I feel I have an 
imderstanding of the company, I will 
validate and modify my strategy, if 
necessary, then develop tactics and 
begin to implement it." 
Stanlee Phelps, senior vice pres­
ident and master coach for Lee 
Hecht Harrison's Western region 
agrees that it's better for executives 
just starting new positions to not 
rush to implement their strategy. 
She also recommends that execu­
tives "do their homework" before 
showing up for the first day to leam 
as much as they can about the cul­
ture, issues and priorities, as well as 
try to understand who the important 
players are in the organization. "It's 
really important for executives to 
get grounded before making 
changes, so they don't make the 
wrong ones," says Phelps. 
In addition, she warns execu­
tives to be aware of the following 
common traps to avoid in imple­
menting their corporate strategy: 
Trap No. 1: 
Don't fall behind the learning 
curve—^Be prepared before entering 
the job. It's best for executives to 
analyze the issues they will be fac­
ing, develop a compelling corporate 
strategy and ensure they have the 
political support they need to imple­
ment the strategy. 
Trap No. 2: 
Don't become isolated—Employ­
ees need to see the executive to feel 
comfortable with him or her, so it's 
important for the executive not to 
hang out exclusively with the "big 
boys." 
Trap No. 3: 
Don't become arrogant—Some 
executives think they have the an­
swer to everything and know exact­
ly how they're going to fix things. 
Instead, they should remember that 
there are no qUick-fix solutions in 
today's business world. 
Trap No. 4: 
Keeping people who are mediocre 
performers will not serve any pur­
pose. 
While it's best to abstain from dras­
tic changes at first, not making per­
sonnel changes for the benefit of the 
organization quickly enough can 
also pose problems for a new exec­
utive. 
Trap No. 5: 
Don't try to do too much, too 
soon—Executives need to be care­
ful and prioritize their goals, not 
over-promise, because that excites 
people in the organization and sets 
them up for disappointment when 
promises are not met. 
Still, not everyone agrees with 
taking a cautious approach. For in­
stance, one managing consultant for 
a global human resources firm says 
the best timing for implementing a 
corporate strategy is immediately af­
ter arriving at the new corripany. "I 
believe that you need to hit the 
ground running," she says. "Obvi­
ously, you are making first impres­
sions and building valuable credi­
bility that will set the tone for your 
new career. My recent experience 
in changing careers/companies has 
put a^skip into my step with unlim­
ited energy and passion for my new 
career. Capitalize on it!" 
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CLOSE-UP 
A Good Heart, Spunk and Personality Plus Aid Katrina Clardy in 
Her Life's Work — Caring for Those Often Forgotten by Society 
by Jon Morris 
Katrina Clardy doesn't flinch 
when dealing with mental illness. 
She sees people every day who are 
extremely troubled and badly need 
help. 
"They might have bipolar disor­
der or schizophrenia," she said. "You 
need to have a good heart in dealing 
with these people. You need to help 
them become 'socially appropriate.'" 
Clardy knows how to deal with 
those in her care. She has 32 years 
experience as a caregiver and is cur­
rently president of the Professional 
Careprovider Society, Inc. in San 
Bernardino. Her agency serves San 
Bernardino, Riverside and Los An­
geles counties. 
"Things can get hairy," she said. 
"Caregivers do the same job as a psy­
chiatric technician in a locked ward 
in a hospital. But caregivers have to 
go toe-to-toe; they can't use restraints 
or give them medicine to calm them 
down at a board-and-care home. And 
they receive less pay and less train­
ing than the hospital technician." 
"That's where we come in," said 
Clardy. "We offer training and we 
improve the quality of care for those 
in need." The non-profit agency, 
which opened two years ago, offers 
education and training for entry-lev-
el caregivers and front office staff 
and administrators of board-and-care 
facilities. It also houses a recreation 
center for developmentally disabled 
persons on 6,000 square feet of space 
at 245 E. Redlands Blvd. 
"We provide social activities for 
the disabled through our 'friendship 
club' which is open at no cost to 
those individuals," Clardy explained. 
"We have parties for every holiday, 
including Halloween, Christmas and 
Valentine's Day." 
Clardy said her agency offers 
state-approved trainers who prepare 
caregivers for service in group homes 
for teenagers, residential facilities for 
the elderly, and adult residential fa­
cilities. "They learn about crisis pre­
vention, documentation, and main­
taining the health, safety and welfare 
Katrina Clardy shares some of her 32 years of 
experience in the caregiving field with the In­
land Empire Business Journal. 
of everyone in their charge. 
"We have 260 hours of training, 
and the caregivers become state cer­
tified," she said. "There is no cost for 
the entry-level care givers, but we do 
charge fees for training staff and ad­
ministrators." 
Clardy emphasized that un­
trained caregivers might become abu­
sive when placed in board-and-care 
homes. "We weed those people out 
during our trmning," she noted. 
Her agency actually attempts to 
find people needing work, who also 
care about developmentally disabled, 
elderly, or teenagers with problems. 
"It's like a welfare back-to-work pro­
gram," she explained. "Some folks 
don't have a high school diploma, 
only a GED. We try to help them 
make some sense of their lives and 
get back into things." 
Entry-level caregivers spend six 
weeks in the classroom, have two 
weeks on the job training in a board-
and-care home, and then two weeks 
back in the center completing the 
training, she said. "They leam CPR, 
first aid, and they get fingerprinted. 
They also leam how to deal with de­
velopmentally disabled persons — 
those with Alzheimer's disease, de­
mentia, as well as with 'at risk' 
youth. 
"The money we get 
from administrators' train­
ing goes to the center for 
entry-level caregiver train­
ing and the friendship club 
activities," she added. 
Aside from running 
the Professional Care-
provider Society, Inc., 
Clardy also owns and op­
erates three board-and care 
facilities in San Bernardi­
no. She has a master's de­
gree in psychology from 
UCLA, but emphasized 
caregivers do not need a 
college degree. "You need 
to have a good heart. It's 
hard to find someone with 
the kind of patience to han­
dle disabled people and 
those whose whole lives 
have been dysfunctional. 
"There are those with mental and 
physical handicaps," she comment­
ed. "We also deal with teenagers 
caught up in the juvenile justice sys­
tem — they could have been in 
gangs, on drugs, victimized by mo­
lesters, or faced betrayal by parents." 
Clardy said the majority of the 
population does not want "this kind 
of job (caregiver). You have to put 
your own issues aside and be able to 
provide care for others." Her agency 
is pleased when it finds good care­
givers. "We have a recognition ban­
quet each year in February," she said. 
"The mayor of San Bernardino, Ju­
dith Valles, this year declared Feb. 15 
to be Careproviders Day in that city. 
"Who else tells them (caregivers) 
they are doing a good job?" she 
asked. "We tell them they are appre­
ciated, that they are a unique bunch." 
Clardy lamented that the only time 
people hear about group homes is 
when there are incidents of abuse. 
"You don't hear the success stories," 
she said. 
"Ninety-nine percent of the 
homes have success—the one per­
cent you hear about in the press (in­
volves) caregivers who haven't had 
the proper training." 
She noted that all facilities are 
monitored through state and county 
Ucensing and the Department of Pub­
lic Social Services (DPSS). Clardy 
said her agency works hard to elimi­
nate any possible abuse in board-and-
care homes. "We have state certified 
training. I have one criteria before 
you can attend any of my classes — 
you cannot have a felony conviction 
on your record." 
Some potential caregivers are 
sent to her agency through the Job 
Training Partnership Act, (JTPA) a 
state-funded program which pays 
part of the cost for the training, she 
said. "Others just show up here. We 
encourage all who are interested." 
Clardy, 51, has seen many entry-
level caregivers in her 32 years in the 
business. She began her career by 
working part-time for her mother in 
a group home for teenagers in LoS 
Angeles. "I watched my mom and 
learned from her. My mom was a 
nurse, but I chose to major in psy­
chology." 
She experienced no satisfaction 
working with "so-called normal" 
people. "I chose to work with the 
mentally challenged or developmen­
tally disabled — either retarded or 
autistic and those with mental ill­
nesses such as bipolar disorders, or 
mood swings." 
Clardy later moved to San 
Bernardino, where she opened three 
board-and-care homes. Her mother 
currently operates two homes in Per-
ris, in Riverside County. 
"She even attends some of my 
classes—^after teaching me how to be 
a caregiver," Clardy said. "It's fim-
ny, she will tell me she actually 
learned something in my class." 
Clardy and her husband, Geoige, 
have four grown boys and seven-
grandchildren, and live in San 
Bemardino. Her husband woiks with 
her, coordinating transportation for 
disabled persons at her facilities. 
"He keeps me organized," she 
said. Clardy may be reached at the 
careprovider society office at (909) 
883-8478. The fax number is (909) 
881-6064. 
PAGE 16 " INLAND EMPIRE BUSINESS JOURNAL JANUARY 2002 
Paradise Found at Empire Lakes Golf Course. 
Imagine being surrounded by 
manicured green grass, sparkling 
blue water, towering palm trees and 
a magnificent view of the nearby 
mountains. This beautiful oasis can 
be found at Empire Lakes Golf 
Course, the championship, Arnold 
Palmer designed course in Rancho 
Cucamonga. 
"Empire Lakes Golf Course 
delivers a challenging game of golf 
in a beautiful setting. We have 
players from all over the area 
coming to play the course, and they 
have come to expect a great 
experience from Empire Lakes," 
stated Randy Shannon, General 
Manager/Director of Golf at 
Empire Lakes Golf Course. 
Designed by Amold Palmer to 
express his great passion for the 
game. Empire Lakes Golf Course 
offers 18 challenging holes, and tour 
quality greens and fairways. Empire 
Lakes features comprehensive 
tournament packages, a beautiful 
clubhouse with complete wedding 
and banquet facilities, senior and 
junior rates available seven days a 
week, an all-grass driving range and 
private practice area, a fully stocked 
golf shop, and frequent player and 
membership programs. Golf carts 
are also welcome on the fairways. 
Empire Lakes Golf Course is 
home to the BUY.COM Inland 
Empire Open, an official PGA 
TOUR event. The BUY.COM 
TOUR has contributed more than 
$20 million to charity since it 
began in 1990, with the Inland 
Empire Open benefiting several 
local charities. 
One unique feature of Empire 
Lakes Golf Course is the presence 
of three PGA-certified professional 
golf instructors. Along with 
Shannon, Michael and Myung 
Marcum bring over 16 years each 
of golf and teaching experience. 
Michael is director of the School of 
Golf at Empire Lakes, and the 
husband-wife team offers a full 
schedule of group, private and 
junior lessons. Additionally, 
Michael and Myung use their 
extensive clubfitting experience to 
help players improve their game 
with Titleist and Henry-Griffitts 
clubfitting services. With more 
than 1,500 different clubfitting 
options, Michael and Myung focus 
on variables such as length, shaft 
material and lie angle, and observe 
swing technique to develop a 
custom-made set of clubs for each 
individual golfer. 
In addition to golfing 
opportunities. Empire Lakes Golf 
Course also offers competitively 
priced tournament packages 
available for everything from a 
large corporate tournament to a 
small family reunion. The 
tournament staff works in-depth 
with clients to provide a customized 
tournament complete with set-up, 
special contests, instruction, and 
food and beverage service. 
Charities may also qualify for a 
special reduced toumament rate. 
With its country club 
atmosphere. Empire Lakes Golf 
Course is a sophisticated location for 
receptions and banquets. "Our 
dedicated event staff will work with 
you to provide excellent service and 
food for any event. They can assist 
with special needs such as dance 
floors and audio-visual equipment, 
and will also give recommendations 
and assist with decorations and 
music," stated Shannon. 
"Our goal is to make every 
experience at Empire Lakes Golf 
Course memorable. Whether you're 
here to take advantage of our driving 
range, to take part in a round of golf 
with friends, or to participate in a 
toumament. Empire Lakes Golf 
Course will live up to your 
expectations," Shannon concluded. 
ARNOTJ) PAJ MER OILSICiNI O. 
PGA TOUR APPROVED 
Come walk in the path of The King. 
Arnold Palmer believes that every aspect of a course must serve the game of golf in the 
purest sense...and this philosophy shows in Empire Lakes Goif Course. This championship 
course offers 18 challenging holes for every level of player with tour quality conditions 
including impeccable greens and fairways, four signature lakes, and bunkers strategically 
placed to test your shot making abilities. Empire Lakes Golf Course Is the only Southern 
California stop for the BUY.COM TOUR. With beautiful amenities. Empire Lakes is the perfect 
location for your next corporate tournament, charitabie fund-raiser, or intimate banquet. 
COMPREHENSIVE TOURNAMENT 
AND BANQUET PACKAGES 
WEDDINGS AND RECEPTIONS 
BEAUTIFUL CLUBHOUSE WITH SPACIOUS 
BANQUET FACILITIES 
JR. AND SR. RATES AVAILABLE 
THE SCHOOL OF GOLF AT EMPIRE LAKES 
ALL GRASS DRIVING RANGE 
AND PRIVATE PRACTICE AREA 
MEMBERSHIP PROGRAMS 
FULLY STOCKED GOLF SHOP 
EMPIRE LAKES 
OOLF COURSE 
AT EMPIRE LAKES CENTER 
11015 Sixth Street • Rancho Cucamonga, OA 91730 
Ph: (909) 481-6663 www.empireiakes.com 
Empire Lakes Golf Course is iocoted in the heart of Empire Lakes Center, a master-planned, mixed-use business community with unlimited opportunHies 
for companies seeking to expand or relocate. For information, call Empire Lakes Center at (909) 484-4800. Golf course manoged by Crown Golf. 
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Prevailing Wage Law Is Problematic 
for the Geotechnical Industry 
s- ' 
Situation 
Effective January 2001, Califor­
nia's Prevailing Wage Law —origi­
nally enacted in 1931 to protect the 
construction industry — was ex­
panded to include ancillary industries 
including geotechnical consulting. 
However, tlie union-derived prevail­
ing wage concept does neatly merge 
with the structure of the highly pro­
fessional (vs. "blue collar"), non­
union geotechnical industry. In its 
first year, this new legislation has 
spawned a host of problems for lead­
ing geotechnical consultants that neg­
atively impact the industry and local 
citizens. 
Problematic Issues 
The geotechnical industry is not 
aligned to the union-based structure 
encouraged by the Prevailing Wage 
Law. Unlike the construction jobs, 
geotechnical positions, tasks and 
projects do not break down easily 
into clear-cut categories and detailed 
sub-divisions. For instance, the law 
specifies how many hours an ap­
prentice and a journeyman must 
spend on specific jobs; however, the 
geotechnical industry does not clas­
sify its workers into these categories 
making it challenging to identify the 
appropriate "worker" for the job. 
In addition, most geotechnical 
workers are white-collar profession­
als rather than laborers, which further 
complicates and confuses the process 
of defining prevailing wage posi­
tions, levels and tasks. It can create 
an unbalanced pay structure where 
uneducated blue-collar workers make 
as much money on a prevailing wage 
job as a white collar, educated pro­
fessional. 
Time billing becomes a more la­
borious process as well. In the con-
stmction industry, it is common for a 
laborer to work on one project for an 
extended period of time, making the 
billing process straightforward and 
relatively simple. On the other hand, 
geotechnical consultants may work 
on one or numerous projects per day 
and because of prevailing wage, have 
to follow additional procedures, mak­
ing payroll and billing a more diffi­
cult procedure for both consultants 
and accounting departments. 
Difficult to identify prevailing wage 
projects 
Unlike the federal government 
that is required to identify prevailing 
wages jobs up front, the state level is 
not required to, which places the re­
sponsibility of identifying whether or 
not the job qualifies for prevailing 
wage, on the geotechnical firm. 
Identifying the job is easy when it is 
completely financed by the govern­
ment, but more difficult when a job 
is partially funded with private mon­
ey. The geotechnical firm must re­
search RFP to uncover if ANY pub­
lic funds are being used thereby mak­
ing it a prevailing wage job. 
Non-compliance, even if acci­
dental, carries stiff financial penalties 
including a $50 charge per worker 
per day of non-cOmpliance and the 
threat of being barred ("black­
balled") from government projects 
from one to three years. 
This jeopardizes the quality of 
services gained through healthy com­
petition since many reputable con­
sultants who wish to comply with the 
law refrain from even bidding be­
cause the risk is too great. 
Expensive to implement and en­
force — time and money 
Because the law has not been 
adapted for the geotechnical indus-
tryfs infrastructure, interpreting it to 
best comply with it has become a 
monumental, costly undertaking. For 
example, in sk months, one Leighton 
& Associates executive devoted the 
equivalent of two man months to 
learning, implementing and main­
taining prevailing wage practices. 
Payroll costs increase as well. 
The law requires certified payroll and 
a host of accounting-related proce­
dures that require hiring additional 
staff and incurring additional pro­
cessing costs. For example, there are 
multiple pay scales for the same per­
son pierforming a combination of pre­
vailing wage and non-prevailing 
wage tasks, which have to not only 
be adhered to but also adjusted twice 
annually when the C'llifornia De­
partment of Industrial Relations re­
views and often changes them. The 
wage differential between a non-pre­
vailing wage job and a prevailing 
wage job alone can account for an 
average of $10-$20 per hour. 
Many geotechnical firms, like 
Leighton and Associates, are also in­
curring the expense of an attorney 
that specializes in prevailing wage to 
ensure they understand the law and 
are fully complying with it. 
Ignorant/unscrupulous con­
tractors undermine the industry 
The law has also created an en­
vironment in which companies are 
intentionally and unintentionally un­
derbidding projects which prices 
compliant firms out of the market. 
These are usually smaller unscmpu-' 
lous operations that win the project 
using non-prevailing wage rates, get 
penalized for non-compliance which 
financially destroys them, goes out of 
business and then re-opens a compa­
ny under a ne\v name. 
The law has also made the pri­
mary contractor/consultant responsi­
ble for the compliance of subcontrac­
tors mandating that the contractor 
must pay the out-of-pocket difference 
in wages AND penalties for non-com-
pliant subs. 
Higher taxes for Calif, citizens 
In expanding the Prevailing Wage 
Law to the geotechnical industry, the 
state has potentially increased the fi­
nancial impact for taxpayers whose 
taxes fund public works projects. If 
projects become more costly to build 
and additional funding is needed, it 
could force an increase in state taxes. 
continued on page 36 
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HEALTH 
American Heart 
Association Journal 
Report: 
Burning off a little heart 
muscle stops rapid heart 
heats in infants 
A treatment that corrects rapid 
heart beats by burning away small 
amounts of heart tissue is equally as 
effective and safe in infants as it is in 
order pediatric patients, researchers 
report in today's Circulation: Journal 
of the American Heart Association. 
Radioff^uency catheter ablation 
(RFCA) involves threading a catheter 
with an electrode at its tip into the 
area of the heart that is causing a pa­
tient's rapid, uncontrolled heartbeats, 
a condition called tachycardia. Then 
a mild, painless burst of radiofre-
quency energy, which is similar to 
microwave heat, is used to destroy 
about one-fifth of an inch of heart 
muscle. 
Overall, the procedure was about 
90 percent effective in treating tachy­
cardia in this study. 
"The findings hold great signifi­
cance for both patients and physi­
cians," says lead author Andrew D. 
Blaufox, M.D., assistant professor of 
pediatric cardiology at the Medical 
University of South Carolina in 
Charleston. "Where yop have infants 
with serious anhythmia's, some clin­
ical problems, and who need multiple 
drugs to control their heart rhythms, 
ablation is a real altemative." 
The infants who Were treated 
with RFCA were sicker and had more 
serious heart arrhythmias than older 
patients. "The fact that infants are of­
ten sicker than older children when 
they have arrhythmias is a compelling 
reason to find a definitive cure, such 
as RFCA," says Blaufox. 
Physicians began treating pa­
tients with RFCA in the late 1980s. 
Over the years, success rates have 
risen and the rate of complications 
has dropped. Indeed, because the pro­
cedure is often more successful than 
drug treatments, it has become a stan­
dard therapy for many arrhythmias in 
pediatric patients. 
However, safety and efficacy is­
sues have remained regarding the use 
of RFCA in infants. Animal studies, 
for example, have suggested that in 
continued on page 51 
Stress-Less 
Resolutions 
for the New Year 
by Carol Wissmann 
RESOLVED; To reduce the amount 
of stress in my life. 
There. I've committed it to pa­
per. My 2002 New Year's resolution. 
Now what? How? Where do I be­
gin? This is even now looking like 
one more impossible item in a 'To 
do" list that already stretches to the 
Fourth of July. My eyes scan my 
desk nervously and linger on a bur­
geoning stack of unopened mail. On 
top lies a catalog titled "Stress Less." 
Hmmm—^that could contain my an­
swer. I'm hoping for a quick fix. It's 
loaded with products from wrist­
bands that measure blood pressure to 
toasty teddy bears stuffed with herbs 
that you pop in the microwave and 
heat. But am I supposed to cuddle the 
honey-colored ursus or coddle it? 
No time to research it now. I've 
deadlines to meet. No time. Dead­
lines, no time—. 
(2 day s later) 
STILL RESOLVED: But, over­
whelmed. I turn to the experts. 
Krs Edstrom has been coaching 
the hanied for over 20 years. 
Through her retreats, radio program, 
lectures, and private phone consulta­
tions, her business, "Get Motivated," 
helps those such as I. I talked with 
her at her southern California home. 
"Exercise," Edstrom advised—^and it 
needn't be of the "drive to the gym 
and work out for one hour variety." 
Her "No Time to Exercise" program 
offers 60 second at-your-desk exer­
cise breaks. For instance, for an ef­
fective upper-body workout try 10 
desk-top push-ups. Stand 3-4 feet 
from desk, palms down on edge of 
desk, body rigid and at a straight an­
gle. Lower body and straighten el­
bows 10 times. Or isometric stom­
ach contractions can be done while 
sitting at a desk or driving. "Climb­
ing two flights of stairs takes only a 
few minutes," says Edstrom, and the 
movement helps counteract the 
adrenaline that comes with our bod­
ies natural reaction to stress. "In fact, 
continued on page 54 
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Take care of your team 
When your employees suffer an unexpected illness or injury, it can cost 
you time and money. They also count on you to arrange good health care 
coverage. That's why Blue Shield of California, with over 60 years of 
experience in helping businesses like yours, has made it easy to take care of 
your team. With Blue Shield's Small Group Access+ HMO Plan E, there's a 
wide range of benefits, including: 
• Prescriptions filled at participating pharmacies at affordable copayments 
• Scheduled Routine Physical Exams, including Well-Baby, Well-Child 
and adult Exams 
• An annual routine Well-Woman Exam • 
• Pregnancy and Maternity Care 
• Emergency room services 
CALL ME TODAY 
. ^ n n ' 1 AND FIND OUT MORE Austin, Cooper & Price Agency 
2131 Elks Dr./P.O. Box 3280 
San Bernardino, CA 92413-3280 
Brian Bean, CLU, ChFC (909) 886-9861 
Doug Smith, Mike Renta 
acp@acpinsurance.com 
CA License #0546677 
AN AUTHORIZED AGENT FOR 
Blue Shield I 
An iiiclependeni Member 
of Cahfomia 
' of the Blue Shield AsMciation 
® Regisleied matk of the Blue Shield Association, an association of Independent Blue Shield plans. Making Plans foi the Unexpected 
is a service mark of Blue Shield of California. O 2001 Bbje Shield of California. 
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MANAGING 
Avoiding the $90 Million Misclassification 
by Scott Brutocao 
It could happen to any employ­
er. You have a class of employees in 
a very important role for your busi­
ness enterprise, and yoii naturally as­
sume that these employees, on a 
salary, are exempt from the overtime 
laws. After all, they are paid a decent 
amount of money; they occupy a po­
sition that requires the use of sub­
stantial discretion; and you know 
that "administrative, executive, or 
professional" employees are exempt, 
so you figure that at least one of 
those buzzwords fits your employ­
ees. 
Not necessarily so. As Farmers 
Insurance Exchange recently learned 
when it was ordered to pay $90 mil­
lion in damages to employees who 
were misclassified as exempt; it is 
easy to make a mistake. At issue for 
Farmers was a class action brought 
by about 2,400 current and former 
claims representatives who alleged 
that they were illegally denied over­
time pay. The employees' primary 
duties were to handle insurance 
claims. Their responsibilities includ­
ed: settling claims — "determining 
liability; setting and/or recommend­
ing reserves; recommending cover­
age; estimating damage or loss; pro­
viding risk advice; identifying sub­
rogation rights; detecting potential 
fraud; determining whether reserva­
tion of rights letters should be sent, 
and representing the company at me­
diations, arbitrations and settlement 
conferences. 
Sound exempt to you? 
It did to 
Farmers, which 
had classi­
fied the claims representatives as 
"administrative" employees exempt 
from overtime under state and feder­
al law. A trial court disagreed with 
Farmers' classification, and decided 
as a matter of law that these em­
ployees were not exempt. The ap­
peals court recently agreed. The de­
cision, along with the subsequent 
$90 million damages verdict, sent 
shock waves through the State of 
California. 
The decision in Farmers, how­
ever, did not come out of the blue. 
For the last few years, there has been 
a surge in employee class actions 
challenging employers' classifica­
tions of certain positions as exempt. 
Many of these cases have settled for 
huge sums of money. Farmers is dif­
ferent because there is a published 
decision establishing Farmers' lia­
bility that can be used as precedent 
by future plaintiffs against other em­
ployers. 
How could Farmers have gotten 
into this situation? 
To understand where Farmers 
went wrong, a brief overview of Cal­
ifornia wage and hour laws is neces­
sary. In California, there are three 
primary exemptions to the daily and 
weekly overtime requirements, com­
monly referred to as the "executive," 
"professional," and "administrative" 
exemptions. All three exemptions re­
quire at a minimum that the employ­
ee earn a salary of at least twice the 
state's minimum wage (which trans­
lates into $2,166.67 per month, and 
starting Jan. 1, 2002, $2,340.00 per 
month), and that the employee regu­
larly exercise discretion and inde­
pendent judgment. In addition, all 
three exemptions require that the em­
ployee spend the majority of his or 
her time performing "exempt" du­
ties. 
What is 
considered "ex­
empt" duties 
could be the 
focus of its 
own treatise. 
Generally, "ex­
ecutive" employ­
ees must manage at least one recog­
nized department or subdivision of 
the business, supervise two or more 
employees, and have authority to 
make significant personnel deci­
sions. "Professional" employees are 
generally licensed by the State of 
Califomia, such as: attorneys, engi­
neers, and certified public account­
ants, but also include artistic em­
ployees who perform original and 
creative work. "Administrative em­
ployees" typically must perform 
work that is directly related to busi­
ness policies or general business op­
erations of the employer. 
Farmers decided that its insur­
ance claims adjusters fell within the 
"administrative" exemption to the 
overtime laws. According to Farm­
ers, this is consistent with how most 
insurance companies around the 
country have classified their claims 
adjusters. However, the court found 
that to fall within the "administra­
tive" exemption, employees must ac­
tually do administrative functions as 
opposed to being "production work­
ers." The court distinguished be­
tween tme administrative employees, 
whose work was "directly related to 
management policies or general 
business operations" of the employ­
er, and production employees, 
"whose primary duty is producing 
the commodity or commodities, 
whether goods or services, that the 
enterprise exists to produce." The 
Farmers employees, in the court's 
view, did not perform an "adminis­
trative" role at all, but rather "pro­
duced" the services that Farmers ex­
isted to produce. Therefore, they 
could not be considered "adminis­
trative" employees and were nonex-
empt. 
Steps to take 
There are a number of steps an 
employer can take to minimize its li­
ability in light of Farmers and the 
explosion of wage and hour class ac­
tions in Califomia: 
• Carefully review your job de­
scriptions for accuracy. First, ensure 
the accuracy of the job descriptions 
that you have prepared for your ex­
empt positions. An inaccurate job 
description can be a strike against an 
employer in many types of lawsuits. 
If you don't have job descriptions for 
positions you claim are exempt, now 
is a good time to prepare them. Sec­
ond, periodically review your job de­
scriptions. Over time, jobs change, 
and far too often Human Resources 
will be the last to know. Pmdent em­
ployers will establish procedures for 
periodic monitoring of job descrip­
tions to ensure that they are current. 
Educate your Human Re­
sources staff. Exempt/nonexempt 
classifications are one of the most 
misunderstood areas in employment 
law. There is still a misconception 
among some employers that the test 
for exempt/nonexempt status is 
whether the position is salaried. 
Make sure that the people making 
the decisions on classifications are 
fully aware of the laws in this area. 
• Compare each job description 
with the exact requirements of the 
applicable exemption. Check to see 
whether the job you have created is 
really "exempt." This is the most dif-
' ficult part. You will first need to un­
derstand all of the criteria that will 
be considered in determining 
whether the job is truly exempt. In 
Califomia, there are a series of reg­
ulations, commonly referred to as 
"wage orders," that apply to Califor­
nia employees. Each employer will 
be govemed by one of the wage or­
ders. Most wage orders have an iden­
tical discussion of the requirements 
of the executive, professional, and 
administrative exemptions, although 
you should make sure by reviewing 
the wage order applicable to you. All 
the wage orders can be found at 
http://www.dir.ca.govAwc/WageOr-
derlndustries.htm. After you have de­
termined which wage order is appli­
cable to you, read through the appli­
cable exemptions and see if your po­
sition is properly exempt. 
• Beware the hybrid manag­
er/production worker. In many in­
dustries, especially in these times of 
downsizing and reduced staffing, 
continued on page 53 
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Kiner/Goodsell 
Announces Hiring 
of Senior Art 
Director/Production 
Manager 
Kiner/Goodsell is pleased to an­
nounce the hiring of Steve Johnsen, 
who brings more than 20 years of ex­
perience in press supervision and art 
direction to the position of senior art 
director/production manager. 
Johnsen was previously senior 
art director for Creative Company in 
Salem, Ore., where he was responsi­
ble for bringing projects to the cre­
ative department and finishing them 
within budget and on time. He su­
pervised the design and production 
phases of each project, working 
closely with the account manager, 
graphic designer and client. 
Prior to that, Johnsen was a part­
ner, consecutively, with the Los An­
geles design firms of Johnsen-Simp-
son and Walter/Johnsen. A graduate 
of California State University at 
Long Beach, Johnsen spent the early 
part of his career honing his craft 
with a number of agencies and free­
lance clients in the Los Angeles area. 
Kiner/Goodsell Advertising is a full-
service marketing firm offering a 
wide array of advertising, marketing, 
public relations and graphic design 
services. Kiner/Goodsell is also the 
parent company of Vision Marketing 
and Desert Regional Marketing. For 
more information, please visit 
http://www.kgadvertising.com. 
The Yard House 
Opens at the 
River at Rancho 
Mirage 
Upscale Eatery, Fea­
turing the World's 
Largest Draft Beer 
System, Makes Its 
Desert Debut Near 
Palm Springs 
As of Dec. 10, Coachella 
Valley residents—and the 
throngs of visitors who flock to 
this palm-studded resort area— 
can now tap into the fun and 
excitement at the new Yard 
House. This upscale eatery, lo­
cated at the new River at Ran­
cho Mirage, a lifestyle market­
place situated at the intersec­
tion of Highway 111 and Bob 
Hope Drive near Palm Springs, 
opened its doors for dinner on 
Dec. 10-16, and began serving 
lunch daily at 11 a.m. there­
after. 
At 12,916 square feet with 
a 582-guest capacity, the new 
Yard House is among the 
area's largest eateries. Boasting 
a lofty decor, state-of-the-art 
Waldorf-style kitchen, and a 
signature oval bar where glass 
yards dangle above the fleet of 
200 tap handles, the Yard 
House features an eclectic 
menu of "American Fusion 
cuisine." 
Under the toque is Execu­
tive Chef Carlito Jocson, who 
was recently nominated "Chef 
of the Year" by the California 
Restaurant Writers Association 
and is among the great chefs of 
Orange County. Chef Jocson, 
who is also ranked among the 
Top 1000 Chefs in America, in­
fuses traditional American fa­
vorites with Asian flavors and 
seasonings. Classics such as 
the Caesar salad , is updated 
with seared ahi, and hearty 
half-pound burgers are oak-
grilled. Individual pizza, pasta, 
steak, rice dishes and fresh fish 
are also prominent on the 
menu. 
With 200 taps of beer, 
everything from the obscure 
Hollywood Blonde to the clas­
sic taste of Coors Light can be 
savored. The restaurant's name 
is derived from an early Colo­
nial tradition of serving 36-inch 
tall glasses of beer — or yards 
to weary stagecoach drivers. 
The Yard House has rein­
troduced this long-standing 
custom, and guests seem con­
tent sipping their favorite ale 
from these uniquely shaped 
glass containers, which meas­
ure three-feet tall. For the more 
modest consumer, beverages 
are also served in half-yards 
and traditional pint glasses. 
There is also a full bar and a 
martini menu available. In ad­
dition, the Yard House boasts a 
state-of-the-art audio system 
that plays continuous classic 
rock throughout the day. 
"We're very excited to be 
part of the new River at Ran­
cho Mirage," says Steele Piatt, 
co-founder and chief executive 
officer of Yard House Restau­
rants, LLC. "We've had 
tremendous success in both 
Los Angeles and Orange 
Counties, and we're confident 
the restaurant's popularity will 
continue to grow as we expand 
the concept across Southern 
Califomia and beyond." 
The flagship restaurant, lo­
cated along the waterfront in 
Long Beach, was recently 
ranked among the Top 4 Inde­
pendent Grossing Restaurants 
in all of Califomia by Restau­
rants & Institutions Magazine 
with an overall national rank­
ing of 55. In the same survey, 
the popular eatery ranked 11 
nationwide among restaurants 
serving the most people. 
Earlier this year, the Yard 
House rapidly, rose from 24th 
place to rank number three 
among Los Angeles County's 
Top 25 Independent Grossing 
Restaurants according to the 
Los Angeles Business JoumaL. 
The publication, which noted 
the Yard House had made the 
biggest leap from the previous 
year, based its findings on 
gross sales for 1998 and 1999, 
as well as the number of peo­
ple employed by each restau­
rant. Information was also ob­
tained from the Directory of 
High Volume Independent 
Restaurants '99, Tampa, Flori­
da; 1999 Zagat Survey; as well 
as the restaurant representatives 
themselves. 
The new Yard House in 
Rancho Mirage is located at 
The River at Rancho Mirage at 
the intersection of Highway 
111 and Bob Hope Drive near 
Palm Springs. For more infor­
mation, call 760.779.1415 or 
take a virtual visit at 
www.yardhouse.com. 
LORIE. WEIGANT, 
CPA OPENS NEW 
ACCOUNTING PRACTICE 
Lori E. Weigant, CPA opens new 
practice in Palm Springs. 
Previously a partner with the accounting firm 
Maryanov, Madsen, Gordon & Campbell, Weigant 
has 19 years of experience serving individuals and 
businesses. Her areas of expertise include: tax plan­
ning and preparation, personal fmancial planning, es­
tate planning, business management and consulting 
services. She also has extensive experience assisting 
companies with financial reporting, computer sys­
tems, retirement plan administration and tax and fi­
nancial projections. 
"I see my role as playing an integral part in my 
client's financial success, serving as advisor, planner 
and accountant to ensure their needs are met," com­
mented Weigant. 
Weigant is a graduate of Califomia State Uni­
versity, Chico with a B.S. in business administra­
tion/accounting. A member of the American Institute 
of CPAs, the Califomia Society of CPAs, and the 
Desert Estate Planning Council, she also volunteers 
her time with several community organizations and 
currently serves as treasurer of the Desert Alliance 
of Professional Women. 
The offices of Lori E. Weigant, CPA are located 
at 400 S. Farrell Drive, Suite B- 200 in Palm Springs. 
For more information, call (760) 327-5674. 
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Commentary From State Assemblyman Bill Leonard 
California legislators have an un­
canny ability to propose very silly 
laws. This year some of the most ab­
surd example of legislative inanity 
came in the area of pubUc education. 
The first bill was Senate Bill 
508. The bill was long and proposed 
an ambitious, multifaceted plan to 
improve schools. What made the bill 
silly was not its efforts to improve 
low-performing schools or help stu­
dents learn. What made it silly was 
the phrase included in its title: "Cal­
ifornia Unrealized Learners Ad­
vancement Act of 2001." Until we 
stop using euphemisms like 'unreal­
ized learners' we cannot hope to 
make much progress in actually fix­
ing the situation. Fortunately, others 
shared my skepticism and this biU did 
not make it out of conference com­
mittee. 
The second particularly silly ed­
ucation bill was SB 1016. This bill 
sought to replace the term "foreign 
language" with the new phrase 
"world language" in the Education 
Code. The actually effect on curricu­
lum would have been nil. This was 
just an effort to make non-native 
Americans feel better about their var­
ious languages. And while it would 
be great for our schools to teach stu­
dents foreign languages so they can 
communicate and succeed in the 
global economy, our first priority is 
for all of our students to be proficient 
in English. This bill did nothing to 
accomplish that and deserved to be 
vetoed. 
AB 1016, on the other hand, was 
a good, common sense bill. It would 
have allowed students to take non­
prescription medicines with a written 
note from their parent or guardian. 
The Governor vetoed this bill. Sim­
ply put, school nurses in California 
can remove your daughter from cam­
pus and take her to get an abortion 
without your knowledge or permis­
sion, but that same nurse cannot give 
your child an aspirin or over-the-
counter decongestant even with your 
permission. Silliness. 
SB 19 was proposed to help ad­
dress the problem of childhood obe­
sity. Consequently, the bill imposed 
several new requirements on school 
food programs, limiting the sale of 
certain foods, requiring the sale of 
only full meals, eliminating the sale 
of sodas and other items. These pro-
continued on page 38 
'Dirt Devil' Maker Royal Appliance Leases First 
New Building in Phase Two of Haven Gateway 
ONTARIO, CA — Investment 
Development Services, Inc. (IDS) an­
nounces that Royal Appliance Man­
ufacturing Co., a leading maker of 
vacuum cleaners including the popu­
lar "Dirt Devil," has leased a new 
140,()00-sq.-ft. distribution facility 
concurrent with its completion in the 
$55 million Haven Gateway Centre 
in Ontario. 
CLASSIFIED ORDER FORM 
FAX 909-391-3160 
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mt 
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Ad Copy: _ 
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Rob Fuelling, director of mar­
keting for IDS, reports that the build­
ing to be occupied by Royal Appli­
ance is the first completed in the new 
business park's second phase. He 
added that groundbreaking will soon 
take place for two other buildings in 
the second phase, comprising 
217,000 sq. ft. and 190,000 sq. ft. Ul­
timately, Haven Gateway Centre will 
comprise 1.5 million sq. ft. of space. 
Royal Apphance Manufacturing 
Co. schedules a July 1 occupancy of 
its new distribution center, located at 
3951 E. Earlstone St. 
A publicly-held company 
(NYSE: RAM) Royal Manufactur­
ing's roots go back to 1905 in Cleve­
land, OH. It is currently headquar­
tered in nearby Glenwillow, OH. 
Royal develops, assembles and 
markets a full line of cleaning prod­
ucts for home and some for commer­
cial use under the Dirt Devil and 
Royal brand names. 
Dirt Devil Hand Vac has grown 
to become Royal's signature product 
and the largest selling hand-held 
corded vacuum cleaner in the United 
States. 
Royal joins Oakley, The Disney 
Company, and The Children's Place 
as occupants of major facilities at 
Haven Gateway Centre. 
SUBSCRIBE NOW! 
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INLAND EMPIRE BUSINESS JOURNAL I DUFF & PHELPS. LLC STOCK SHEET 
iH I-: I H K  I.OSKRS 
"I'op live. l^y pereeiitiij^e ''l«>p tive. hy pereeiitiij^e 
Company Current Beg. of Point 9 Change Company Current Beg. of Point % Change 
Close Month Change Close Month Change 
Hot Topic Inc. 31.650 28.410 3.240 11.4 Heetwood Enterprises Inc. 10.810 12.550 -1.740 -13.9 
KeysUme Automotive Industries Inc. 17.500 15.710 1.790 11.4 Business Bancorp 11.000 12.500 -1.500 -12.0 
Watson Pharmaceuticals Inc. 31.020 29.930 1.090 3.6 Foothill Independent Bancorp 12.520 13.890 -1.370 -9.9 
National RV Holdings Inc. 9.400 9.100 0.300 3.3 Channell Commercial Corp. 3.050 3.220 -0.170 -5.3 
Ameiican States Water Company, 36.500 35.490 1.010 2.8 PFF Bancorp Inc. 26.480 26.920 -0.440 -1.6 
Naiuc •fickcr 12/2(»/(»I ll/30/(H dig. 52 W eek 52 W eek Current Lxchange 
Close Price Open Price Month High Low IVK Ratio 
American States Water Co. AWR 36.500 35.490 2.8 39.60 28.50 18.1 NYSE 
Business Bancorp BZBC 11.000 12.500 -12.0 14.75 9.00 9.2 AMEX 
Channell Commercial Corp. CHNL 3.050 3.220 -5.3 8.50 2.20 NM NASDAQ 
CVB Financial Corp. CVBF 22.800 22.850 -0.2 23.29 14.38 16.8 NASDAQ 
Fleetwood Enterprises Inc. FLE 10.810 12.550 -13.9 17.25 8.10 NM NYSE 
Foothill Independent Bancorp FOOT 12.520 13.890 -9.9 14.75 10.16 10.7 NASDAQ 
HOT Topic Inc. HOTT 31.650 28.410 : 11.4 38.20 14.13 26.2 NASDAQ 
Kaiser Ventures Inc. (H) KRSC 13.740 13.740 : 0.0 13.95 8.50 7.6 AMEX 
Keystone Automotive Inds. Inc. (H) KEYS 17.500 15.710 • 11.4 18.30 6.25 37.2 NASDAQ 
Life Financial Corp. LFCO 1.800 1.800 0.0 5.16 0.80 NM AMEX 
Modtech Holdings Inc. MODT 8.800 8.800 0.0 12.50 6.06 10.9 NASDAQ 
National RV Holdings Inc. •NVH 9.400 9.100 3.3 15.10 7.80 • MM NYSE 
PFF Bancorp Inc. PFFB 26.480 26.920 -1.6 28.85 ' 19.25 • 11.3 NASDAQ 
Provident Financial Holdings (H) PROV 25.450 25.400 0.2 25.90 17.00 9.9 NASDAQ 
Watson Pharmaceuticals Inc. WPl 31.020 29.930 3.6 66.39 26.50 19.6 NYSE 
Notes: (H)-Stock hit 52-week high during the month, (L)--Stock hit 52-week low during the month, NM • • Not Meaningful 
Fi\ e Most Active Stocks 
Stock Month Volume 
Watson Pharmaceutical Inc. 23,702,600 
Provident Financial Hldgs, . 20,926,900 
CVB Financial Corp. 20,845,900 
HOTTopiclnc. , 17,755,700 
Foothill Independent Bancorp " 10,648,000 
D&P/IEBJ Total Volume Month 100,608,100 
Monthl\ Stininiary 12/20/01 
Advances 8 
Declines 7 
Unchanged 0 
New Highs 3 
New Lows 1 
Duff & Phelps, LLC 
One of the nation's leading invest­
ment banking and financial advisory 
organizations. All stock data on this 
page is provided by Duff & Phelps, 
LLC from sources deemed reliable. 
No recommendation is intended or 
implied. (310) 284-8008. 
Business Bancorp 
and MCB Financial 
Shareholders 
Approve Merger of 
Equals 
Merger Creates Dynamic 
California Middle-Market 
Banking Franchise 
MCB -Financial Corporation 
(AMEX: MCB), and Business Ban­
corp (NASDAQ: BZBC), announced 
that shareholders of both institutions 
overwhelmingly approved the merg­
er of equals. MCB Financial is the 
parent of Metro Commerce Bank and 
Business Bancorp is the parent of 
Business Bank of California. The 
combined institutions will have assets 
of approximately $600 million, and 
will operate 15 branches in Northern 
and Southern Califomia serving the 
needs of mid-market businesses. 
MCB Financial's shareholders 
approved the transaction with 99.5 
percent of the votes cast, or 62.2 per­
cent of the total shares issued and out­
standing, voted in favor of the merg­
er. Business Bancorp's shareholders 
approved the transaction with 96.1 
percent of the votes cast, or 72.1 per­
cent of the total shares issued and out­
standing, voted in favor of the merg­
er. The merger plan. Initially an­
nounced in August, has received all 
regulatory approvals required for the 
merger to proceed. "We anticipate 
the final merger processes will be 
completed by year-end," said Alan J. 
Lane, president and chief executive 
officer of Business BancOrp. 
Following the completion of the 
merger, MCB Financial shareholders 
will receive 1.1763 shares of Business 
Bancorp common stock in exchange 
for each share of MCB Financial 
stock they own. A cash payment will 
be made in lieu of fractional shares. 
MCB shareholders who are holding 
certificates will receive instructions 
for exchanging their certificates in the 
next few weeks. MCB shareholders 
who hold shares in a brokerage ac­
count need do nothing, because the 
brokerage firm will automatically 
process the exchange. Existing 
BZBC stock certificates remain valid 
and shareholders do not need to take 
any action. 
"We have applied for listing on 
the NASDAQ National Market Sys­
tem and expect that, following the 
completion of the merger, our stock 
will continue to trade with the ticker 
symbol BZBC," said Lane. 
"We anticipate that the integrar 
tion of our two organizations will 
progress srnoothly for our customers, 
employees and shareholders," said 
Charles Hall, president and CEO of 
MCB Financial. "Although our name 
will be changing to Business Bancorp 
and our branches will be operating 
under the Business Bank of Califor­
nia banner, the same people will be 
delivering the same personalized at­
tention and high-quality banking serv­
ices that our customers are accus­
tomed to." 
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1. 
X 
> 
4. 
7. 
h 
& 
10. 
U. 
12. 
IX 
lA 
IX 
IX 
1& 
City 
Adelanto 
Apple Valley 
Banning 
Barstow 
Beaumont 
Big Bear Lake 
Calimesa 
Canyon Lake 
Cathedral City 
Chino 
Chine Hills 
Clai 
Coachella 
Colton 
Corona 
17, Desert Hot Springs 
Fontana 
Contractor's Hit List 
• • • t nutacis J(fr Pvnnif Approval • • • (•oniliiiu's on 2:^ 
Address 
ll()()()AirRasL'Rd. 
Adelanto, CA 92301 
Hione/Fax/E-Mail Address 
•Sfe 
20440 Hwy. 18, RO. Box 429 
Apple Valley, CA 92307 
99 East Ramsey St. 
Banning, CA 92220 
220 E. Mountain View St. 
Barstow, CA 92311 
550 E. 6th St. 
Beaumont, CA 92223. 
39707 Big Bear Blvd., P.O. Box 10000 
Big Bear Lake, CA 92315 
2.35 N. Broadway 
Blythc,CA92225 
908 Paik Ave., P.O. Box 1190 
Calimesa, CA 92320 
31516 Railroad Canyon Rd. 
Canyon Lake, CA 92587 
68-700 Avenida Lalo Guerrero 
Cathedral City, CA 92234 
13220 C'LMitral Ave 
Chino, CA 91710 
2001 Grand Ave 
Chino Hills, CA 91709 
207 Harvard Ave. 
Criaremont, CA 91711 
1515 6th St. 
Coachella, CA 92236 
650 N. La Cadena Dr 
Colton, CA 92324 
815 W. 6th 
Corona, CA 91720 
65950 Pierson Blvd. 
Desert Hot Springs, C A 92240 
8353 Sierra Ave. 
Fontana, CA 92335 
(760) 246-2300 
FAX 246-3242 
(760)240-7101 
FAX 240-7399 
(909)922-3120 
FAX 922-3128 
(760)256-3531 
FAX 256-1750 
(909) 769-8520 
FAX 769-8526 
(909)866-5831 
FAX 878^511 
(760)922-6130 
FAX 922-6334 
(909)795-9801 
FAX 795-4399 
(909) 244-2955 
FAX 246-2022 
(760) 770-0340 
FAX 202-1460 
(909)591-9813 
FAX 590-5535 
(909) 364-2780 
FAX 364-2795 
(909)399-5471 
FAX 399-5492 
(760) 398-3002 
FAX 398-5421 
(909) 370-5079 
FAX 783-0875 
(909) 736-2250 
FAX 279-3561 
329-6411 
251-3523 
(909) 350-7640 
FAX 350-7676 
• IS 
I 
•I 
-sici-.-;- -
Contact 
Richard Oakley 
City Manager ;i 
Bruce Williams 
Town Manager 
Don Foster 
City Manager 
Paul Warner 
City Manager 
Alan Kapanicas 
City Manager 
Michael Perry 
City Manager 
Jack Nelson 
Chief Building Inspector 
Alan Kapanicas 
City Manager 
Del Powers 
City Manager 
Donald E. Bradley 
City Manager 
Contact 
WlllUm Fe: 
Building 
r rgusun 
OufKial m 
Claude Stewart 
Chief, Building & Safety 
Tim St 
Chief Building Official 
Marlowe Kulsetfa 
Chief Building GlTicial 
KentHaB 
Building Inspector 
Hiilip K. Mosl^ Ji; 
Chief Building Official 
J 
Michelle Van Dyke 
Permit Technician 
Glen Kojas 
City Manager 
Douglas La Belle 
City Manager 
Tony VWtt 
Director of Commimity Dev. 
Byron Woosley 
City Manager 
Daryl Purrish 
City Manager 
Homi Farah 
Plan Check Engineer 
JoeGuzzetta 
City Manager 
Frank Schuma 
Comm. Dev. Director 
DaleEverman 
Building Inspector 
Koi Larson 
Building Official 
Travis Lund 
Chief Building Official 
Ibm Wilson 
Chief Building Offidal 
amm 
m 
Winston Ward 
Asst. Community Dev. Directm' 
Duane Marks 
Building Official 
Byron Woosley 
Actg. Chief Bl(^. OffTFblc. Wks. Dir. 
David R. ISamora 
Qjmmunity Dev. Dinxnur ' 
Dan Kaiser 
Bldg. Inspection Superviso-
[UeBumshie 
live Assistant 
I 
Chie? Buiftfing Official 
19, 
20. 
21. 
22. 
23. 
24. 
Grand Terrace 
Hemet 
Hesperia 
Highland 
Indiam Wells 
Indio 
22795 Barton Rd. 
Grand Terrace, CA 92313 
450 E. Latham 
Hemet, CA 92543 
15776 Main St., 
Hesperia, CA 92345 
27215 Baseline 
Highland, CA 92346 
44-950 Eldorado Dr. 
Indian Wells, CA 92210 
100 Civic Center Dr. 
Indio, CA 92201 
(909) 430-2247-
FAX 783-7629 
(909) 765-2475 
FAX 765-2481 
(760) 947-1300 
FAX 947-1221 
(909) 864-8732 
FAX 862-3180 
www.ci.highland.ca.us 
(760) 346-2489 
FAX 346-0407 
(760) 342-6530 
342-6556 
Patrizia Materassi 
Com. & Econ. Dev. Director 
Steve Temple 
City Manager 
Tom I 
Dep. Dir. Dev. Svcs. 
Rick Hartmann 
Comm. Dev. Director 
George Watts 
City Manager 
Amir Modarressi 
Dep. Dir. Public Works 
Vir^ Bartiam' 
Director, BldgTSafety/Pblc. Wks. 
Ctdin McNie 
Chief Building Official 
Richard Shields 
Building Official 
Jim Johnam 
Senior Buik&ig Inspector 
Mark WBde 
Bldg. & Safety Manager 
N/A'^Nm Applicable WND^ VAmU Not Disclose, na ^ not available. The infonnation in the above list was obtained fiom the cities listed To the best of our knowledge the informalUm supplied is accurate as of pnsstbtie. While eveiy 
is made to ensure the accuracy and thoroughness cfthe list, omissions and typographical errors sometime occur Please send corrections or additions on company letterhead to; The Inland Empire Business Journal; 8560 Vbieyatd Ave,, 
Suite 306,RanchoCucamonga,CA 9l730-4352. Researched by Jerry Strauss, Copyright 2002 Inland Emfdre Business Joumai 
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aty 
>5. 
26. 
Z7. 
28. 
29. 
3a 
31-
3^  
4X 
43. 
LaQuinta 
Montclair 
Moreno VaUey 
Munieta 
Norco 
34. 
35. 
36. 
37. 
3& 
39. 
40. 
Ontario 
. FahnDesert 
Palm Springs 
Ferris 
Pomona 
Rancho Mirage 
Redlands 
Rialto 
Riverside 
San Bernardino 
San Jadnto 
44. Temecula 
46. Upland 
47. 
4a 
Vktorvilfc 
Yucaipa 
Address 
130 S. Main St. 
Lake Elstnore, CA 92S30 
78495 Calle Tampico 
La Quinta, CA 92253 
25541 Barton Rd. 
Loma Linda, CA 92354 
5111 Benito St. 
Montclair, CA 91763 
P.O. Box 88005 
Moreno VaUcy, CA 9255243805 
26442 Beckman Ct 
Mnnieta, CA 92562 
Phone/Fax/E-Mail Address 
(909)674-3124 
FAX 471-1418 
(760) 777-7012 
FAX 777-7011 
(909) 799-2836 
FAX 799-2894 
2870 aark Ave. 
Norco. CA 92860 
303 E. "B" St. 
Ontario, CA 91764 
73-510 Fred Waring Dr. 
Palm Desert, CA 92260 
P.O. Box 2743 
Palm Springs, C A 92263 
101 N. "D" St. " 
Petris.CA 92570 
P.O. Box 660 
Pomona, CA 91769-0660 
P.O. Box 807 
Rancho Cucamonga, CA 91729 
69825 Highway 111 
Rancho Mirage, C A 92270 
PO. Box 3005 
Redlands, C A 92373 
150 S. Palm Ave. 
Rialto, C A 92376 
. 3900 Main St. 
Riverside, CA 92522 
300 North "D" St.-3td Floor 
San Bernardino, CA 92418 
201 E. Main 
San Jacinto, CA 92583 
P.O. Box 9033 
Temecula, CA 92589-9033 
6136 Adobe Rd., P.O. Box 995 
Twentynine Palms, CA 92277 
P.O. Box 460 
Upland, CA 91785 
14343 Civic Dr. 
Victorville, CA 92392 
34272 Yucaipa Blvd. 
Yucaipa, CA 92399 
(909) 626-8571 
FAX 621-1584 
(909)413-3350 
FAX 413-3210 
(909) 461-6000 
FAX 6984509 
(909) 735-3900 
FAX 270-5622 
(909) 395-2023 
FAX 395-2810 
(760)3464)611 
FAX 776-6392 
(760) 323-8242 
FAX 322-8360 
(909) 943-5003 
FAX 943-3293 
(909)620-2314 
FAX 620-3707 
(909)477-2700 
FAX 477-2711 
(760) 202-9253 
FAX 324-9851 
(909) 798-7536 
FAX 798-7670 
(909) 820-2514 
FAX 8734814 
(909) 826-5697 
•FAX 826-5622 
(909) 384-5057 
FAX 384-5080 
(909)694-6444 
FAX 694-6478 
IK 
m 
487-7330 
487-6779 
(760) 367-6799 
FAX 367-5400 
(909)9314110 
FAX 931-9923 
(760)955-5101 
FAX 245-1063 
(909)797-2489 
FAX 790-9143 
R.D.A. 
Contact 
Dick Watenpaugh 
City Manager/Di: 
TomGenovese 
City Manager 
Dennis R. 
City Manager 
Lee McDougal 
City Manager 
Gene Rogers 
City Manager 
Stephen Mandoki 
City Manager 
Ed Hatxenbuhler 
City Manager 
Greg Devereaux 
City Manager 
Carlos Ortega 
City Manager 
David Ready 
City Manager 
Bill Vasqnez 
City Manager 
Douglas Duniap 
City Manager 
Jack Lam 
City Manager 
Patrick Pratt 
City MgrTRedev. Director 
John Davidson 
City Manager 
Henry Garcia 
City Administrator 
Lawrence E. Pauisen 
Interim City Manager 
Fred Wilson 
City Administrator 
xWi 
iF.Wager,Jiv 
City Manager 
Shawn Nelson 
City Manager 
Jerry Arrasmith 
Sr. Bldg. Inspector 
Jeff Bioom 
Comm. Dev. DirBctcx 
Jon Roberts 
City Manager 
John Tooker 
City Manager 
Contact 
Larry Russell 
Bldg. & Safety Mgr. 
Tom Hartimg 
Building & Safety Dir. 
Deborah Woidruff 
Comm. Dev. Director 
Steve Griggs 
Chief Building Official 
Gary Kyle 
Building OfTicial 
Jim Miller 
Dev. Svcs. Diiectm-
EdWUczak 
Building OfTicial 
OttoKroutil 
Development Director 
Homer Cray 
Director, Bldg. & Safety 
Gary Bitlerman 
Building Official 
Rich Johnston 
Fire Marshal/Building Official 
Simon R. Shoo 
Chief Building OfBcial 
Bill Makshanoff 
Chief Building Official 
Steve Buchanan 
Building Official 
Richard Pepper 
Chief Building Official . 
I 
Chaz Ferguson 
Chief Building Official 
Dan Chudy 
Chief Building Official 
Joseph Lease 
Dev. & Insp. Svcs. Manager 
Joe Lancaster 
Building Official 
Tany Elmo 
Director, Bldg. & Safety 
Jay CorMn 
Comm. Dev. Diteetor 
Matt Winter 
Building Official 
George Woriey 
Director, Bldg. & Safety 
Ron Grider 
Building Official 
1 
m 
•• 
 ^= Not WD = MfexW Not Discloae. m = mt avaitable. The information in die <d>ove Ust was obtainedfiom dte cities listed. To the best of our knowledge theirformmion stq i^ed is accurate as of 
press time. While every effort is male to ensure the accumcy and ihorougfmess of the list, omissions and typogrofducd errors sometime occur. Please send corrections or additions on canpany ktterhead to: The In­
land Empite Busdness Joumcd, 8560 WteyatdAve.. Suite 306, Rancho Cucamonga, CA 91730-4352. Researched by Jerry Sumss. Copyright 2002 Inland Errpire Business Journal. 
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Institution 
Address 
City, State, Zip 
Community Colleges in the Inland Empire 
Students: 
Total Enrollment 
Faculty-Student Ratio 
Ranked h\ 2000 - 2001 Enrollment 
Faculty: 
Full-Time 
Part-Time 
Type of Institution 
Year Founded 
Itiition & Fees: 
Calif. Resident* 
Non Resident 
Top Local Exec. 
Title 
Phone/Fax 
E-Mail Address 
Ml San Antonio Comm. CoU^ 42,000 
1. 1100 W.Grand Ave. 1:30 
Walnut, CA 91789 
Riverside Community College 30,000 
2. 4800 Magnolia Ave. 1:24 
Riverside, CA 92506 
370 
1,609 
331 
1,050 
Comm. College 
1946 
Public 
1916 
$11 per Unit, Plus I^ees 
$125 per Unit, Plus Fees 
$ 11 per Unit, Plus Fees 
$134 per Unit, Plus Fees 
Dr. Bill Feddersen , f ^  
President 
(909) 594-5611/598-2303 
Dr. Salvatore G. Rotella 
President 
(909) 222-8800/222-8035 
Ch 
Obadfey College 
3. 5885 Haven Ave, 
Rancho Cucamonga, CA 91737 
1 
ML San Jacinto College 
4. 1499 North State St. 
San Jacinto, CA 93583-2399 
16,868 
1:24.5 
12,287 
1:27 
200 
542 
95 
358 
Comm. College 
1883 
$11 per Unit 
$156 per Unit 
li! 
Comm. College ^ $ 11 per Unit 
1%3 $117 per Unit + $11 per Unit Fee 
Dr. Marie Pepicdlo 
Superintendent/President 
(909)941-2110/941-2783 
mpq)ipello@chaffey.Gc.ca.us 
Dr. Richard J. Giese 
President 
(909) 487-MSJC/654-6236 
tgiese @ msjc.cc.ca.us 
San Bernardino Valley 
5. 701 S. Mt VemonAve. 
, San Bernardino, CA 92410 
Victor Valley College** 
6. 18422 Bear VaUeyRd. 
Victorville,CA 92392 
College of the Desert 
7. 43-500 Monterey Ave. 
Palm Dewit, CA 92260 
Craflon Hills College** 
8. 11711 Sand Canyon Road 
Yucaipa, CA 29399 
11,300 
5,150 
na 
10,000 
1:27 
8,318 82 
na '. 184 
72 
161 
Comm. College 
1926 
Comm. College 
1%1 
$11 per Unit, Plus Fees 
$133 per Unit, Plus Fees 
$12 per Unit 
$115 per Unit 
Comm. College $ 11.25 per Unit, $ 10 Health Fee 
1958 $139.2? per UniL $10 Health Fee 
Comm. College 
1971 
/ 
$11 per Unit, plus fees 
$130 per Unit, plus fees 
Dr. Sharon Llaballero 
President 
(909)888-6511/889-6849 
Nick Halisky 
Superintendent/President 
(760) 245-4271/245-9745 
Dr. Maria C. Sheehan 
Superintendent/President 
(760)773-2500/341-8678 
Gloria M. Harrison 
President 
(909) 794-2161/794-0423 
http://chc.sbccd.cc.ca.us 
Barstow College 
9. 2700 Barstow Rd. 
Barstow, C A 92311 
2,914 
na 
34 
na 
Comm. College 
1959 
$264.50 or $11 per Unit. 
$125 per Unit + $11 per Unit 
James Me/nek 
Supenntendent/IYesident 
(760)252-2411/252-1875 
ebardowe@barstow.cc.ca us 
Palo Verde College 2,800 
10. One College Dr. 1:16 
Blythe,CA 92225 
Community Christian College 30 
11. 1300 Orange Ave. 1:1 
Redlands, C A 92373 
25 
30 
IHIflllll 
30 
Public 
1947 
Private Christia 
Jr. College 
1995 
$11 per Unit. 
$130 per Unit 
(Ariz. Students, $29 per Unit) 
$3,000/Yr. 
$3,000^ 
James W. Hottois 
Superintendent/President 
(760) 921-5499/921-5590 
Dr. Harris E. Lidstrand' 
President " 
(909) 335-8863/335-9101 
* PfAlfnt Fees are set bviie State LegiiktuK and are ained tn dange dqxnSn  ^on fe State Budget adc^  for each year. **Failed to pnmk undated informatm fev our deadline: data from last year. N/A=Not ApvScM WND = Vibuld Not Disdose na=not avail-
eJile. The irfomutmii the dmv list imobtainedfim the colleges listed To tlK best (four hmledge the ii^ mmtion supplied is aamtte as qfpirstim. While every is/node to ensuK 
occur Please send conections or additions oti Compaq letterhead to: The bildndEnpire Business Journal 8560 Wneyard Ave., Suite 306 Rancho Cucamonga, CA 917304352 Researched by Jerry Strauss. Copyright W21EBJ. 
1> <> w 111 <> i i  cl  "Pile l iook of Ivists  IN o  vv from w w w. t  o  p 11 s  t  s  - c  o m 
JANUARY 2002 INLANb EMPIRE BUSINESS JOURNAL • PAGE 27 
Top Colleges and Universities in the Inland Empire 
Ranked h\ 2(10(1-20(11 linrolliiicnl 
Institution 
Addr  ^
City, State, Zip 
California State Polytechnic University, Pomt 
1. 3^1 West Temple Ave. 
Pomona. CA11768 
California State University, San Bernardino 
2. 5500 University Parkway 
San Bernardino, CA 92^)7-2397 
University of California. Riverside* •-*--Hf 
900 University Ave. 
Students: 
Ibtal Eruoilment 
Student-Faculty Ratio 
19,041 
20:1 
Faculty: 
Full-Tlme 
Part-Tiine 
of Institution 
Year Founded 
Tuition & Fees: 
Calif. Resident 
Non-Resident 
On Cami 
Room & 
(Avg. Yearly Cost) 
iHHis: lop 
m»rd Titii 
3, . 
Riverside, CA 92521 
University of Phoenix* 
4. 337 North Vineyard Ave., Ste. 100 
Ontario, CA 91764 
University of La Verne 
5. 1950 Third St. 
La Veme,CA 91750 
California State University, San Marcos 
6. 333 Twin Oaks Valley Rd. 
San Marcos, CA 92096-0001 
University of Redlands 
7. P.O. Box 3080,1200 E. Colton Ave. 
Redlands, CA 92373-0999 
Loma Linda University 
8. 11234 Anderson St. 
Loma Linda, CA 92354 
9. 
10. 
Chapman Univ. 
42-600 Qxrk St., Ste. 134 
Palm Desert, CA 92211 
Campus) 
Chapman Universit; 
2890 Inland Ennpin 
Cintario, CA 91/64 
l m ire Blvd. 
California Baptist College 
11. 8432 Magnolia Ave. 
Riverside, CA 92504 
La Sierra University 
12. 4700 Pierce St. 
Riverside, CA 92515 
I Chapman University (Victor Valley Campus) 
13. 12421 HesperiaRd. Ste. C-6 
Victorville'CA 92392 
Western University of Health Sciences 
SL/Colleee 
Pomona, CA 91766-1 8m 
14. 309 E. Second  Plaza 
Pomona College* 
15. 550 N. CoUmc Ave. 
Claremont, CA91711 
15,985 
19:1 
13.063 
19:1 
7,800 
9:1 
7,285 
19:1 
6,189 
19.4:1 
4,224 
14:1 
3,332 
3.13:1 
2,700 
11:1 
2,554 
12:1 
2,090 
19:1 
1,566 
18:1 
1,500 
10:1 
1,459 
16:1 
1,450-
9:1 
663 Public, 4-Year and Graduate $ 1,772 
542 1938 $1,772+ $164/Unit 
454 Public, 4-year and Graduate $859 
3^ 1965 $7,763(12 Units) 
542 
187 
0 
655 
Public University 
1954 
$3,862 
$14,476 
Private $279 per unit/Undergrad. 
1976 $325 per unit/Gr^. 
162 " *• Pnvatc 
263 1891 
$18.{X)0 
$18,000 
179 
243 
170 
379 
1,064 
353 
8 
160 
4 
50-60 
79 
109 
87 
6 
1 
25 
90 
800 
155 
30 
Public 
4-Year and Graduate 
1989 
Private 
1907 
$1,772 
$3,805 
Undergrad $21,180 
Grad$4^Credit 
Private/Health Sci. Undergrad. $ 15,120 
1905 Giad. $15,120 
1st Professional $29k-$30k 
Private $215 per unit/Undergrad. 
, 1861 (Ciinge) $265 per unit/Gra3. 
Private $215 per unit/Undeigrad. 
Won-Profit) $265 per unit/Grad. 
1861 (Orange) 
843 
$4,783 (9 Months) 
$6,550 
N/A 
$6,280 
N/A 
$7,840 
$2,043 
N/A 
N/A 
Comprehensive Private $5,460 Semester 
1950 $10,920 Year 
(non resident same) 
Private 
1922 
$15,285 
$15,285 
$2,724 Semester 
$5,448 Year 
$4,200 
Private $215 per UnitrtJndergiad. N/A 
Q4on-Profit) $265 per Untt/Grail 
1861 (Orange) 
Graduate University Varies by Program N/A 
of Medical Sciences $17,500 - $2W)10 
1977 MSHPE $225, MSN $350, 
MSN/FNP $400/Ciedit Hour 
Private $23tl70 $7,750 
1887 $23,170 
To Local Exec. 
Phone/Fax 
E-Mail Address 
Dn Bob H. Stundd 
President 
(909) 869-229(V869-4535 
Albert K. Kamig 
President 
(909) 880-5002/880-5901 
akamig@csusb.edu 
• 
RtQrmond L. Orbadi 
Chancellor ? 
(909)787-5201/787-3866 ^ 
tayo@a<hnin.ucr.e(h) ^ 
Steve Hynds 
Lead Administrator 
(800) 888-1968/(909) 937-2194 
Dr. Stephen Morgan 
Ptesid  ^
(909)593-3511/3924B64 
Alexander Gonzalez 
President 
X760) 750-40417750-4033 
Dr. James R. Appktoa 
President 
(909)793-2121/335-4076 
Richard H. Hart 
Chancellor 
(909) 558-4540/558-0242 
Ronald C. Stephm 
Director 
(760)341-8051/3464628 
A1 DiStefano 
Director 
(909)481-1804/481-9510 
Dt:RimddL.Ems 
Presidstt 
(909)343-4210/351-18(» 
Lawrence L Geraty 
President 
(909) 785-2020/785-2019 
Igeraty @ lasierra.edu 
A1 DiStefano 
Directw 
(760)955-7555 
Philip Pumerantz, PhJ). 
Founding President 
(909) 4W-5200/620-5456 
Peter W. Stanly 
President g 
(909)621-8130621-8499 , 
I 
Claremont Graduate University 
16. 150 E. 10th St. 
ClaremonL CA 91711 
Claremont McKenna College 
17. 500 E. Ninth St. 
ClaremMiL CA 91711 
Pitzer College* 
18. 1050 N. Milk Ave. 
Claremont, CA91711 
Scrips CoUege 
19. lOMColumbia Ave. 
ClarenumL CA917H ; 
Harvey Mudd College 
20. 301 E. 12th St. 
Claremont, CA91711 
Western State Unlversl^ College of Law 
21; 1111N. State College Blvd. 
Fullerton,CA 92831 
1,193 
8:1 
1,042 
7.1 
880 
12:1 
786 
11.4:1 
698 PTE 
9:1 
460 
18:1 
81 Graduate Studies $22,940 
72 1925 $22,940 
139 4-Yea: Undetgraduale $22,540 
19 1946 $22,540 
62 4-Year Undeigrad., Coed, $24,096 
8 Private, Li&ral Arts $24,096 
1963 
56 Private/Women's $24,480 
34 1926 N/A 
79 Private $24,929 
12 1955 $24,929 
21 ABA Provisionally $21308 Full Time/ 
50 Approved Private $15,060 Part Trae 
Institution, 1966 Suitimer Session $746/Unit 
(Non-Resident Same) 
N/A 
$8,160 
$6,240 
$8,100 
$8,544 
N/A 
Steadman Upham 
President 
(909) 621-8025/607-9103 
President 
(909)621-8111/621-8790 
pr@clarcmonunckenna.edu 
Marilyn Chapin Massey 
President 
(909) 621-8198/621-8479 
NannY.Bekavac 
Presioent 
(909)621-8148/621-8890 
Jon C. Strauss 
President 
(909)624-4146/607-7108 
James F. Hogg 
Dean 
(714) 738-1OOOW41-1748 
adm@wsulaw.edu 
*FailedtopnMdeiqxkitedM>nnatimby(mdeacaine:dmjmmlcistyectt:m=NotApplicMm^muldNolDiscM mirfcmnitimniheabowlisiwasobiMfimthecoBegesliskdTolhe^^o^^ 
sifipMisaccunaeas<fpresstme.Whikemy^ismadetoensmAeaccimKycmdaiomughnesscflhelist,<mssiomadt)pogn^)hicoIemnsomeinKoccurPlea^ 
Journal, 8560 Vineyard Ave. Suite 306, Rancho Cucamonga, CA 91730-4352. Researdied by Jerry Stnmss. Copyri^ TJUJlIEBJ. 
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Financial Brokerage Firms Serving the Inland Empire 
/{(inki il hy Sumhcr iij OJ'lh t", in Inliind Empire IKirersule and San Hernardino Counties) 
1. 
4. 
7. 
8. 
10. 
HI* n. 
12-
a  
14. 
15. 
16. 
17. 
18. 
19. 
Company 
Address 
City/State/Zip 
Amowiiead Financial Gi 
303 E. Vandeibilt Way, #150 
San Beniardino, CA 92408 
# Offices 
Inland Empire 
Company ^de 
17 
17 
L E. Registered Brokers 
Full Time 
Part Time 
Services 
American Express. Financial Advisors 12 
820 Mountain Ave., Ste. 109 3,700 
Upland, CA 91786 
A. G. Edwards & Sons S 
3737 Main St.. Ste. 103 ..•» 65! 
RiverJdc,CA 92501 
Morgan Stanley ' 5 
3801 University Ave., Ste. 550 700 
Riverside, CA 92501 
MetYtllLytieh&(X 4 
4141 Inland Empire Blvd., Ste. 150 
Ontario, CA91764 
Charles Schwab & Co. Inc. 4 
3701 Market St., Ste. A 400 
Riverside, CA 9^01 
Faille Webber, Inc. 2 
3403 10th St., Ste. .5«) 281 
; Riverside, CA 92501 
Palm Springs Financial Mgmnt 2 
777 E. Tahquitz Canyon Way, #200 
' Palm Springs, CA 92262 
Raymond James Financial Services, Inc. 1 
73-061 El Paseo. Ste. 210 l.90(H-
Palm Desert, CA 92260 
Seidler Companies 
(Formerly Ifagerty, Steward) 
205 E. State St. 
Redlands, CA 92373 
IMver^Sed Securities 
69730 Hwy. Ill,#202 
Rancbo Mirage, CA 92270 
Tbomes & Associates, Inc. 
Investment Securities 
317 W. State St, Ste.B 
Redlands, CA 92373 
Gorian Investments 
35()W.5ihSL.Ste.l03 
San BemanlinD, CA 92401 
Garry N. Nichols & Assocs. 
1040 N. Benson Ave. 
Upland, CA 91786 
Sentra Securities 
777 E. Tahquitz Canyon Way, Ste. 2(X) 
hPalm Sfnings, CA 92262 
RPM Insurance Services 
310 E. Citrus Ave. 
Redlands, CA 92374 
LPL Financial Services 
25262 Corte Sandia 
Murrieta. CA 92563 
1  
4 
National Planning Corp. 
222 E. Olive St.. Ste. 2 
Redlands, CA 92373 
13 
84 
Financial Planning. Retirement 
Plaiming. College Funding. Stocks, Bonds, 
Mutud Funds, Aimuities, Tax Planning 
Financial Planning. Full 
Brokerage Service, 
Insurance, Mutual Fimds 
Headquarters 
Year E^blished 
San Bernardino, CA 
1985 
Minneapolis, MN 
1884 
18 
20 
37 
10 
Retail Brokerage. 
Public Finance. 
Coiporaie Finance 
Retail Brokerage. Corporate 
Rnance. Insurance. Financial Planning, 
Investment Consulting 
Financial Planning, 
: : Stocks. Bonds, Annuities, Mortgages, 
Real fetate. Insurance Products 
Full Service Brokerage, Financial Planning, 
Stocks. Bonds, Mutual Funds, Insurance Products 
Full Service 
Brokerage-: 
Registered Investment 
Advisor 
Mutual Funds. Equities, Life & Health 
Insurance, Retirement Planning, Estate 
Planning, Rxed & Variable Annuities" 
Securities Brokerage, 
Personal Financial Services, 
Business Financial Services 
Complete Investment Services 
All Stock Exchanges 
Fmancial Planning 
Full Service Brokerage: 
Stocks, Bonds, Mutual Fimds, 
Retirement Plans & RLA 
Pull Service Stock & Bond Brokerage, 
Retirement Plans, Mutual Funds, Fully 
Managed Accounts 
Full Service 
Registered Investment Advisor, 
Certified Financial Plans 
St. Louis, MO 
1887 
New York, NY 
1924 
New York, NY 
1886 
San Francisco, CA 
1975 
New Yoik, NY 
1879 
Palm Springs, CA 
1992 
St. Pctersbuig, FL 
1962 
Irvine, CA 
1979 
Ding Beach. CA 
1965 
•I 
Full Service 
Brokerage 
Investment Advisors 
Full Service Brokerage. 
PIM Financial Services 
Stocks. Mutual Funds, 
Financial Planning 
Investment Advisory, 
Rnancial Retirement Planning, 
Full Service Brokerage 
Redlands, CA 
1996 
San Bernardino. CA 
1982 
Upland, CA 
1994 
San Diego, CA 
1973 
Redlands, CA 
1975 
Murrieta, CA 
1993 
Santa Monica, CA 
na 
Top Local Executive 
Title 
Phone/Fax 
E-Mail Address 
Jim Estes 
President/CEO 
(909) 8904)211/890-0351 
jestes@arrowhsadgroup.com 
Ian D. Bishop 
Managing Principal 
(909) 608-0588/608-0589 
ian.d.bishop@aexp.com 
Mary Carrufliers 
Branch Manager 
(909)784-87(XV682r2S)7 5 
Roger Williams 
Branch Manager 
(909)784-8383/784-3913 
roger. Williams @ morganstanley.com 
Gordon Carlson 
Resident Manager 
(909) 476-5100/476-5163 
Dennis Bolt 
Branch Manager 
(909)774-2220/774-2221 
Jim Gallegos -
Resident Manager ^ 
(909)684-6300/682-9409 
Sheldon M. Bell 
President 
(760) 323-0893 
Robert J. Binkele 
Branch Manager 
(800) 549-6900/(760)779-5338 
binkele @ijfs.com 
BarrickA. Smart 
President 
(909) 335-8565/335-8573 
Eugene T. Conway 
Vice President 
(760)770-1150/770-1861 
Fred J. Tbomes 
President 
(909) 335-7440/335-5746 
thomes @ thomesin vesLcom 
Geogetilcrian 
Prcsidenl 
(909)888-7551/889-1647 
Garry N. Nichols 
President 
(909) 982-0607 
gnichols2@prodigy.net 
Ken McDonald 
Regional Branch Manager 
(760) 323-5152 
kmcdon5116@aol.com 
William A. McCalmon 
•President 
(909) 792-6765/798-9668 
John Frmtenot 
Branch Manager/Owner 
(909) 698-556(> 
Eddie Ngo 
Branch Manager 
(909) 307-1760/307-1763 
edngo @earthlink.net 
i S  
Brookstreet Secnrities 
8300 Utica Ave., Ste. 301 
Rancho Cucamonga, CA 91730 
1 
168 
1 Irvine, CA 
1990 
Securities Brokerage. 
Variable Annuities, 
Vaii^le Life Insm'ance, Investment Adviser, ;; 
Asset Management 
N/A= Not Applicable WND = Would not Disclose na = ru)t available. The information in the above list was obtained from the companies listed. To the best of our knowledge the information supplied is accurate as of 
press time. While every effort is made to ensure the accuracy and thoroughness of the list, omissions and typographical errors sometimes occur. Please send corrections or additions on company letterhead to: The In­
land Empire Business Journal, 8560 Vineyard Ave. Suite 306, Rancho Cucamonga, CA 91730-4352. Researched by Jerry Strauss. Copyright Inland Empire Business Journal 2002. 
Jesse Dickinson 
Branch Manager 
(909) 944-6838/945-2122 
Jdickinson @ mail.bkst.com 
ail 
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HARVEY MUDD 
Students and Companies Benefit from Innovative Clinic Program 
Since its founding in 1955, Harvey Mudd 
College has been dedicated to educating a 
special breed of scientists, mathematicians 
and engineers with exceptional breadth in 
their technical education, and a firm aca­
demic grounding in the humanities and 
social sciences. A key element in the edu­
cation of Harvey Mudd College students is 
the practical, hands-on experience they 
receive through the college's pioneering 
Clinic Program, begun by the Department 
of Engineering in 1965 to channel student 
initiative, drive and intelligence into proj­
ects of a real-world nature. Founders Jack 
Alford and Mack Gilkeson felt that the best 
way to do this was to give students "clinical" 
experience like that which medical students 
receive—thus the name Clinic. Each project 
brings together a sponsor liaison, three to 
five students and a faculty advisor. 
The Clinic Program includes projects in 
computer science, engineering, environ­
mental sciences, mathematics, and physics. 
The Clinic director in each area carefully 
selects projects that have a major compo­
nent in one or more of these disciplines. 
Wanted: Problems 
The Clinic Program depends entirely on the 
problems provided by the engineers, sci­
entists and mathematicians at the sponsor 
companies: the untried problems, the open-
ended problems that stretch the imagina­
tion, the authentic, complex and messy 
problems that stimulate creative thinking. 
The questions and problems that student 
teams face are typical of those regularly 
confronted by practicing scientists, engi­
neers and mathematicians, and the solu­
tions they devise must work in practice, 
not just in theory. Clinic teams plan and 
execute projects that have no textbook 
answers; the projects are their own work. 
In addition to the focus on problem 
solving, testing and design the students 
also develop project management skills 
including budgeting and scheduling. Every 
Clinic project culminates in a written final 
report and a formal presentation at a year-
end event called Projects Day. 
Some Projects in the Works 
Computer Science Clinic students are 
working with Optivus Technology, Inc. to 
implement a graphical user interface for 
the vacuum monitoring and control soft­
ware for the Proton Beam Treatment System. 
For I/O Software, another team is develop­
ing a system to enable the sponsor's bio-
metric (i.e., fingerprint) security system 
to be used to control access to the web 
sites. The ESRI, Inc. team is developing 
HMC Clinic projects have benefitted (1) Trex Enterprise (2) fPL (3) Bank of America 
(4) AeroEnvironment (5) jPL (6) CM. (7) Students learn project management skills, budgeting, 
scheduling and presentation reporting. Public presentations of Clinic projects occur on campus 
February through April each Tuesday at 11:00 A.M. 
algorithms for efficient routing of vehicles 
over transportation links that open and close 
on a varying schedule. For Auditude.com, 
a Computer Science Clinic team is devising 
an algorithm to identify a piece of music 
based on its tune, rather than its specific 
frequency characteristics, so that songs 
could be identified regardless of the singer, 
recording environment or instrumentation. 
The students in the Engineering Clinics 
^re working on LED test automation for 
AXT; on the correlation of sprinkler noz­
zle performance to CFD for Rain Bird; on 
an image-based target localization system 
for proton radiosurgery for Loma Linda 
University Medical Center; and on inno­
vative water treatment processes for the 
Metropolitan Water District. 
Mathematics Clinic participants are 
optimizing an online query system for Fair, 
Isaac, and Company, Inc.; mathematically 
modeling the noise-temperature relation­
ship of onboard infrared detectors for 
Northrop Grumman; using ion propulsion 
to create efficient satellite orbit-raising in 
3-D for Space Systems/Loral; and develop­
ing a prototype algorithm for elliptic curve 
key generation and a recommendation of 
key-exchange protocols for ViaSat, Inc. 
In the Physics Clinic, students are working 
on a subsystem of the Space Interferometry 
Mission (SIM) for jet Propulsion Laboratory. 
In last year's Environmental Studies Clinic, 
sponsored by Three Valleys Municipal 
Water District, the Clinic team analyzed the 
Harvey Mudd College landscape from envi­
ronmental, social, and economic viewpoints 
and proposed alternative landscape designs 
and practices for the campus. 
A Priceless Opportunity 
Sponsors retain full rights to all intellectual 
property developed by the team. Sponsors 
regularly attest that the fresh ideas and 
project results have dollar values that far 
exceed the Clinic fee. One industry liaison 
said his company believed it could save 
$10-15 million in capital investments 
depending on its project's results. 
"If we tried to do it in-house or hired an 
outside company it would have been five 
to ten times the cost [of the Harvey Mudd 
College Clinic Program]" said another com­
pany liaison. Perceived sponsor value is 
further evidenced by the fact that over 
half of our sponsors have returned for 
additional projects. 
Indirect benefits of sponsorship include 
increased visibility on campus, which bene­
fits a company's recruiting efforts. External 
visibility can also be raised: recent pro­
jects have been mentioned in numerous 
media outlets including Popular Science, 
trade journals, company newsletters, the 
Los Angeles Times and local newspapers. 
Being a company liaison can also provide 
useful management training experience to 
sponsor employees. 
The Clinic Tradition 
During the more than 35 years The Clinic 
Program has existed, more than 1,000 pro­
jects have been completed for 250 different 
organizations, many of them Fortune 500 
companies. To see the variety of past 
projects, visit the Clinic Web pages at 
http://www.clinic.hmc.edu. 
Inquiries are welcome from interested 
companies and organizations that wish to 
participate in the innovative Harvey Mudd 
College Clinic Program. For more informa­
tion about the HMC Clinic Program, call 
909/607-9887 or e-mail clinic@hmc.edu. 
Harvey Mudd College 
301 E. 12th Street 
Claremont, CA 91711-5990 
1st Street / 
Santa Fe Railway /{Amtral0 -
•'"1"-""" 
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Eiyoying the Harvest Auction 2001 are: from Mai^ t Biever Mondavi and Robert Mon­
davi and honoree, Alice Waters,/or right. 
—Photo Provided by Georgine Loveland 
Harvest Auction 2001... an 
Evening With Alice Waters 
by Georgine Loveland 
An Evening With Alice Waters, a special feature of 
Harvest Auction 2001, the annual wine and hospitality 
event benefiting Cal Poly Pomona's Collins School of 
Hospitality Management, was held on Dec. 1 at the Mar­
riott Hotel L.A. Downtown ... and a memorable evening 
it was! 
Alice Waters was honored as the recipient of the 2001 
Robert Mondavi Wine and Food Award for her decades 
of dedication to the principle of serving the finest, fresh­
est, "real food, food directly from its source," seasonally 
available. The diminutive Waters exhibited true humility 
during her acceptance speech, crediting everyone she has 
worked with throughout her long and distinguished career, 
refusing to "take the praise for what other people have 
done over the years." 
A pioneer of locally raised farm products, certifiably 
organic and sustainably grown and harvested — foods rich 
with the fullness of nature. Waters has shared her passion 
and educated her readers with four cookbooks, including: 
"Chez Panisse Vegetables" and the "Chez Panisse Caf6 
continued on page 45 
Who's Caring for California's 
Most Vulnerable Patients 
New Study Finds Not-For-
Profit Community Hospi­
tals Serve Majority of 
State's Medi-Cal, Charity 
Care and Emergency 
Room Patients 
A first-of-its kind California 
study finds that not-for-profit com­
munity hospitals provide significant­
ly more services to low-income, un­
der-served and emergency patients 
than their for-profit counterparts. 
Preserving not-for-profit com­
munity hospitals is especially impor­
tant given today's exceptionally chal­
lenging financial environment. For 
example: 
• There is a proposal to cut $30 
million in state funding to hospital 
trauma centers. 
• On top of that, there are also 
proposals to cut federal funding to 
hospitals which greatly depend on 
that funding to care for low income. 
senior and indigent patients. 
• The California Medical Associ­
ation recently released a study that 
found many of California's hospital 
trauma centers were operating in the 
red and in danger of closing. 
As this report finds, not-for-prof­
it community hospitals must be pro­
tected because they play a vitally im­
portant role in providing care to low 
income, senior and indigent patients. 
A first-of-its kind state-wide 
study outlines the vital role of not-
for-profit community hospitals in the 
delivery of health care in California 
and specifically in meeting the needs 
of the most vulnerable health care 
consumers. The report. Mission 
Critical found that not-for-profit 
community hospitals provide signif­
icantly more services to low- income, 
under-served and emergency patients 
than their for-profit counterparts. 
The report, available at 
www.cattaneostroud.com, also found 
continued on page 41 
Stater Bros. Markets 
Promotes Don 
Baker to Executive 
Vice President & 
Chief Operating 
Officer 
Jack H. Brown, chairman of the 
board, president and chief executive 
officer of Stater Bros, markets, an­
nounced that Don Baker has been 
promoted to the position of executive 
vice president and chief operating of­
ficer. 
Baker is an 18-year member of 
the Stater Bros. "Family" of em­
ployees and a 41-year veteran of the 
supermarket industry. He joined the 
company in 1983 as vice president 
of warehousing and transportation. 
He was promoted in 1986 to senior 
vice president of warehousing and 
transportation and in 1992 to group 
senior vice president. In 1998, Bak­
er was promoted to his most recent 
position of executive vice president. 
Prior to joining Stater Bros., 
Baker served as senior vice president 
of store operations and distribution 
at Hinky Dinky supermarkets in 
Omaha, Nebraska. He also held oth­
er management positions during his 
11 years at Hinky Dinky. A native of 
Kentucky, Baker began his career in 
1960 at Thriftway Markets in Rich­
mond, Kentucky, and from 1967 to 
1972 continued his supermarket ca­
reer at the Kroger Company in 
Cincinnati, Ohio. 
continued on page 44 
Don Baker 
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"The Colonies" Take Root in Upland 
by Rod C. Jackson 
The first phase of a massive res­
idential and commercial project is set 
to begin constmction in Upland dur­
ing the first quarter of this year — a 
project valued at nearly a billion dol­
lars which will bring a huge eco­
nomic shot in the arm to the city. 
As currently planned, "The 
Colonies at San Antonio" will com­
prise about 1,100 single-family hous­
ing units, as well as 1.1 million 
square feet of commercial space 
straddling the soon-to-be completed 
extension of the Foothill Freeway 
near Campus Avenue. 
"The opportunity is huge for the 
city of Upland," says Dan Richards, 
co-managing partner of "The 
Colonies, LLC." 
"This project has been a dream 
for nearly 30 years," Richards tells 
the Inland Empire Business Journal, 
"and it's something we've been ac­
tively working toward for more than 
four years." 
Indeed, even the idea of this 
project finally getting underway has 
business and municipal leaders of 
Upland ecstatic. "It's very exciting," 
Carole Anthony, CEO and president 
of the Upland Chamber of Com­
merce, tells the Inland Empire Busi­
ness Journal. "Upland is a very resi­
dential conununity, and we need all 
the benefits this project can bring to 
it." 
Uie project, as currently planned, 
will cover an area of more than 100 
acres, bordered on the east by the Cu-
camonga Channel, Campus Avenue 
on the west, 20th St. to the north and 
the Upland Hills Golf Course to the 
south. 
The new Foothill Freeway 
roughly bisects the property, with the 
majority of the development to the 
south of the freeway. The first phase, 
which begins construction in the first 
quarter of 2002, consists of 305 sin­
gle-family homes. 
The project offers, according to 
Richards, a variety of housing styles 
in a variety of neighborhood schemes 
which reflect Upland's "unique ar­
chitectural history. 
"Prices will range from the up­
per $200,000's to the mid-
$500,00's," says Richards, "and will 
include trail systems, bike paths, lots 
of open space, and landscaped green 
belts." Richards says that if all goes 
according to plan, homeowners will 
begin moving into the new commu­
nity by the third quarter, or fall, of 
2002. The remaining 800 residential 
units, including homes designed for 
seniors with active lifestyles, will be 
built over the next three years. 
The second phase of the project, 
called "Colonies Crossroads," is the 
commercial phase of the develop­
ment and boasts more than one mil­
lion square feet of commercial space. 
Plans make provision for three large 
"anchors" for the development, each 
of which will have 150,000 square 
feet. 
Additionally, there's a designat­
ed site for a movie theatre complex 
and scores of smaller businesses in a 
"campus-like" setting, similar to the 
existing Terra Vista shopping com­
plex at Foothill Blvd. and Haven Ave. 
in Rancho Cucamonga. 
Groundbreaking for the com­
mercial segment is scheduled for the 
fourth quarter of 2002 with the first 
tenants moving in sometime in the 
spring of 2003. "If the economy re­
covers as quickly as some are pre­
dicting," says Richards "it will take a 
year or so for us to reach 100 percent 
occupancy. If things recover more 
slowly, it could take up to three 
years." 
Anthony, at the Upland Cham­
ber, doesn't believe it will take that 
long, and says demand for such a 
project is tremendous. "Residents of 
Upland and its surrounding commu­
nities don't presently have much in 
the way of convenient shopping," she 
tells the joumal. 
"There's the Montclair Mall and 
the Ontario Mills mall, and that's 
about it," she continues. "This will be 
the only shopping facility of its type 
along the entire 28-mile stretch of the 
Foothill Freeway extension. There 
will be no other area of commercial 
development of significance between 
San Dimas and San Bemardino." 
"We currently have what's called 
'retail sales leakage,"' confirms Steve 
Dukett, Upland's redevelopment di­
rector. "The communities along the 
foothills have a tremendous amount 
of spending power, unfortunately 
they're not spending it in our com­
munity." 
"What happens," says Dukett, 
"is that consumers essentially know 
what they want and where they want 
to go. They don't really care how far 
they have to travel to get to the places 
they prefer to shop, and it's been to 
our disadvantage that the places they 
want to shop are not in Upland." 
Dukett, and other city officials, 
hope that will change with the con­
stmction of "Colonies Crossroads." 
The geographic location of the 
new development is vital to Upland, 
which desperately needs a secure 
economic base in what is essentially 
a residential community. 
Montclair has its large mall at I-
10 and Central Ave., Ontario has the 
Ontario Mills Mall, and Rancho Cu­
camonga has become home to large 
commercial plants and distribution 
centers. But Upland has essentially 
remained a series of residential 
neighborhoods, and is in desperate 
need of sales tax revenue. 
Anthony makes it clear. "The 
Colonies" project could be a life-
saver. "We need the infusion of sales 
tax revenue," she says. "It's very ex­
citing, and we're looking forward to 
the upscale businesses and conuner-
cial retailers which can take advan­
tage of this project." 
Just who will occupy the com­
mercial space is still a guessing 
game. Richards dismisses widespread 
mmors that Nordstrom will be a ten­
ant. "They prefer covered, indoor 
malls," he says. "We won't get them 
and neither will the mall currently in 
development in Rancho Cucamon-
When asked just who will take 
up residence, Richards only says that 
he and co-managing partner Jeff Bu-
mm are in "active negotiations" with 
a variety of retailers. "This will be, 
without a doubt, the largest such de­
velopment in the Inland Empire," 
states Richards, referring to the mix 
of commercial and residential prop­
erties. 
The project is so important to 
Upland, that the city has fought for 
years to make sure the Foothill Free­
way expansion now underway com­
plements development plans for that 
area surrounding the freeway — not 
hinders them. 
"This will be the only stretch of 
the new freeway which is at ground 
level," Dukett comments. "Motorists 
will be able to see businesses along 
the sides of the freeway. If you're a 
merchant, you want to be seen. This 
is the only place along the 28-mile 
stretch where that can happen, except 
for a small section in San Dimas." 
In fact, Richards concedes that 
without the freeway, the project as 
currently envisioned might not have 
happened. "We've got 28 miles of 
continued on page 54 
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CSUSB Honors 
Four Faculty 
Members 
Cal State San Bernardino hon­
ored four faculty members who have 
worked to make the campus one that 
not only accommodates, but cele­
brates the "variety of the human ex­
perience" during the recent universi­
ty's annual Diversity Awards Recep­
tion. 
Since the 1995-96 academic 
year, the university has honored fac­
ulty, staff, administrators, students, 
departments and community mem­
bers for their significant contributions 
to further the cause of diversity and 
multiculturalism at CSUSB. 
Frank Rincon, the university's 
vice president for student affairs, said 
that as part of its educational mission 
the university has adopted a State­
ment of Commitment to Diversity. 
The university strives to promote ^ 
atmosphere that seeks "to include 
knowledge and values from many 
cultures in the curriculum and extra­
curricular life of the campus com­
munity." Rincon commented, "Our 
commitment is to create an environ­
ment to promote and maintain activ­
ities and programs, which fiirther our 
understanding of individual and 
group diversity. We will also strive 
to develop and communicate policies 
and promote values which discour­
age intolerance and discrimination." 
Milton Clark, co-chairman of the 
University Diversity Committee said, 
"We don't simply talk about diversi­
ty. We embody it in every way." 
The 2000-2001 recipients are: 
• Stuart Siunida, professor of bi­
ology. Sumida, who is known for his 
work with animators at Walt Disney 
Studios and with students who as­
sisted in preparing "Sue," the Tyrah-
nosaurus rex fossil for display, has 
been active in diversity efforts on and 
off campus. In his classes he uses 
course material as a way of introduc­
ing and discussing differences in the 
human population, such as anatom­
ical differences based on age, matu­
rity and sex. He has served on the 
University Diversity Committee as a 
member and chairman. Off campus, 
he has worked with Disney in vari­
ous diversity initiatives, from having 
movie characters portrayed more ac­
curately ethnically to helping in the 
design of Disney World rides to make 
them accessible to the handicapped. 
• Leonie Sutherland, assistant pro­
fessor of nursing. Diversity is as 
much a part of Sutherland's nursing 
as clinical topics. For example, she 
divides students into groups, and 
compares their fmdings with those al­
ready published; and fosters study on 
the "other faces of diversity" such as 
socioeconomic status. She has also 
participated in the university's diver­
sity conference with colleague Anna 
Wilson (see below) with a presenta­
tion that focused on what students 
can do to improve their interaction 
with those from diverse cultures. 
• Elsa Valdez, professor of so­
ciology. Valdez, who specializes in 
Chicano studies, has been a strong 
and effective advocate for diversity 
and multiculturalism on and off cam­
pus. She provides students with the 
background of the United States' 
legacy of cultural and racial in­
equities and ongoing efforts to com­
bat that legacy. She had mentored mi­
nority students who have gone on to 
successful careers and prestigious 
graduate programs. She has been de­
scribed as a tireless advocate for mi­
nority students, faculty and staff. Off 
campus, she is a member of the San 
Bernardino City Unified School 
Board, the Mexican American Polit­
ical Association, Libreria Del Pueblo 
and San Bemardino's Bilingual Task-
force. Hispanic Magazine has named 
her one of its 35 "Most Influential 
Latinas." 
• Anna Wilson, a professor of 
nursing. In addition to teaching, 
son is the nursing department's re­
tention and recruitment coordinator 
who is working to bring more diver­
sity into the nursing program. For the 
fall quarter, of the 44-plus students 
accepted intp the nursing program, 
28 were students from Wilson's ef­
fort to attract more blacks and 
African Americans; first-generation 
college students; Hispanics; men; 
American Indians, and economically 
disadvantaged students. 
She was nominated by the dean 
of the College of Natural Sciences to 
assist the University Diversity Com­
mittee in providing faculty with more 
diversity training. In addition, she has 
been a speaker at several seminars 
that focus on recruiting a diverse stu­
dent population. 
Each of the award recipients re­
ceived a $300 travel grant, a one-year 
free parking pass and will have his or 
her name added to the Diversity Per­
petual Plaque. For more information, 
contact Alan Llavore at the public af­
fairs office, (909) 880-5007. 
* • 
•LA SIERRA UNI VERSny.» 
EVENING DEGREE PROGRAMS 
WASC Accredited 
COMPLETE YOUR BACHELOR'S DEGREE IN: 
Social Work, B.S.W. 
Liberal Arts, B.A. 
Business Administration, B.A. 
The only thing more expensive 
than a college education 
is not having one. 
Private University • Competitive Rates 
Small Classes • Personal Attention 
RIVERSIDE, CA 
909-785-2300 
•www.lasierra.edu/eadp • eadp@Iasierra.edu 
Ameitomp" 
The leader in On-Site Service, Repair & Supplies For 
All Color & Laser Printers, Personal Copiers, and FAX 
A On-Site Service & Repair "A" Free Delivery on all Products 
•vV Preventive Maintenance 
"A" Annual Service Agreements 
Hewlett Packard 
Authorized! 
"j2r Buy & Sell New & Used Printers 
ik Toner Supplies 
L.A. & Inland Empire 
2125 Wright Ave., Suite C-8 
La Verne, CA 91750 
(909) 392-4707 
FAX (909) 392-4712 
877-95-AMERI 
JANUARY 2002 INLAND EMPIRE BUSINESS JOURNAL • PAGE 33 
FINANCIAL INSTITUTIONS 
Borrego Springs Bank Names Kim Bactad to Board of Directors 
Kim M. Bactad, Viejas tribal 
member and former vice chairman of 
the Viejas Tribal Council, has re­
joined the Borrego Springs Bank, 
N.A. board of directors. 
The reappointment of Bactad, 
who served on the bank's board from 
1998-2000, was approved by the Of­
fice of the Comptroller of the Cur­
rency. He will be immediately in­
stalled on the 11-member board. 
Formerly a bingo and casino manag­
er and bingo consultant, Bactad 
served as vice chairman of the Viejas 
Tribal Council from 1992 to 1999, 
and is a resident of Julian. 
"Kim has been a great contribu­
tor to the board of directors, and we 
are all very happy he agreed to serve 
once again," said Frank V. Riolo, 
president and CEO of Borrego 
Springs Bank. 
In addition to Bactad, Borrego 
Springs Bank directors include: 
Roger D. Anderson, co-chairman; 
Paul T. Carter, co-chairman, and 
founder and former director of 
Grossmont Bank and chairman of the 
Jack in the Box, Inc. audit commit­
tee; Drake Harris, controller of Vie­
jas Casino; Thomas J. Hyde, man­
ager of Ma Tar Awa RV Park and 
tribal government leader for 50 years; 
Anthony R. Pico, former Viejas trib­
al chairman; Dan Tucker, vice chair­
man of the Sycuan Band of the 
Kumeyaay Nation; David H. Van 
Cleve, district superintendent of the 
Colorado District, California State 
Parks; Carmen "Daisy" Welch, vice 
chairperson, and former Viejas tribal 
govemment chairman and tribal liai­
son and executive administrative as­
sistant for Viejas Casino; Robert 
Zinser, vice president of Marathon 
Construction Corp, and bank presi­
dent, Frank Riolo. 
The first American Indian-
owned bank in California, Borrego 
Springs Bank has developed and tai­
lored banking programs and specific 
services designed to meet the unique 
needs of the entrepreneurial growth 
of American Indian tribes. The bank 
has also been instmmental in assist­
ing American Indians in developing 
economic opportunities and in fi­
nancing tribal govemment projects. 
Small business owners now will 
have access to legal and regulatory 
business information at their finger­
tips through BusinessLaw.gov—a 
new Web site designed to help re­
duce the burden of complying with 
laws and regulations announced the 
U.S. Small Business Administration. 
BusinessLaw.gov is part of one 
of the 23 projects at the core of the 
Bush Administration's e-govem-
ment strategy. 
'Today, 1 am proud to announce 
this important project. The creation 
of BusinessLaw.gov is in keeping 
with President Bush's mandate that 
the information on govemment Web 
sites mn across agency lines and be 
citizen-centered. This resource 
guide was developed with small 
business owners—our customers— 
in mind," sard SBA Administrator 
Hector V. Barrreto in unveiling 
BusinessLaw.gov at the National 
Press Club with Mark Forman, as­
sociate director for Information 
Borrego Springs Bank is a full-serv­
ice commercial bank serving east San 
Diego County communities with 
branch offices in Borrego Springs, La 
Mesa and Alpine. Borrego Springs 
Bank also has 12 loan production of­
fices in Calif., Ariz,, Colo., Nev., Ore., 
and Term., and was ranked the 37th 
largest SBA lender in the United 
States by the Coleman Report for the 
SB.A's fiscal year eruled Sept. 30, 
2001. 
Technology and E-Govemment, Of­
fice of Management and Budget. 
Understanding federal, state and 
local laws and regulations that affect 
day-to-day operations is critical to 
small business success. Because it 
provides interagency and intergov-
emmental information arranged by 
subject, BusinessLaw.gov will sim­
plify the way govemment at all lev­
els interacts with small businesses," 
the administrator added. 
The White House Task Force 
on E-Govemment has recognized 
BusinessLaw.gov as a premier inter­
net tool for small business. In addi­
tion to serving as the foundation for 
central business compliance re­
source for entrepreneurs, the site can 
be used by business managers, 
counselors, teachers and legal pro­
fessionals as an educational guide. 
The Web site consolidates and 
indexes, in one central location, 
continued on page 36 
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For-Profit 
Education: The 
University of the 
Future 
By Dr. Richard S. Ruck, author of 
"Higher Ed, Inc.The Rise of the For-
Profit University" 
When most people think of 
college, they think of large student 
centers, dormitory living and sports 
teams. Or, they think of ivy-covered 
buildings and a tree-lined campus. 
But in reality, today only about sev­
en percent of all college students who 
attend traditional liberal arts colleges 
and universities, are between the 
ages of 18 and 24, 
and live on cam­
pus. The other 93 
percent represent what used to be 
called "non-traditional" students en­
rolled at many different types of in­
stitutions, including for-profit uni­
versities. 
Many students today are 
career-oriented, looking for colleges 
and universities that can provide 
them with a high-quality education 
in a real-world learning environment 
and offer them the opportunity to 
learn practical skills relevant to the 
marketplace. Today, many for-prof­
it institutions offer these benefits to 
their students, as well as a rigorous 
academic environment. Their stu­
dents are highly motivated and have 
a clear sense of their educational 
goals; many of them participate in 
accelerated programs and attend 
classes during the day and evenings 
and on the weekends. 
For-profit colleges and uni­
versities constitute the only sector of 
the higher education industry that is 
growing. Since 1990, the number of 
for-profit, degree-granting colleges 
and universities has increased by 112 
percent, from approximately 350 to 
750 campuses. In addition to these 
institutions, many traditional colleges 
and universities, such as Stan­
ford Univer­
sity, have 
established 
for-profit ex­
tensions. 
Why the 
growth and 
popularity of 
for-profit colleges 
and universities? For-
profit institutions prepare their stu­
dents very well for demanding ca­
reers that generally have a high grad­
uate employment rate. At DeVry In­
stitute of Technology, for example, 
many students chose the institution 
because of its high graduate employ­
ment rate, approximately 93 percent 
over the last 10 years. Education 
Management Corporation and Ar­
gosy Education Group also have 
graduate employment rates of more 
than 90 percent. 
Many for-profit institutions 
are regionally accredited by the same 
agencies that accredit public and pri­
vate institutions, and they offer bach­
elor's, master's and doctoral degrees. 
These accredited institutions require 
students to take general education 
courses to provide them with com­
munication and critical thinking skills 
just like non-profits require of their 
students. A third to half of a DeVry 
student's course load, depending on 
the program, are general education 
courses. 
Given the diversity of to­
day's students, for-profit schools of­
fer an alternative approach to a col­
lege education; they are not trying to 
replace traditional colleges and uni-
^ versities. For example, since 
many adults today are returning to 
college to change careers or update 
their skills, for-profit schools offer 
these students a "no frills" approach 
to learning. By attending classes 
year-round, students can complete 
their degree programs in less then 
four years, saving time and entering 
the workforce more quickly. 
For-profit institutions are 
primarily interested in student suc­
cess, so they look at the needs of em­
ployers to determine what programs 
they will offer. This approach helps 
ensure that their graduates will find 
employment in their chosen fields. 
These institutions treat their students 
like customers and have missions to 
provide a quality education in fields 
where there is a high, unmet demand 
such as information technology, clin­
ical psychology and computer ani­
mation. 
Generally, for-profit schools 
do not have tenure systems nor do 
they require their faculty to conduct 
research or publish. These schools 
do not have this structure because 
they want professors to focus nearly. 
100 percent of their time on teaching 
and helping their students succeed. 
Many for-profit professors do choose 
to conduct research on their own 
time, but the majority of their time is 
spent on student-focused activities. 
It's clear that for-profit insti­
tutions are successful. According to 
the Center for Education Law and 
Policy, over the next decade for-prof­
it schools may grow represent 25 per­
cent of the post-secondary market in 
terms of total dollars spent annually 
on higher education. With their track 
record for fostering student success 
and their innovative business-like 
stracture, these institutions are being 
recognized as new leaders within the 
higher education field. 
Complaints... Praise! 
Suggestions? E-Mail us 
iebj @ busjournaI.com 
Now It's Easier to 
Get Answers to 
Financial Questions 
at www.cslcpa.org 
Can your heirs avoid paying es­
tate taxes? Is it a good idea to incor­
porate your small business? What 
tax deductions can you take on your 
home office? Where can you find a 
CPA in your area? 
These financial questions and 
countless others are answered at the 
redesigned Web site of the California 
Society of Certified Public Accoun­
tants - www.calcpa.org. 
'We've upgraded the Web site to 
make it easier for consumers as well 
as members of CalCPA to use," said 
Jane Girard, online njianager. "The 
public especially will want to check 
out our Find A CPA service through 
which they can easily find a CPA 
who lives in their area or who spe­
cializes in a particular field such as 
small business. 
"Another great consumer feature 
is Ask a CPA, which answers ques­
tions we receive from individuals and 
businesses about tax regulations, fi­
nancial planning, estate planning and 
other areas." 
CalCPA.org contains a special 
section for students who want to 
know about accounting careers and 
the requirements for becoming a 
CPA. CalCPA is conducting a spe­
cial outreach program to high school 
students in which members will vis­
it high schools to talk about their 
work and the advantages of becom­
ing a CPA. 
The Web site also features Cal­
CPA news releases; links to CalCPA's 
14 chapters' Web pages and their 
newsletters; resources for account­
ants; job listings for accountants; a 
clearing house that helps to match 
CPAs with charitable organizations 
that need volunteer accounting serv­
ices, and CalCPA contact informa­
tion. 
"The redesign of our Web site is 
just one of several activities CalCPA 
is doing in conjunction with our 
commemoration of 100 years of 
CPAs in the state of California," Gi­
rard noted. "CalCPA.org has been a 
valuable resource for both consumers 
and CPAs since it was launched in 
1997. The new version should prove 
to be even more valuable." 
The California Society of Certified 
Public Accountants (CalCPA) 
(www.calcpa.org) is one of the na­
tion 's largest accounting organiza­
tions and the largest CPA association 
in California. It serves 28,000 mem­
bers in public practice, private in­
dustry, education and government. 
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Letter to the Editor 
Congress Needs 
to Vote... 
continued ftom page 3 
phone network for Internet service 
providers. Not a good track record 
for a company seeking market dom­
inance over one of the most prom­
ising sectors of the economy. 
Current law requires the Bell 
companies to show that competition 
exists in local phone markets before 
they are permitted to move into the 
long-distance market and high­
speed Internet market. Tauzin-Din-
gell would remove this competitive 
safeguard. Ironically, the Bells have 
been "successful" in creating a new 
monopoly without the help of Con­
gress. In its own filings with the 
Federal Communications Commis­
sion, Pacific Bell says it has more 
than 85 percent of the DSL market 
in California. Tauzin-Dingell would 
simply expand and preserve that 
monopoly by putting smaller carri­
ers and ISPs out of business. With­
out these competitors, there is little 
choice, and without a choice, con­
sumers and small businesses will 
suffer. 
Tauzin-Dingell would rewrite, 
and in some instances, repeal key 
parts of the landmark 1996 
Telecommunications Act. At the 
time, the Bell companies had a huge 
competitive advantage built up over 
a century of public subsidy and mo­
nopoly—essentially a 100 percent 
market share. Die 1996 Act thus re­
stricted the Bells from certain mar­
kets—such as long-distance data 
transmission to allow newer, small­
er companies a chance to compete 
on a level playing field with the 
Bells' own subsidiaries. The Bells 
must currently allow competitive 
carriers and Internet service 
providers to use their network at 
wholesale cost for high-speed Inter­
net services like DSL. These net­
work facilities provide the "on and 
off ramps" to information highways 
for most telecommunications serv­
ices. Tauzin-Dingell would end fair 
access to these networks, prevent­
ing other companies from compet­
ing in any meaningful 
way. 
In recent years, the 
Bells' new competitors 
have poured more than 
$50 billion into new re­
search and infrastruc­
ture to support the tech 
boom of recent years. 
And they have become 
the data transmission 
providers of choice for 
small businesses and 
Internet service providers. The As­
sociation for Local Telecommuni­
cations Service estiniates that more 
than 70,000 jobs would be lost if 
Tauzin-Dingell becomes law. And 
the billions spent on investment and 
innovations would end up being for 
naught, if Congress allows the Bells 
to lock out competitors. 
Many academic experts agree 
on Tauzin-Dingell's monopoly im­
pact. Yale Braunstein, Ph.D., of the 
School of Information Management 
and Systems at the University of 
California at Berkeley, says that this 
legislation "would certainly stifle 
competition, reduce customer serv­
ice, and increase Internet costs for 
consumers." 
Throughout most of this centu­
ry, the telephone network was a reg­
ulated, "end-to-end" monopoly 
where "Ma Bell" was the sole 
provider of all services and prod­
ucts, including the phone itself. 
While having one company do 
everything can sometimes make 
things simple, America decided a 
long time ago to favor the benefits 
of true competition: lower prices, 
iimovation, more choice, better cus­
tomer service and job growth. The 
1996 Telecommunications Act of­
fered a promise of choice and com­
petition that has not yet been real­
ized. 
If Congress caves to the Bells, 
it will be consumers, small busi­
nesses, and the economy that will 
pay the price. 
Mike Jackman is executive di­
rector of the California Internet Ser­
vice Providers Association Inc. 
ATDEADLINE 
continued from page 5 
ifomia is proud to announce the open­
ing of the Inland Empire Regional of­
fice, located at: Special Olympics 
Southern California, Inland Empire 
Regional Office, 3600 Lime Street, 
Suite 711, Riverside, CA 92501; 
phone: (909) 778-1555; FAX: (909) 
778-1557. 
Our mission is to provide year-
round sports training and athletic 
competition in a variety of Olympic-
type sports for people eight years of 
age or older with mental retardation, 
giving them continuing opportunities 
to develop physical fitness, demon­
strate courage, and experience joy 
and participation in a sharing of gifts, 
skills and friendship with their fami­
lies, other Special Olympics athletes, 
and the community. 
We look forward to the opportu­
nity to be a resource for you, to work 
with you, and to be part of the com­
munity. "Inspire Greatness!" 
SANBAG Chooses Preferred Route 
to Link Counties 
A new route between Moreno 
Valley and the Redlands/Loma Linda 
area of San Bernardino County is a 
possibility worth exploring through 
an environmental impact report, the 
SANBAG board of directors decided. 
During the past year, SANBAG 
and Riverside County Transportation 
Commission have been studying 
routes to link the two counties as part 
of Riverside's Community and Envi­
ronmental Transportation Acceptabil­
ity Process. Committees were formed 
to examine possible routes to improve 
traffic movement and safety. Eight 
such routes were identified. 
Public meetings were held in 
April to obtain comments from citi­
zens about the routes. Many partici­
pants expressed the need to retain the 
rural character of the area and to re­
strict local access to the roads. 
After reviewing comments, the 
committee recommended building a 
new parkway from Interstate 215/Star 
Route 60 junction, north along Mor­
ton Rd. and under Box Springs 
Mountain, using a turmel. This would 
coimect to California St. at Interstate 
10 at the Redlands/Loma Linda bor­
der. 
SANBAG'S board members en­
dorsed this alternative and voted to 
proceed with a state environmental 
impact report to analyze this possible 
new route in detail. 
More Business 
continued from page 13 
CONEJO OR, I, JOSEPH M, 
LAVALLE, CANYON LAKE, CA, 
92587-8929 
HBT TRUCKING INC, 39662 RORI-
PAUGH RD, C, TEMECULA, CA, 
92591-6116 
HOMEPLATE RENTALS, PO BOX 
1,1, DAVID E, BURGESS JR,WILDO-
MAR, CA, 92595-0001 
CORONA DENTAL GROUP, 161 N 
MCKINLEY ST STE 102, C, TINH 
HO DENTAL CORP, CORONA, CA, 
92879-6530 
RAMOS GLOVES, 1311 JASMINE 
CIR, H, TAMMY S, RAMOS, CORO­
NA, CA, 92880-1284 
M W DRYWALL INC, 2151 SHEL­
LEY CIR, C, CORONA, CA, 92880-
5485 
THORLEY HEADERS, 1220 RAIL­
ROAD ST,C, THORLEY ACQUISI-
DON SUB INC, CORONA, CA, 
92882-1837 
CARBURETORS UNLIMITED, 947 
RANCHEROS DR # A, I, BRUCE G, 
BENNER, SAN MARCOS, CA, 
92069-3028 
DESERT PACIFIC PROPERTIES, 
77899 WOLF RD STE 101,1, 
DESERT PACMC, PROPERTIES 
LLC, PALM DESERT, CA, 92211-
1137 
YOUR POOL & SPA MAINTE­
NANCE CO, 76794 CHRYSANTHE­
MUM WAY, 1, ALISON LSANDERS, 
PALM DESERT, CA, 92211-7461 
LOPEZ INSURANCE AGENCY, 
69265 RAMON RD STE B3,1, 
MARIO, LOPEZ, CATHEDRAL 
CITY, CA,92234-3391 
FINISH FIRST, 68340 CONCEP-
CION RD, I, LISA S, KNOX, CATHE­
DRAL CITY, CA, 92234-3636 
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Prevailing Wage 
Law Is Problematic 
for the Geotechnical 
Industry 
continued from page 18 
Greater impact on Southern Cali­
fornia than other regions of the 
state 
The prevailing wage rates are 
proportionately higher in Southern 
California. Construction unions in 
Southem California get enough work 
and retain a large number of employ­
ees to qualify their wage rates through 
collective bargaining agreements as 
the prevailing wage rates for the re­
gion. These rates are higher than ar­
eas where unions have a smaller per­
centage of construction projects and 
therefore do not use union wage rates 
to set the prevailing wage rates. 
Proposed legislation will intensify 
impact of the law 
SB 975 proposed by Senator 
Richard Alarcon would expand the 
scope of projects subject to the Pre­
vailing Wage Law to include redevel­
opment projects ana many private 
projects. If passed, it would deepen 
the financial impact to the industry 
and taxpayers and create more uncer­
tainty and liability for businesses and 
public agencies about how to apply 
the law. The expansion of law to res­
idential projects is also being consid­
ered. 
Prevailing Wage Law 
The Prevailing Wage Law origi­
nated in 1931 at the federal level as 
the Davis-Bacon Act, in response to 
concerns about construction quality 
because wages on public projects 
were so low, and to protect constrac-
tion workers from wage cutting by fu­
ture "hostile" administrations. 
The University of Utah has re­
searched and documented how the 
Prevailing Wage Law has positively 
affected the construction industry for 
which the law was designed. The uni­
versity found that without Prevailing 
Wage Laws there would be tripled 
cost overruns on public works proj­
ects, an increase in construction in­
juries, a 40 percent decrease in ap­
prenticeship training, a greater than 40 
percent decrease in apprenticeship 
training for minorities and a decrease 
in state tax revenues from lower-paid 
workers. 
Leighton and Associates' engineers 
SBA Launches New Internet Site for 
America's Small Businesses 
continued from page 33 
links to credible sources of infor­
mation on 39 areas of general inter­
est ranging from the most basic top­
ics, such as licenses and permits, to 
highly specialized topics, such as e-
commerce and exporting. The site 
also offers information specific to 
each state and territory including 
sections on "Hiring Employees," 
"Paying Taxes" and "Selecting a 
Location." To serve a variety of 
user preferences, it features interac­
tive tools, searchable frequently 
asked questions and answers, down­
loadable fonns and publications, 
electronic regulatory compliance 
guides and portal capability. 
BusinessLaw.gov takes Web 
technology to the next level by 
helping end-users identify and solve 
their problems. It uses searchable 
'frequently asked questions" and in­
teractive digital guides—"business 
wizards"—to lead small business 
customers to the answers they need 
at every stage of the business cycle. 
and geologists provide innovative ge­
otechnical solutions for construction 
and redevelopment sites through de­
tailed geological investigation, cre­
ative engineering design, and cost-ef­
fective implementation of remedial 
measures. Services include site plan­
ning, design of foundations and earth­
work, field observation and soil test­
ing during grading and construction. 
For more information about Leighton 
and Associates, visit the Web site at 
"http./Avww.leightongeo.com." 
Poverty in California 
Levels, TYends, and Demographic Dimensions 
continued from page 6 
9.1 percent in 1969 to 10.2 percent in 
1979 to 12.9 percent in 1989. Over 
the past three decades, poverty in 
Califomia has grown by 3.8 percent­
age points. 
The Califomia experience stands 
in marked contrast to that of the rest 
of the nation where the poverty rate 
fell from 12.5 percent in 1969 to II 
percent in 2000. During the 1970s, 
the poverty rate in California was 
consistently lower than that of the 
rest of the nation. During the 1980s, 
the state level caught up to that of the 
rest of the nation, and throughout the 
1990s, poverty was consistently 
higher in the state than in the rest of 
the nation. 
In 1970, 1.9 million people were 
poor in California. By 2000, the 
number of poor had more than 
doubled to 4.37 million. 
In 2000, Califomia's poverty 
rate was the 12th highest among the 
50 states and Washington, D.C. The 
highest ranked state was New Mex­
ico, followed by Louisiana and 
Washington, D.C. By comparison, in 
1990, Califomia was the 19th ranked 
state and in 1980, it was ranked 30th. 
California's high level of and ris­
ing trend in relative poverty is relat­
ed to high and growing income in­
equality in the state. Relative pover­
ty measures the income of low-in­
come families against that of medi­
an-income families. The income gaps 
between those in the bottom of the 
distribution and those in the middle 
and top have grown substantially 
over the last three decades. The in­
come gap in Califomia was explored 
more fully in a previous issue of Cal­
ifomia Counts (Daly, Reed, and Roy-
er, 2001) and in Reed (1999). 
There is no single, objectively 
preferred method of measuring 
poverty. The most common measure 
in the United States is the poverty 
threshold established by the federal 
govemment. Recently, there has been 
strong criticism of the threshold lev­
el and of the lack of regional adjust­
ments reflecting local prices or local 
income levels. For understanding 
poverty in Califomia, it is useful to 
consider the results that hold true 
across all three measures presented 
here: Poverty has declined substan­
tially in Califomia in the last few 
years, yet poverty remains higher in 
Califomia than in the rest of the na­
tion. For the two poverty measures 
where we can calculate trends, we 
see a rising trend in Califomia over 
the last three decades with poverty 
rates growing faster in the state than 
in the rest of the nation. 
Nation's Fifst 
Harley-Davidson 
Airport Rental 
Agency Opens at 
Palms Springs 
International 
Renting transportation at air­
ports is somewhat of a humdmm 
afiair. i'lcnty of those four-wheel 
vehicles are available throughout 
the United .States at airport loca­
tions. Now. a new and exciting 
mode of transportation-Harley-
Da\ idson motorcycles-are avail­
able for the first time for rental at 
Palm Springs international Air­
port-America's Resort port. This is 
the first ever motorcycle rental 
agency at an aiiport terminal in the 
United States. 
The Palm Springs location is 
CO owned by Don Swedo and Don 
Herhorn of liagleRider, Inc., the 
world's largest renter of Harley-
Davidson motorcycles with addi­
tional locations in San Diego St. 
Louis and Miatni. 
Swedo .said. "The response to 
our new Ptilm Springs airport ter­
minal location has been tremen­
dous. We're renting a variety of 
1 iarleys including all the popu­
lar iikkIcIs. All that is icquired is 
a valid motcncycle l icense with a 
minimum age of 21 
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Rules that BLIND 
Be more effective with 
fewer rules 
continued from page 1 
Too many rules and you end up 
spending all your time enforcing 
them. This creates a lot of work. 
Some people argue that rules add 
structure. A certain amount of struc­
ture creates freedom because guide­
lines liberate people and make them 
more productive. However, most 
companies place too much emphasis 
on structure and not enough on then-
people. 
The Pitfalls of Rules 
1) applying the same rules to 
everyone can cause resentment Dif­
ferent people have special circum­
stances. If these are ignored, people 
feel ignored; 
2) too many rules create an at­
mosphere of prohibition. Employees 
learn not to rely on their own judg­
ment. Instead of thinking on their 
feet and taking risks, they use the 
rules as their fall back position; 
3) if it's not in the rulebook, they 
may not do it; 
4) relying on stale rules deprives 
employees of their creativity; 
5) rules create more rules, which 
create a lot of administration and, in 
the long run, are very costly; 
6) usually rules spill over onto 
customers. Soon, if someone wants 
to buy from your company, they 
must first study and abide by the 
rules. TTiey could just go some­
where else; 
7) too many rules communicate a 
lack of trust in employees; 
8) rules create an attitude. Em­
ployees mimic this attitude and its 
affects how they deal with suppliers 
and customers. For example, the 
company has a strict policy about 
payment terms. So employees con­
tinually bang customers over the 
head with payment terms. They are 
just doing their job; 
9) rules affect the atmosphere em­
ployees work in and customers buy 
from. Everyone has had the experi­
ence of walking into a store to be 
greeted with signs like, "Do not 
touch!" or "You break it you pay." 
Imagine being invited into some­
one's home and seeing signs like 
these. Would you be eager to come 
back? 
10) managers become parole offi­
cers enforcing rules. They get so 
caught up in who did what wrong, 
they forget to lead and end up 
babysitting. 
How Rules are Set 
How are rules set? Usually an 
employee does something undesir­
able, so management creates a poli­
cy and punishes everyone. Actually 
rules are set this way in every facet 
of the company. Consider this ex­
ample: a few customer cheques 
bounce, so the company sets a poli­
cy of accepting no personal cheques. 
It's hard to estimate how much lost 
business is directly related to this 
new policy. 
Rules are also set strategically. 
A company has a certain qbjective so 
they create rules to make sure it hap­
pens. Instead, why not empower 
employees to achieve goals, versus 
punishing them with more rules? 
Power Conies From People 
Effective managers know power 
comes from people. The manager's 
role is not to have power over peo­
ple by enforcing rules, but to support 
and coordinate employees' efforts. 
This may be a complete attitude shift 
for some managers who are used to 
being in charge. 
In most companies, the manag­
er is also expected to be the leader. 
They can most effectively lead by 
empowering employees to use then-
own judgment and skills to benefit 
the company. Can you trust people 
to do their job without all the rules 
and controls? Yes. Most people do 
the right thing when left with their 
own judgment. If you tell employ­
ees what to do, they will automati­
cally do it your way without calling 
on their own creativity and judg­
ment. After awhile this creates a 
stale work environment. Instead of 
being alive with creative ideas flow­
ing, people dutifully do their jobs. 
Stop Relying on Rules 
How to stop relying on rules? 
Empower employees to solve prob­
lems on their own, making them a 
part of the solution. Get them ask­
ing, "What is the best way to handle 
this?" Then, provide them with the 
resources and support to do it. For 
example, lets say it was taking em­
ployees too long to go through their 
email every day. Instead of creating 
a policy thai limits the time spent 
picking up email, ask employees, 
"How can we use our email system 
more effectively?" Let them come 
up with the solution. Being a part of 
the solution makes employees more 
accountable, creating much less pa­
perwork and formality. 
Final Words 
Decide how and when you will 
set rules. Instead of setting them ad-
hoc whenever it seems necessary, de­
cide in advance when and where it is 
appropriate. For example, rules are 
often necessary for routine things 
where, otherwise, everyone would 
do it differently every time, causing 
chaos. If something comes up that 
you think requires rules to be devel­
oped, ask, "How many people does 
this directly affect?" Will this rule 
help us deal with future situations or 
is it just creating more paperwork? 
Is this something that we can em­
power employees to deal with them­
selves and use their own judgment? 
How can I involve all people who 
are affected by this policy?" 
Be careful where you set rules, they 
may come back and haunt you. 
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California Hospitals Express Dismay at State Proposal 
to Cut Medi-Cal Lawsuit Settlement Funds 
California's health care leaders 
toddy expressed dismay at a propos­
al to cut $255 million ftom this year's 
state budget specifically allocated to 
settle three lawsuits that challenged 
inadequate reimbursement rates paid 
to hospitals that provide care to 
Medi-Cal outpatients. 
A newly released report by the 
state Legislative Analyst's Office 
(LAO) recommends that the legisla­
ture consider cutting the funds set 
aside earlier this year as part of a 
court-approved settlement between 
the state Department of Health Ser­
vices (DHS) and the state's hospitals. 
"This policy recommendation is 
unconscionable," said C. Duane 
Daiiner, president of the California 
Healthcare Association (CHA). 
"California's hospitals have waited 
for more than 10 years to be ade­
quately paid for the care they provide 
to Medi-Cal patients. This issue has 
wound its way through both the state 
and federal judicial sysjems, and at 
every step we have won. 
"The state has an obligation to 
fulfill the settlement agreement and 
adequately reimburse hospitals for 
the health care services they pro­
vide," Dauner added. 
The proposed Medi-Cal budget 
cut is part of a set of broader recom­
mendations issued today by the LAO 
to help guide the legislature in solv­
ing the state's projected $12.4 billion 
budget deficit. The elimination of the 
$255 million Medi-Cal lawsuit set­
tlement is by far the largest proposed 
budget cut recommended by the 
LAO. 
CHA in 1990 sued DHS follow­
ing years of negotiations over the 
method the state used to determine 
Medi-Cal reimbursement fees. The 
lawsuit made its way to the ninth 
U.S. Circuit Court of Appeals in 
1997. The ninth Circuit Court, rul­
ing in CHA's favor, found that DHS 
had violated federal law by not set­
ting Medi-Cal reimbursement rates 
which were reasonably related to 
hospital costs. Medi-Cal is Califor­
nia's version of Medicaid, the feder­
al health care program for low-in-
come people. Medi-Cal is jointly 
paid for by both state and federal 
funds. 
In December 2000, after a 
decade of litigation, the state and 
CHA agreed to a financial settlement 
of the lawsuit. The settlement called 
for the state to make a one-time lump 
sum payment of $350 million to hos­
pitals as compensation for the un­
lawfully low reimbursement rates 
paid to hospitals over the past 10 
years. Because the federal govern­
ment covers slightly more than half 
of Medi-Cal costs, the state's share of 
the retroactive settlement is approxi­
mately $175 milhon. 
Two other lawsuits, one filed by 
eight counties in Califomia and the 
other a class challenged DHS' outpa­
tient reimbursement methodology. 
Although neither of these lawsuits 
has yet gone to trial, they were in­
cluded in last December's settlement 
agreement. 
The settlement agreement also 
calls for hospitals to receive a 30 per­
cent increase in Medi-Cal outpatient 
reimbursement rates in the fiscal year 
that began July 1, 2001. Beginning 
on July 1,2002, Medi-Cal outpatient 
rates are scheduled to increase by an 
additional 3 1/3 percent annually for 
three years. The state's share of these 
funds totals nearly $80 million. Both 
the retroactive payment and the 
prospective rate increases are includ­
ed in the LAO's recommended budg­
et cut. 
Large Scale Downsizings to 
Continue Through 2nd Quarter 
Commentary from State 
Assemblyman Bill Leonard 
continued from page 5 
more, the most progressive compa­
nies are investing in leadership de­
velopment and coaching services to 
retain high-potential employees and 
help remaining managers become 
more effective at building the busi­
ness. "While companies are under 
pressure to meet bottom-line objec­
tives today, they also know they 
need personnel who can see them 
through the tough times and capi­
talize once the recovery takes hold," 
says Kuehn. 
People who have been impact­
ed by downsizing should bear that 
in mind, Kuehn says, but they 
should also recognize that in a lean 
job market they might need to make 
short-term employment decisions 
that do not fit into their long-term 
career goals. "Maybe it means pur­
suing temporary or contract work. 
That may not be ideal, but it can 
bring needed income even as you 
look for something more perma­
nent. Consider these criteria: If it's 
an easy commute, allows you to 
take time off for interviews, doesn't 
commit you full-time for a long pe­
riod, and provides an experience 
that adds value to your resume, it's 
worth doing," he says. 
continued from page 22 
posals were opposed by school nu­
trition administrators. More impor­
tantly, this bill measure was opposed 
by local school boards, which are the 
people you elect to make decisions 
about what goes on at your local 
school. They are the people to whom 
you can speak about issues that con­
cern you—^at a local meeting or even 
in the comer grocery store. 
Yet, the majority of legislators 
and the Governor thought these peo­
ple were no longer competent to 
make such decisions. The decisions 
about what children eat cannot and 
should not be made by bureaucrats 
in Sacramento. That is something we 
should trust parents and local school 
officials to do. But now, those deci­
sions are out of their hands. 
For Insight on 
Inland Empire 
Business... 
B Inland Empire usiness Jouma 1 
EPIC Award 
Winner 
Century Housing has been se­
lected as the recipient of the Office 
of Federal Contract Comphance Pro­
grams EPIC Award as a result of the 
significant efforts of Suataute Anoa'i 
and the staff of the Century Com­
munity Training Program. The 
EPIC (Exemplary Public Interest 
Contribution) by the U.S. Depart­
ment of Labor Award salutes organ­
izations whose activities support the 
department's mission by bridging the 
skills gap. Century ".. .is being hon­
ored for its many outstanding pro­
grams that provide quality housing 
paired with on-site valuable social 
services. The attitude of 'affordable 
housing communities need more 
than shelter' can be seen in its pro­
grams for its working-class fami­
lies." For more information, visit: 
www.centuryhousing.org. 
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AppIeOne Breaks Into the Forbes Private 500 
Staffing industry innovator Ap­
pIeOne Employment Services has 
been added to the prestigious Forbes 
500 Largest Private Companies Ust. 
Now in its 16^ year, the Forbes 
Private 500 is the definitive roster of 
America's largest nonpublic corpora­
tions. The 500 companies listed in 
the magazine's Nov. 26, 2001 issue 
are all headquartered in the United 
States, and eamed at least $604 mil­
lion in revenues. 
Based in Glendale, Calif., Ap­
pIeOne Eniployment Services was 
founded in 1964 by Bernard 
Howroyd. An industry novice, Ap-
pleOne's president and founder 
opened his first office with nothing 
more than used furniture, a lot of op­
timism, and a strong conviction that 
he can help find people the right jobs, 
and companies the right people. But 
AppleOne appeared to be fighting a 
losing battle. Soon, Howroyd's initial 
capital was reduced to a desperate 
$5.94. Fortunately, persuasion and 
persistence cost nothing, and Ap-
pleOne's meager assets held steady 
as he won over his first client. 
Nearly four decades later, 
Bemie—as he is fondly called by his 
employees—^remains at the core of 
AppleOne's progress. Progress which 
includes the nurturing of that paltry 
$5.94 into nearly $650 million by the 
end of the year 2000, as well as Ap­
pleOne's record 270 percent growth 
in the last three years. Despite the 
company's explosive growth, Bemie 
continues to be a hands-on leader. He 
begins each day by visiting an Ap­
pleOne branch and meeting with the 
entire staff, making sure each mem­
ber understands and applies the key 
philosophy to which he owes Ap­
pleOne's success: "Clients for life." 
As siihple and straightforward as the 
man himself, this phrase is the foun­
dation of the company. Focusing on 
fulfilling each client's needs has not 
only allowed AppleOne to forge and 
sustain enduring partnerships with 
both job seekers and client compa­
nies—it also enabled AppleOne to 
thrive even in the toughest of times. 
In a fierce market competing 
within a capricious economy, Ap­
pleOne has distinguished itself by 
consistently providing its clients with 
highly effective, turnkey staffing so­
lutions that are years ahead of the 
competition. Its formidable conver­
gence of vast expertise and revolu­
tionary technology makes AppleOne 
one of the industry's more dynamic 
players. AppleOne is now making 
strategic, decisive steps toward be­
coming a billion-dollar company. 
With hundreds of offices operat­
ing in key cities throughout the Unit­
ed States and Canada, AppleOne of­
fers temporary, temp-to-hire and di­
rect hire services, as well as solutions 
geared toward enhancing client pro­
ductivity and profitability. AppleOne 
currently maintains a 50,000-compa-
ny client base and has more than 
three million candidate results to its 
credit. 
"Making the Forbes 500 Largest 
Private Companies list is a major 
milestone for AppleOne. It's both ex­
citing and humbling to be listed with 
well-known corporate gains and ver­
itable household names," says 
Bemie. "We are all very proud of this 
latest achievement, and are now more 
inspired and determined than ever to 
deliver the level of service AppleOne 
is becoming more and more known 
for." 
Indeed, the company's transfor­
mation from humble beginnings to 
unparalleled success mirrors the life 
of AppleOne founder and president 
Bemie perfectly. 
Since the opening of our first In­
land Empire office in the 80s, Apple 
One's empire within the Inland Em­
pire has flourished due to the region's 
dynamism, abundance of opportuni­
ties and diverse economy. Bemie— 
with the help of AppleOne DVP 
Gregg Hassler and his team—cur- • 
rently manages seven strategically 
place offices throughout the Inland 
Empire. 
Managers Grow 
Corporate Muscle 
Managers and executives who 
have vowed to get into shape can 
also make their companies 
stronger—by beefing up corporate 
leadership with eight resolutions of­
fered by Development Dimensions 
Intemational (DDI). 
Unfortunately, too many com­
panies have neglected leadership de­
velopment. More than 4570 CEOs 
of major companies departed their 
jobs in the first half of 2001, and the 
exodus from the executive suite con­
tinued in the second half. 
The root of the problem is that 
too many companies have built suc­
cession management systems but 
don't tmly support them, just as 
n^y people buy treadmills or exer­
cise bikes then fail to use them. The 
only solution is for managers and 
executives to make and keep firm 
resolutions to develop their organi­
zations' talent. 
Resolutions from DDI to build 
stronger leaders 
1. Make a leadership game plan. 
Determine what type of leader­
ship your company will need in 
the future. Create a plan that 
identifies potential leaders, diag­
noses their developmental needs, 
lists actions for development and 
measures progress. Linking it 
back to your business strategy is 
key. 
2. Hire all-around athletes. 
Understand what skills, knowl­
edge and competencies your 
team needs today and in the fu­
ture. Hire those individuals who 
can play a variety of positions 
as your company grows and 
changes. 
3. Test for success. 
To clearly identify potential and 
prescribe development, use ap-
p>ropriate tools such as assess­
ment centers, simulations and 
paper and pencils tests. 
4. Don't get caught in a leader­
ship 'lialf nelson." 
You or the leaders who work for 
you can be sabotaged by ignor­
ing eleven "derailers." Pay at­
tention to potential leaders who 
might have these qualities—^they 
could derail you and themselves. 
Derailers include: impulsiveness, 
low tolerance for ambiguity, ar­
rogance, micromanagement, 
self-promotion, volatility, risk 
aversion, defensiveness, imper-
ceptivity, approval dependence 
and eccentricity. 
5. Make stretch assignments. 
Challenging job assignments or 
new projects will help new 
leaders develop more quickly. 
Give team members the oppor­
tunity to try out new positions. 
6. Know the ropes of 
development 
There are many ways to devel­
op new skills—online learning, 
in the classroom, new job as­
signments, shadowing others, 
etc. The key is to understand 
which approaches work for the 
individual and the skills, knowl­
edge or competencies that need 
to be developed. 
7. Bring in the coach. 
The manager of a high-potential 
employee is not always the best 
coach. Seek out people who 
may have coaching skills and 
the competencies your high-po­
tential team member needs. 
8. Keep score. 
Most people can create a devel­
opment plan, but of those that 
do 70 percent, do not review 
and measure progress of devel­
opment. If development isn't 
happening or you don't know if 
what is happening is effective, 
then new leaders cannot 
emerge. 
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National Housing 
Development 
Corporation Closes 
California 
Investment Pool 
Nonprofit Raises $15 MilUon in Ini­
tial Funding Outreach to Acquire, 
Preserve At-Risk Affordable Hous­
ing 
National Housing Development 
Corporation (NEDC) has aimounced 
the historic closing of its Califomia 
Investment Pool (CalPool), LLC, a 
$15 million equity pool created to 
preserve affordable multi-family 
housing in California. 
The first and only pool of its 
kind, CalPool combines $13.5 million 
in equity subscriptions from nine pri­
vate financial institutions with $1.5 
million in equity fix)m NHDC to form 
a public/private capital pool designed 
to accomplish NHDC's affordable 
housing preservation mission, by pre­
arranging non-project specific equity 
funding. 
NHDC's $1.5 million contribu­
tion was drawn from $17 million in 
federal grant monies appropriated by 
Congress specifically for the acquisi­
tion and preservation of affordable 
housing. In particular. Congress has 
endorsed the NHDC model because 
it achieves high private-sector lever­
age of federal dollars, producing max­
imum public benefits with minimal 
federal subsidy. 
Participating investors — Wash­
ington Mutual Community Develop­
ment, Inc., IndyMac Bank, Downey 
Savings and Loan Association, F.A., 
United Conunercial Bank, PFF Bank 
& Trust, Business Bank of California, 
Northern Trust Company, General 
Bank and Bank of the Orient — will 
recover their investment capital in 
three to five years, earn an eight per­
cent aimual average return, and re­
ceive full investment test credit under 
the Community Reinvestment Act 
(CRA) for their participation. 
"Given the extraordinary times 
we find ourselves in, it's rather amaz­
ing to be able to go out and raise this 
kind of money entirely from private 
sources. However, I think it shows 
that these banks not only understand 
the gravity of our housing crisis, but 
want to step up and do the right thing 
to help solve it," said Jeffrey S. Bu-
rum, NHDC's executive director. "I 
salute them both for their vision and 
their willingness to share in ours." 
According to the Department of 
Housing and Urban Development, as 
of 1997, more than 900,000 Section 
8 units nationwide were at risk of los­
ing their affordability. Nearly 10 per­
cent of those units are in California, 
by far the largest number of at-risk 
units in any one state. Rising real es­
tate values in the state have made it 
more economically attractive for 
owners to opt out of the subsidy pro­
gram, making the situation even 
worse. Since then, an estimated 
10,000 subsidized units have lost their 
affordability due to owner opt-outs or 
pre-payments in Califomia alone. 
"If the success of CalPool is any 
indication, ^e hope and expect that 
many other financial institutions and 
other types of investors will view our 
upcoming pools as an outstanding op­
portunity to do well and also to do 
BRAVURA! A 
Gala Evening of 
Cuban Ballet! 
good," Burum said. "We look for­
ward to duplicating the CalPool mod­
el outside of California, demonstrat­
ing just how effective public/private 
partnerships can be in addressing 
pressing social issues. 
"We are pleased that CalPool can 
serve as a vehicle to assist banks in 
meeting their CRA obligations, while 
preserving the affordability of rental 
housing for families who need it and 
communities that would undoubtedly 
suffer without it," Buram concluded. 
Subscribe 
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she has nriade indelibly her own. 
By his own admission, the f 
great Puccini found composing Tu-
randot, his last and most spectacu­
lar opera, to be a mighty challenge. 
In response, he created some of his 
greatest melodies and most bril­
liantly evocative orchestrations. 
For this Los Angeles Opera 
premiere, principal conductor Kent 
Nagano will introduce for the first 
time to North America a newly or­
chestrated ending hy celebrated 
Italian composer Luciano Berio. 
Performances will be held 
May 25th thru June 16,2002 at the 
Los Angeles County Music Center 
in downtown Los Angeles. 
Tickets for individual perform­
ances are available at the Los An­
geles opera box office at the 
Dorothy Chandler Pavilion... Box 
office hours: Monday through Sat­
urday 10 a.m. to 6 p.m. Closed 
Sundays. Tickets are also available 
through all Ticketmaster outlets, by 
phone through Ticketmaster at 
(213) 365-3500. 
-SHARE THE DREAM" 
at the 
"I Have A Dream' 
"1st Annual Dr. Martin Luther King Jr." 
Unity Breakfast 
JANUARY 21, 2002, from 8:B0am -11:00am 
Ontario Convention Center 
2000 Convention Center Way, Ontario California 
Hosted by Ontario Mayor Gary Ovitt 
Invited Keynote Speaker, Senator Nell Soto 
Featuring Tickets Only $12.00 
Student $10. VIP Sponsor Ticket $20 Gospel & Country Music 
also. Smooth Sounds of ^ 
Pacific Breeze, & Hear Ofg./GfOUp T3ble(8) $ 120 . 
Rev. Dennis M. Brown yiP SponSOf Table(8) $ 250 
Cut & Return 
- MLK Orator 
Name: 
Address:. 
Phone: 
_City: 
email: 
State _Zip_ 
Number of Tickets: Amount Enclosed: 
(Add $2.00, per ticket, if paid after January 11, 2002) 
Make checks payable to: Juneteenth America. Inc., 
Mailing Address: PO Box 1356 Ontario, CA 91782 
A Juneteenth America. Inc. and Ontario Convention Center Event 
(JAI is a non-profit organization donations are tax deductible) 
email: juneteentham@earthlink.net website: juneteenthontario.com 
"The Community Working Together" 
For Information - Call the Juneteenth Headquarters at 
(909)988-5810 
continued frorn page 12 
acomo Puccini's Turandot sched­
uled to hit the boards at the 
Dorothy Chandler Pavilion of The 
Los Angeles County Music Cen­
ter op May 25th. 
The production will be sung 
in Italian with English Supertitles. 
Turandot is one of the grand­
est and most spectacular of all op­
eras and is always a huge audience 
favorite. With such great arias as 
the famous "Nessun dorma" and 
Turandot's imperious "Riddle 
Scene," this masterwork has capti­
vated audiences worldwide since 
its premiere in 1926. 
After his triumph as Radam^s 
in Los Angeles Opera's production 
of Aida, South African-bom tenor 
Johan Botha returns as Calaf to 
win the hand of American soprano 
Audrey Stottler's Turandot, a role 
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Who's Caring for 
California's Most 
Vulnerable 
Patients? 
continued from page 30 
that the amount of charitable care 
(free health care) and community 
benefits provided by not-for-profit 
community hospitals far exceeds the 
combined tax payments and charity 
care services of their for-profit coun­
terparts—underscoring the impor­
tance and justification of their tax-ex­
empt status. 
"Not-for-profit community hos­
pitals are absolutely essential to Cal­
ifornia's health care delivery system," 
said Penny Stroud, author of the re­
port and founder of Cattaneo & 
StroudT a management-consulting 
firm focused exclusively on health 
care issues. "We found, in specific 
measurable terms, that not-for-profit 
hospitals are leading the way in pro­
viding essential health care services, 
charity care, access to vulnerable 
populations and advancing medical 
research and innovation." 
Responding to the report, com­
munity and health care leaders agreed 
that not-for-profit community hospi­
tals are integral in the dehveiy of care 
in Cahfomia, particularly for under-
served populations. 
"Latino families—and particu­
larly Latino children—are uninsured 
and under insured to a much greater 
extent than other California famiUes. 
Not-for-profit community hospitals 
assume much of the responsibility of 
making sure Latinos get the quality 
care they might otherwise go with­
out,'' said Edwin Rivera, policy di­
rector for the Latino Coalition for a 
Healthy California. 
"Not-for-profit, voluntary hospi­
tals have served their communities 
through thick and thin and are in­
vested in the health of the public," 
said Linda B. Miller, president of the 
Washington, D.C.-based Volunteer 
Trustees Foundation, a national or­
ganization of not-for-profit hospital 
and health system governing boards. 
The study is the first compre­
hensive evaluation of its kind in Cal­
ifornia. Key findings include: 
• Not-for-Profit Community 
Hospitals represent only 46 percent 
of facilities but provide the major­
ity of care to California patients. 
• 61 percent of emergency visits 
were handled by not-for-profit com­
munity hospitals, compared to only 
17 percent at for-profit facilities. 
• More than 60 percent of pedi­
atric, obstetrics, neonatal, surgery and 
transplant services were provided at 
not-for-profit hospitals. 
• 54 percent of California's Medi-
Cal patients were cared for at not-for-
profit community hospitals vs. 21 
percent in for-profit hospitals. 
• Of the 47 designated trauma cen­
ters in the state, 32 (68 percent) are 
in not-for-profit community hospitals 
vs. only five (11 percent) in for-prof­
it facilities. 
• Not-for-profit community hospitals 
are particularly vital to the most vul­
nerable populations—children sen­
iors, Medi-Cal patients, indigent, crit­
ically ill and emergency patients. 
• Not-for-Profit community hos­
pitals' charity care levels far ex­
ceeded the combined tax payments 
and charity care of their for-profit 
counterparts. 
• Not-for-profit community hospi­
tals provided more than seven times 
the unfunded charity care (free care) 
that for-profit hospitals provided in 
California. 
• Not-for-profit community hospi­
tals reported more than $991 million 
in charity care, research and educa­
tion in 1999 compared to $31 million 
in taxes and $105 million in charity 
care, research and education report­
ed by for-profit hospitals. On a per 
facihty basis, they provided $2.4 mil­
lion in charity care and spent an ad­
ditional $2 million for research and 
education, compared to the $224,000 
per facility in taxes, $649,000 in 
charity care and $107,000 for re­
search and education that was spent 
by for-profit hospitals. 
• 73 percent of all unfunded char­
ity care in California was provided by 
not-for-profit community hospitals in 
1999. 
• 28 percent of the state's county 
indigent patient discharges were seen 
in not-for-profit community hospitals 
vs. less than 5 percent in for-profit 
hospitals. 
• 17 percent of county indigent 
outpatient visits were provided by 
not-for-profit community hospitals, 
versus 1.9 percent at for-profit hospi­
tals. 
• Community benefit services pro­
vided by not-for-profit community 
hospitals include, among others, 
charity and indigent care, free health 
screenings, primary care clinics and 
immunizations, medical research, 
medical counseling and support 
groups, health information resources, 
donations of employee time and ex­
pertise and community health educa­
tion. 
• Not-for-Profit Community 
Hospitals are innovators in ad­
vancing the quality of care and 
outcomes through extensive re­
search and clinical initiatives. 
• Not-for-profit community hospi­
tals do hot have shareholders and 
therefore are able to invest excess 
funds into facilities and equipment 
improvements, advancing quality of 
care, research and education. 
• California's not-for-profit com­
munity hospitals spent almost $460 
million on research and education in 
1999, more than thirty times the $15 
million spent by investor-controlled 
facilities. 
• Research institutes at Califor­
nia's not-for-profit medical centers 
have led to knowledge and discover­
ies that advanced our imderstanding 
and treatment of bone marrow trans­
plantation, breast cancer and other se-
vefe and chronic diseases. 
• Not-for-profit health' systems' 
clinical initiatives are advancing 
health care quality and reducing costs 
through defining and disseminating 
best practices for treatment of com­
mon diseases such as congestive 
heart failure and diabetes, and com­
mon procedures such as hip replace­
ments and cardiac surgery. 
• Not-for-profit health systems and 
hospitals are leveraging the resources 
of their organizations and affiliated 
physicians to develop innovative sys­
tems to use technology to improve 
the quality and efficiency of health 
care, with electronic medical records 
and Web-enhanced systems for 
scheduling, pharmacy management 
and patient-centered care. 
The report also outlines the moimting 
economic challenges facing not-for-
profit community hospitals and in­
deed the majority of all hospitals in 
California. Low and reduced reim­
bursement rates, the impact of man­
aged care, increased pharmaceutical 
and technology costs, a nursing short­
age and a multiplicity of unfunded 
mandates are resulting in hospitals 
closing or reducing lowest in the en­
tire nation and almost half the 
amount of payments in New York. 
In 1999,57 percent of California hos­
pitals reported operating deficits: that 
figure rose to more than 64 percent 
of Cahfomia hospitals in 2000. 
According to the report, in this ex­
ceptionally challenging financial en­
vironment, one of the most important 
aspects of the not-for-profit model for 
health care is access to tax exempt fi­
nancing. Without it, many not-for-
continued on page 44 
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RC Photography and Associates 
Professional Award Winning Photography 
Full Service Photographic Studio & Beauty Salon! 
Studio Services 
Corporate Events, Commercial Work, Weddings, Award Banquets, 
Company Parties, Reunions, Special Occasions, Family Portraits, 
Photographic Restorations, Portraits 
Salon Services 
Complete Makeovers, Hair Styling, Bridal Packages, Nails/Pedicures, 
Complete Facials 
; 9607 Business Center Dr., Ste. E 
Rancho Cucamonga, CA 91730 
(909) 989-1165 Fax (909) 989-2391 
Nalionwide: 1-888.477-7127 
Web site; www.rophotography.com 
Call for information-By appointment only! 
FREE COPIERS 
Equipment, Service and Supplies Are All Included 
Small Table Tops • Large Duplicators • Mid-Size Units 
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"The Can't Be Copied Copier Company" 
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MACHINES 
ABM will place a copier in your office Free of Charge, 
With the Cost Per Copy Program, you just pay for the 
copies. Not only will you have the flexihility you need, 
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(800) 576-4226 
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insecurity. 
Spcinider 
Monttwhag Syatems 
Process 
Monitoring 
Systems 
Central 
Station 
Monitoring 
We're a leadiitg natioital 
security company with a 
strong local comntitment to 
p ro t ec t  you  t h rough  u se  o f .  
• Cost-effective security 
technology 
• A full range of system -
capabilities 
(800) 238-4636 
ADT-INFO 
• Skilled installation and 
service 
• Our own UL-listed central 
statioiis 
Call us today for a FREE 
professional appraisal of 
your security needs. 
JANUARY 2002 INLAND EMPIRE BUSINESS JOURNAL • PAGE 43 
You ARE WHAT YOU KNOW 
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Stater Bros. Markets 
Promotes... 
continued from page 30 
Baker is a past president of the 
Western Association of Food Chains 
and serves on the board of directors 
of the California Grocers Associa­
tion, National Orange Show, Inland 
Empire Arthritis Foundation, and is a 
member of the St. Bemardine Med­
ical Center Community Board and 
the Advisory Council of the Univer­
sity of California, Riverside, Gradu­
ate School of Management. 
Graduating in 1963 from Eastem 
Kentucky University, Baker has a 
bachelor of science degree in busi­
ness. He also served as a captain in 
the United States Air Force. 
Brown stated, "Don has made 
valuable contributions to the success 
of Stater Bros., including the very 
successful and smooth transition of 
43 Albertson's and Lucky supermar­
kets into outstanding Stater Bros, su­
permarkets. " 
Brown also announced the pro­
George Frahm 
motion of George Frahm to the posi­
tion of senior vice president of ad­
ministration. 
In this capacity, Frahm is re­
sponsible for overseeing the opera­
tions of the company's personnel, 
training, labor relations, insurance, 
workers' compensation, and support 
services departments. He reports to 
Don Baker, executive vice president 
and chief operating officer of Stater 
Bros, markets. 
As a 28-year member of the 
Stater Bros. "Family" of employees, 
Frahm has extensive experience in 
retail store operations and labor rela­
tions. He has held various manage­
ment positions such as store manag­
er, grocery supervisor, district man­
ager, director of labor relations and 
most recently vice president of labor 
relations. 
Frahm received a bachelor of 
arts degree in psychology from Cal­
ifornia State University, Los Angeles 
in 1975. Frahm resides in Chino 
Hills. 
Brown stated, "George has 
proven to be a leader and a very ef­
fective and competent member of our 
senior management 
team. He has made 
many valuable con­
tributions to the suc­
cess of Stater Bros." 
Stater Bros, mar­
kets currently oper­
ates 155 supermarket 
locations, with 46 in 
San Bernardino 
County, 40 in River­
side County, 30 in Orange County, 27 
in Los Angeles County, 10 in North-
em San Diego County, and 2 in Kem 
County. There are over 13,000 mem­
bers of the Stater Bros. "Family" of 
employees. Stater Bros, is the largest 
private employer in the Inland Em­
pire of Southem California, which is 
one of the fastest growing areas in the 
United States. Headquartered in 
Colton, Stater Bros, has been serving 
Southem California customers since 
1936 and is celebrating its 65th 
Golden Anniversary. In May 2002, 
Stater Bros, will open its 156th su­
permarket in Chino Hills. 
Subscribe Now! 
Call Today 
Inland Empire Business 
Journal (909) 484-9765 
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1 Si FIPRA ANNUAL 
ROY ROGERS & DALE EVANS 
WESTERN FILM FESTIVAL 
SATURDAY AND SUNDAY 
FEBRUARY23 & 249 2002 
10 A.M. To 6 p.m. 
CINEMARK VKTrOR VALLEY 10 THEATRE 
MAI L OF YICnOR VALLEY 
VICTORVILLE, CA 
See Roy & Trigger, Dale, Gabby, Bob Nolan arul the Sons of the Pioneers 
gallop across the Big Screen in action filled Republic features and TV 
episodes, bringing truth, justice, comedy, romance and music to the 
Great American West! 
COME AND MEET THE STARS! 
Proceeds from this event benifit the 
Severly abused chilren served by the 
For tickets or for more information, please call (760) 240-3330. 
Visa & MasterCardaccepted. 
Visit our website: www-happvtrails.org 
Who's Caring for California's 
Most Vulnerable Patients? 
continued from page 41 
profit community hospitals simply 
could not survive. 
"While the medical and communi­
ty benefits flowing from not-for-
profit community hospitals are in­
valuable, many of these hospitals 
face daunting economic challenges 
that threaten their very survival," 
continued Stroud. "Protecting and 
nurturing these assets should be a 
top priority of the govemments, 
businesses and communities that 
benefit from their existence. 
"This report makes an important 
contribution to the current public 
dialogue regarding the roles and 
contributions of Califomia's non­
profit hospitals," said Joseph M. 
Hafey, President and CEO of the 
Public Health Institute. "Equally 
important, it raises critical public 
policy issues that must be ad­
dressed surrounding the financial 
crisis facing not-for-profit and pub­
lic hospitals in California." 
Rivera of the Latino Coalition for a 
Healthy Califomia agreed: "Par­
ticularly in this rapidly changing 
health care climate where millions 
of Califomians are stmggling to re­
ceive care and many hospitals are 
closing or cutting services, we 
should be working to support and 
preserve not-for-profit community 
hospitals." 
"This timely report should remind 
every legislator and public policy 
expert of the importance of pro­
tecting the nation's not-for-profit 
hospitals," said Miller of the Vol­
unteer Trustees Foundation. 
Data used in this report includes 
hospitals reporting financial data 
to the Office of Statewide Planning 
and Development in the years 
1995-1999. Statistics are for 1999 
unless otherwise noted. 
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Harvest Auction 
2001... an Evening 
With Alice Waters 
continued from page 30 
Cookbook." She has always encour­
aged her chefs and readers to decide 
what to cook for dinner only after 
visiting their local farmers' market. 
The inspiration for many of her 
honest, earthy creations is derived 
from Mediterranean cuisines and the 
creative improvisations of talented 
chefs. 
When Berkeley's Chez Panisse 
Cafe (located above the more formal 
Chez Panisse restaurant) opened on 
April Fool's Day, 1980, Waters 
wrote: "We hung the walls with old 
French movie posters advertising the 
films of Marcel Pagnol, films that 
had already provided us with both a 
name and an ideal; to create a com­
munity of friends, lovers, and rela­
tives that spans generations and is in 
tune with the seasons, the land, and 
human appetites." 
In 1994, Waters founded the Ed­
ible Schoolyard at Berkeley's Martin 
Luther King Jr. Middle School, a 
model curriculum that integrates or­
ganic gardening into academic class­
es and the life of the school as well. 
During her acceptance speech. 
Waters praised the talents of the chefs 
The gracious Alice Waters, recipient of the 2001 Robert Mondavi Wine and 
Food Award. 
who provided the 
evening's exquisite four-
course menu: Jeremiah 
Tower, Jean Pierre Moul-
le, Christopher Lee, and 
Mark Peel, giving well-
deserved kudos to all 
who were involved in her 
business "and the menu 
tonight." 
She also shared her 
belief that it is most im­
portant how food is plant­
ed; how it is picked, and 
how it gets to the table. 
"It is way more than just 
eating," Waters added, 
"it's about a set of values; 
sitting 'round a table and 
eating food grown to 
nourish (us)." 
She recognized Margrit and 
Robert Mondavi's support through 
the years and Cal Poly Pomona also. 
"This school has honored me," she 
continued, "and has accepted me and 
these ideas of food. I am very grate­
ful and thank you for having me." 
Prior to the dinner, guests en-
Joyed a silent auction and sampled 
gourmet seafood, cheeses, breads, 
and wines. During the dinner, a live 
auction with fine dining, travel and 
leisure, fine wine lots and "lots more" 
was actively raising funds for The 
Collins School of Hospitality Man­
Jim and Carol Collins, for whom the school of restau­
rant management is named, in honor of their $10 
million building and endowment gift in 1999. 
agement at Cal Poly Pomona. 
Founded in 1973, the School of 
Hotel and Restaurant Management 
became The Collins School of Hos­
pitality Management in 1999 in 
recognition of a $10 million building 
and endowment gift from Jim and 
Carol Collins. 
The school has earned an inter­
national reputation as a leader in hos­
pitality management education. To­
day, more than 600 students are pur­
suing a bachelor's degree in hotel and 
restaurant management at the school 
which is regarded as the largest and 
best of its kind on the West Coast. 
Liquid Treasure Flows From Ancient 
Springs on the San Manuel Band of 
Mission Indians' Reservation 
continued from page 1 
manly possible. It is a for-profit 
venture as well of course; a deci­
sion by the people to diversify and 
prepare for whatever the future has 
in store. It is also an opportunity to 
bring clean water back to the com-
munity-at-large, benefiting every­
one — a perfect match. 
'ini PH HP 
- .X: 
ConstructioD will soon be completed at the new state-of-the-art spring water bot­
tling facility on the San Manuel Band of Mission Indians Highland reservation. 
The location of the state-of-
the-art bottling facility and the 
four in-place, 38-foot (12 feet in 
diameter) stainless steel water 
tanks, each capable of holding 
30,000 gallons that shine at the 
base of the hillside, is an inverted 
and tiered bowl-shape that has 
been seeded with native plants and 
shrubs to hold the soil. 
Even falling rain is captured 
and clarified to be used for water­
ing the vegetation, and not allowed 
to erode or pollute the environ­
ment. Spring water is piped un­
derground from the source and 
flows down the hill into the hold­
ing tanks and from there to the 56, 
285 sq.-ft. bottling facility's "clean 
room." 
Every 15 minutes, quality con­
trol checks are scheduled. There is 
a separate clean room for bottles 
of all sizes — whatever the cus­
tomer requires, explained Peter 
Willis, formerly of Shasta and 
Sparkletts and now bringing his 
vast experience to San Manuel as 
COO of spring water operations. 
At this time, labels and names 
are still being decided upon, an­
other matter of vast importance to 
the tribe. 
All should be completed and 
ready to roll in large tankers ma­
neuvering a specially built road in 
the spectacular, hilly terrain of the 
reservation by early 2002. 
Complaints,.. Praise! 
Suggestions? E-Mail us 
iebj ©busjournal.com 
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RESTAURANT REVIEW 
As Real as It Can 
Get in Disneyland 
by Joe Lyons 
I have often referred to the dif­
ference between Louisiana or New 
Orleans-style cuisine and the real 
thing. The real thing is either Cajun 
or Creole. 
The term Cajun originated with 
the French fishermen who emigrat­
ed from Arcadia in Canada to the 
bayous, the backwater swampland 
of Louisiana. 
Creole was a city society 
formed of house slaves or domestic 
servants. Each had its own cooking 
style. Not every oyster-shooter has 
the same lineage. 
At Disney's new Downtown 
Disney attraction, fair lineage to the 
streets of New Orleans can be 
found at Ralph Brennan's Jazz 
Kitchen. And if the name Brennan's 
sounds familiar, it should. The 
Brennan family owns every restau­
rant in New Orleans, almost. 
"Almost" also describes this 
restaurant. It is as close as you will 
get to true New Orleans, just-off-
Bourbon-Street food. But consider­
ing that we are 2,000 miles away 
and in the middle of Disneyland, 
some allowances must be made. 
I love crab cakes and they are a 
great Louisiana tradition. They are 
great here too, but they are pretty 
small for the money. I had better, 
for free, during media day at the Or­
ange County Fair. The coconut 
crusted shrimp is very good, as is 
the New Orleans Andouille sausage 
steamed in Abita beer and served 
with Creole mustard sauce, al­
though I expected it to be a little 
hotter than it was. 
Likewise, the Gumbo Ya Ya in 
dark roux and seasonings was good, 
continued on page 56 
New York GrillrH 
909 / 987^x928 
950 Ontario Mills Drive, Ontario 
Mon / Thur 11:30 a.m. - 9:30 p.m. 
Fri 11:30 a.m. - 10:30 p.m. • Sat 4:30 p.m. - 10:30 p.m. 
Sun 4:00 p.m. - 9:30 p.m. • Reservations Recommended 
It's New York without the attitude! This award winning 
restaurant is where famous fare is finely defined. Our menu 
features prime steaks, Australian lobster tail, garlic roasted 
chicken, rack of lamb, prime rib and fresh seafood spe­
cialties. join us for jazz in our Manhattan Room where ac­
claimed artists have made us the Inland Empire's most inti­
mate jazz experience! We take care of every detail with in­
novative menu items, specialty dishes, dramatic desserts, out­
standing wine selection and entertainment to complement 
your dining experience - and discover our magnificent ban­
quet rooms, perfect for hosting your next event. 
Mission Inn Kicks 
Off With Month-
Long Culinary 
Extravaganza 
The Mission Inn will kick off 
with a month-long salute to the pres­
tigious James Beard House when Ex­
ecutive Chef Victor Juarez recreates 
the special four-course, prix fixe 
menu that he helped create during his 
recent visit to the culinar> institution 
in New York City. Both Duane's 
Prime Steaks & Seafood Restaurant 
and the Mission Inn Restaurant will 
offer diners the special during the 
month of January, announced Duane 
R. Roberts, "Keeper" of the Mission 
continued on page 56 
P R I M E  S T E A K  H O U S E  
222 North Vineyard Ave., okrario 
Reservations 
Porter's is proud to feature 
USDA Prime Midwestern Beef, 
' the highest quality and most fla­
vorful steaks available along 
with exceptional Fresh Seafood 
and Chops. Experience Porter's 
specialty martinis and extensive 
wine list. After dinner enjoy 
your favorite cognac, port or a 
selection from our tantalizing 
dessert menu. Semi-private din­
ing room available. Reserva­
tions required. Serving lunch 
Tuesday through Friday. Sun­
day brunch, and dinner seven 
nights a week. 
DO U B L E T R E E  
H O T E L  
O N T A R I O  
(909) 418-4808 
Live eni>;rrainment 
7 Nigh ts A Week 
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WINE REVIEW 
My Best of the Best 
Wine Books 
Christie's World Encyclopedia of 
Champagne & Sparkling Wine 
($50) by Tom Stevenson. The ulti­
mate book on bubbly wines wherev­
er they may be produced in the 
world, by the number one authority 
on the subject. Editorially thorough: 
visually spectacular. A book every 
wine library should contain. Large 
format, hardbound, with lots of col­
or graphics with 248 pages. 
Jancis Robinson's Wine Course 
(Video $99.95) This five tape series 
is as thorough a collection of wine in­
formation as you're going to fjnd on 
video. Produced for British Public 
Television, it can be enjoyed by the 
novice and the expert will have great 
difficulty finding anything to ques­
tion or criticize. 
Rhone Renaissance, The Finest 
Rhone Style Wines from France 
and the New World ($50) by Rem­
ington Norman, is one of the hottest 
new titles of the year. Everything you 
want to know about these wines; 220 
top estates profiled; 22 California 
producers and with tasting notes on 
1500 individual wines. Detail info, 
too, on the important grape varieties 
of the region, Syrah, Viognier, 
Mourvedre, Grenache and more. 
Malt WTiisky File ($20) John Lam-
ond and Robin Tucek have written. 
the most reliable and accurate books 
available on a category that includes 
many of the greatest whiskys in the 
world, and that have only recently 
been discovered by so many Ameri­
cans. "Single Malts" are like the Co­
gnacs of the whisky world. 
In Praise of Wine ($12.95) by Joni 
B. McNutt. An amazing collection of 
wine-oriented quotes from every pos­
sible source and from throughout 
recorded history. From the Bible to 
Buchwald: Pliny the Elder to Luis 
Pasteur; Thomas Jefferson to King 
Henry VII. Some of the more mod­
em quotes are especially amusing, 
such as: "Warm Dom is better than 
cold Bud" or "Wine, madam, is 
God's next best gift to man." If wine 
is your hobby, your business, a spe­
cial part of your life in any way, 
you'll definitely want this book in 
your hbrary. 
Grands Vins, The Finest Chateaux 
of Bordeaux and Their Wines 
($55.00) by Clive Coates. This mas­
sive, large format book is the most 
comprehensive and current reference 
on the subject. There are in-depth ar­
ticles on 100 different properties and 
vintage notes from the present back 
to 1928. This is the essential book on 
Bordeaux today. It is lucid and pleas­
ant reading and a fascinating lesson 
in contemporary wine-making tech­
niques and above all a celebration of 
preeminent wines. Cloth, 736 pages. 
University Wine Course ($35) by 
Marian Baldy, Ph.D. One of our best 
selling titles. "The" wine reference 
work in terms of reliable science and 
technical information. Can be used as 
a textbook, a home tutorial or a ref­
erence work. Evolved from the au­
thor's 20 years of teaching about 
wine at California State University. 
Bordeaux Atlas and Encyclopedia 
of Chateaux ($50) by Michael 
Broadbent and Hubrecht Duijker. 
Meticulously accurate atlas, lavishly 
color illustrated with clear and useful 
photos and maps. The authors' inti­
mate knowledge of each of the great 
Bordeaux estates makes this "the" 
state-of-the-art book on the region for 
research, reference work or travel. 
continued on page 57 
I Wine Selection 
|g & Best Rated 
by Bill Anthony 
Ackerman $7.00 Cooper-Garrod Estate $40.00 
Black Raspherry Bordeaux Blend 
2000 - Iowa 1997 - Santa Cruz Mountains, Cal-
Cranherry ifomia, R.V.'s Fine Claret 
2000 - Iowa Cabernet Sauvignon 
1997 - Lone Oak Vineyard, Santa 
Atlas Peak......... up to $30.00 Cmz Mountains, Califomia, Estate 
Sangiovese Bottled 
1997 - Napa Valley, Califomia 
Sangiovese Handley up to $28.00 
1997 - Napa Valley, California, Blanc de Blanc 
. Reserve 1995 - Anderson Valley, Califomia 
Chardonnay Sauvignon Blanc 
1997 - Napa Valley, Califomia 1999 - Ferrington Vineyard, Ander­
son Valley, Califomia 
Augusta .up to $9.00 
Seyval Blanc Montevina up to $18.00 
2000 - Missouri Pinot Gris 
Vignoles 1999 - Sierra Foothills, Califomia 
2000 - Missouri Syrah • 
1998 - Sierra Foothills, Amador 
Beringer $11.00 County, Califomia 
Chardotmay Zinfandel 
1999 - Califomia 1998 - Sierra Foothills, Amador 
Cabernet Sauvignon County, Califomia 
1998 - Califomia 
Pinot Noir Sterling up to $22.00 
1999 - Califomia Cabernet Sauvignon 
1998 - Central Coast, Califomia, 
Calona ..$35.00 Vinmer's Collection 
Dessert Wines Cabernet Sauvignon 
1999 - Okanagan Valley VQA, 1998 - Napa Valley, Califomia 
Canada, Ehrenfelser, lee Wine Chardoiuiay 
1999 - Central Coast, Califomia, 
Corm Creek. up to $55.00 Vintner's Collection 
Meritage Red Merlot 
1997 - Napa Valley, Califomia, An- 1998 - Central Coast, Califomia, 
thology Red Table Wine Vmmer's Collection 
Merlot . 
1998 - Napa Valley, Califomia, 
Limited Release 
"The Winegrowers of the 
Cucamonga Valley" 
Galleano Winery 
Wine Tasting Daily 
Tours Every Sat. & Sun. 
Private Labeling 
Custom Baskets & Mail Orders Available 
4231 Wineville Rd., Mira Loma, CA 91752 
(909) 685-5376 
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REAL ESTATE NOTES 
The sale of Arlington Plaza was an­
nounced today by Kevin Assef, re­
gional manager for the Ontario office 
of Marcus & Millichap Real E^state 
Investment Brokerage Company. 
The property sold for $3,800,000. 
The principals were represented by 
Alan Krueger and Charles Shilling-
ton of Marcus & Millichap's On­
tario office. The property is a shop­
ping center located at 6160 Arlington 
Ave., Riverside...The sale of the 
Country Hills Apartments was an­
nounced today by Kevin Assef, re­
gional manager for the Ontario office 
of Marcus & Millichap Real Estate 
Investment Brokerage Company. 
The property sold for $25,500,000. 
The principals were represented by 
Douglas Froehlke of Marcus & 
Millichap's Ontario office. The 
property is a 411 unit apartment 
complex located at 730 Via E)e Luna, 
Corona.. .GAA Architects of Irvine 
has been selected by Lennar Part­
ners to design their 218 acre Empire 
Center development in the city of 
Fontana.. .The sale of the Ashwood 
Apartments was announced today, 
by Kevin Assef, regional manager 
for the Ontario office of Marcus & 
Millichap Real Estate Investment 
Brokerage Company. The proper­
ty sold for $5,830,000. the princi­
pals were represented by Cray 
Carlson and Alex Garcia of Mar­
cus & Millichap's Ontario office. 
The property is a 120 unit apartment 
complex located at 12215-12325 
Graham, Moreno Valley.. .The sale 
of the Rock Creek Business Center 
was announced today by Kevin As­
sef, regional manager for the Ontario 
office of Marcus & Millichap Real 
Estate Investment Brokerage 
Company. The property sold for 
$3,800,000. The principals were rep­
resented by Drew Wetherholt and 
Ryan Beneson of Marcus & Mil­
lichap's Ontario office. The proper­
ty is an office building located at 
7177 Brockton Avenue, Riverside... 
The sale of the Ramona Garden 
Apartments was announced today 
by Kevin Assef, regional manager 
for the Ontario office of Marcus & 
Millichap Real Estate Investment 
Brokerage Company. The proper­
ty sold for $10,800,000. The princi­
pals were represented by Alex 
Mogharehi of Marcus & Mil­
lichap's Ontario office. The proper­
ty is a 140 unit apartment complex 
located at 12175 Ramona Avenue, 
Chino...Crown Moving Systems, 
an Atlanta-based moving company, 
has leased 18,232 square feet of in­
dustrial space in Rancho Cucamon-
ga, according to Gruhh & Ellis 
Company. The five year lease was 
valued at approximately $480,000. 
Crown Moving has already occu­
pied the building, which is located at 
9805 Sixth St. The company which 
operates under the Wheaton World 
Wide Moving name, relocated from 
San Bernardino. Milo Lipson of 
Gruhh & Ellis' Ontario office rep­
resented the tenant in the transaction. 
Ken Andersen and Rick John of 
Collins Commercial represented the 
landlord, the Thomas J. Cohh Trust 
of Buena Park.. .The sale of Moun­
tain View was announced by Alan 
Deszez of Sperry Van Ness. The 
property sold for $3,260,000. The 
principals were represented by Alan 
Deszez and Doug Heckle of Speny 
Van Ness. The property is an indus­
trial park located at 1525-1531 13th 
Street, Upland...Ground has been 
broken on Cahle Airport Business 
Park, a 275,000-square-foot indus­
trial project in Upland, according to 
Gruhh & Ellis Company, the pro­
ject's exclusive marketing agent. Ca­
hle Airport Business Park is a de­
velopment of Cahle Development 
LLC, which is made up of First 
Commercial Realty, Cahle Airport 
Trust and George Voight, a private 
developer in Upland. Voight is also 
the managing partner. The project is 
being marketed by Milo Lipson and 
Randy Lockhart of Gruhh & Ellis' 
Ontario office. The business park 
will be located at 1111 Airport Drive, 
which is near the northeast comer of 
Foothill Boulevard and Dewey Way, 
a site that offers immediate access to 
the 10, 210/30, 15 and 57 free­
ways. . .LaSalle Investment Man­
agement, Inc., a Chicago-based 
REIT, has purchased the Country 
Hills Apartments, a 412-unit apart­
ment complex in Corona, according 
to Gruhh & Ellis Company. The 
transaction was valued at $25.5 mil­
lion. The 15-building complex, 
which is located at 1530 Via Santia­
go, was 96 percent occupied at the 
time of sale. The property was sold 
by Investec Properties of Santa Bar­
bara. John Kalmikov and Marty 
Comhs of Gruhh & Ellis' Ontario 
office represented the seller in the 
transaction. Doug Frouke of Mar­
cus & Millichap represented the 
buyer...Snyder Langston, a 40-
year-old real estate and construction 
service company, recently completed 
constmction of a new 154,920-
square-foot industrial facility that 
now houses Las Vegas/Los Angeles 
Express. The $5-million project is a 
143,520-square-foOt warehouse/dis­
tribution center that includes 9,900 
square feet of office space on two 
levels; a 9,600-square-foot mainte­
nance building; and a 1,800-square-
fbot tmck wash. The facility, devel­
oped and owned by Wilson Income 
Properties of Lake Forest, is located 
in Ontario on a 14.5-acre parcel at the 
comer of East Belmont Street and 
South Cucamonga Avenue.. .Yoiman 
Properties, a Los Angeles-based in­
vestment group, has purchased a 
42,000-square-foot office building in 
San Bemardino, according to Gruhh 
& Ellis Company. The transaction 
was valued at $2.05 million. The 
building, which is located at 600 N. 
Arrowhead Ave., was 75 percent 
leased at the time of sale. The prop­
erty was sold by Sixth & Arrow­
head Building of San Bemardino. 
Brian Hennessey, Stella Lee and 
Chris Bair of Gruhh & Ellis' North 
Los Angeles office represented the 
buyer in the transaction. Marty 
Barkan of Gruhh & Ellis' West Los 
Angeles office represented the sell­
er... Kemal Ozkarahan of Sperry 
Van Ness announced the sale of 
Sunburst Mohil Home Park for 
$4,400,000. The property is located 
at 1895 W. Devonshire Avenue, 
Hemet Kemal Ozkarahan of Sper­
ry Van Ness represented the own­
er. . .Bumham Retail Group, a spe­
cialized industry group within Bum-
ham Real Estate Services, an­
nounces that UCLD Properties has 
sold a 29,245-square-foot parcel in 
the Perris Valley Spectrum to 
Domenigoni-Barton Properties for 
$200,000. The buyer plans to build 
a Napa Auto Parts facility on the site 
that will open in summer 2002. 
Bumham's Rick Puttkammer rep­
resented the seller, UCLD Proper­
ties. Dave Phares of DL Phares 
represented the buyer, Domenigoni-
Barton Properties... Tom Hen-
schen, acquisition/disposition direc­
tor for Beauchamp Enterprises and 
an agent with Beauchamp Realty 
Investors, announces the closing of 
the 512 unit San Tropez Apart­
ments in Palm Desert. The sale price 
was $40,000,000. The buyer was JH 
Real Estate Partners of Newport 
Beach...The sale of the Panadero 
Village was announced today by 
Kevin Assef, regional manager for 
the Ontario office of Marcus & Mil­
lichap Real Estate Investment Bro­
kerage Company. The property 
sold for $4,600,000. The principals 
were represented by Alexander Gar­
cia of Marcus & Millichap's On­
tario office. The property is a 120 
unit apartment complex located at 
15410 La Paz Drive, 
Victorville...The sale of a 134 unit 
apartment complex was announced 
by Chris Jaramillo of Sperry Van 
Ness. The property which is located 
at 14-151-154 W. Palmetto Ave, 
1021-1031 W. "B" Street, Ontario, 
sold for $8,000,000. The principals 
were represented by Kemal Ozkara­
han & Chris Jaramillo of Sperry 
Van Ness.. .Snyder Langston, a 40-
year-old real estate and constmction 
services company, recently complet­
ed constmction of a new 154,920-
square-foot industrial facility that 
rnntinupd nn naec 55 
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MANAGER'S BOOKSHELF 
Management 
In Print 
"The Golden Key: Career Success 
and Job Survival Secrets," by Tom 
B. Cooper;'Next Step Publishing & 
Consulting Company, Toronto, 
Canada; 2000; 278 pages; $16.00 
Despite the stereotypes about the 
folks in human resource departments, 
they are not "Dogbert" wannabe's 
nor escapees from some bizarre train­
ing course for sadistic bureaucrats. 
They're normal folks doing what has 
recently become the most difficult 
job in business. For example, there's 
the HR manager who recently had to 
lay off 20 percent of the company, 
herself last of all. 
Few people realize how diversi­
fied the skills of a human resource 
staff member have become. They in­
clude marketing, recruiting, salary 
and benefits selection and adminis­
tration, legal, and personnel manage­
ment. That's why it's not surprising 
to find author Tom Cooper, a long­
time HR professional, offering his 
views on how to build a successful 
career in business. 
Cooper offers advice, answers 
frequently asked questions, and sug­
gests plans that target goals in a vari­
ety of businesses. The book is more 
of a primer for someone in the first 
few years of their business careers, 
than a highly-targeted work for those 
who are well up the rungs of a career 
ladder. Even so, veterans of the busi­
ness wars may find something, too. 
One example is a reminder that set­
ting goals career goals isn't the com­
plex part of competing for space on 
the career path. Following the path is 
the hard part. 
The author offers the same sort 
of advice to the up-and-coming indi­
vidual that a mentor might provide, 
although within a far more general­
ized context. One of these pieces of 
advice may be more appropriate to­
day than in past years. It concems ac­
cepting a demotion. 
Although Cooper urges readers 
to be constantly prepared for other 
career-advancing employment op­
portunities, he recognizes there sim­
ply may be times when people aren't 
ready and economic conditions are 
unfavorable. He suggests when "you 
have no viable alternatives, accept 
the demotion." 
Cooper continues: "Don't com­
plain or grumble about your fate. 
Continue to be accommodating. 
When the economy improves, you'll 
be competitive for a higher position. 
Should you become bitter and whiny, 
it's almost a certainty that this job 
will become your ultimate career lev­
el, or worse, you may be terminated. 
In tough times, a lower classified job 
is far better than no job at all." 
The author uses the "golden key" 
as a metaphor to encourage serious 
career planning and company career 
moves. The book even includes 
worksheets that allow readers to do 
personal skill set assessments. 
One of the weaknesses in the 
book is the emphasis on career plan­
ning within a single company. Per­
haps it's one of the cultural differ­
ences between the U.S. and Canada. 
In the United States there tend to be 
many fields where "moving out to 
move up" is a way of life. 
People will leave Company A for 
a somewhat better position at anoth­
er organization. Two years later, they 
leave Company B and return to then-
previous employer at a much higher 
level. In nearly all cases this is a 
planned career path. There are, in 
fact, mentors that recommend it. 
The author, while recognizing 
the need to fully pursue a career by 
leaving one organization for another, 
tends to focus on making career 
moves within the same company. Al­
though this may make following a 
career plan a bit less complex, it 
lends a touch of unreality in the U.S. 
market. 
Another area that Cooper leaves 
pretty much untouched is the grow­
ing trend, especially in the U.S., to 
hire "consulting contractors" for a va­
riety of positions. This has been par­
ticularly noticeable in the information 
technology field. Highly-skilled in­
dividuals are brought into a compa­
ny as independent contractors, then 
released when a project or program 
is complete. 
What once applied to informa­
tion technology is spreading to other 
areas such as accoimting, design en­
gineering and bio-technology. The 
use of "temporary" employees now 
stretches from administrative assis­
tants to the "chief levels in the ex­
ecutive ^ uite. It is now possible to 
"rent" CFOs, CIOs, and even CEOs. 
It is not beyond possibility that a 
yoimg man or woman aspiring to the 
executive suite may follow an inde­
pendent contractor path to it. 
This isn't die definitive book on 
the subject of career planning, but a 
yoimg person who wants to discover 
a good way to set up a pathway over 
the crevices and roadblocks that in­
evitably lie ahead could do a lot 
worse than starting with "The Gold­
en Key." Keep in mind, however, 
what the author admits early on. Be 
ready for change when it comes, be­
cause change is the only constant fact 
of business life. 
— Henry Holtzjnan 
Best-selling Business Books 
Here are the current top 10 best-selling books for business. The list is compiled based on informaticm received from retail book­
stores throughout the U.S.A: 
1. "Jack: Straight From the Gut," by Jack Welch and John A, Byrne (Warner Bros. ...$29.95) (1)* Akindaf Jack 
Welch reveals why he was so driven as GE's CEO. 
2. 'Tish! A Remaikahle Way to Boost Morale and Improve Results," by S. Lundin, J. Chiistiamsen & H. Paul 
(Hyperion...$19.95) (2) Putting fun and games back into daily work. 
3 "Good to Great," by Jim Collins (HaiperCollins...$27.50)** Climbing the steps from being good to being great 
4. "Who Moved My Cheese?" by Spencer Johnson (Putnam...$19.95)***(2) A way to deal with change ^  work 
and away from it. 
5. ''Getting Things Done: The Art (rf Stress-Free Productivity," David AUen (Viking Pengum...$24,95) (6) Why 
productivity depends on relaxation, not hyperactivity. 
6. "Rich Dad, Poor Dad: What the Rich Teach Their Kids About Money That the Poor and Middle Class 
Do Not," by Robert T. Kiyosaki and Sharon L. Lechter (Warner Books...$15.95)***(4) It takes know-how about 
using money to become rich. 
7. "The Myth of Excellence," by Fred Crawford and Ryan Matthews (Crown Publishing...$27.50) (5) Why focus 
is the reason great companies excel. 
8. "First, Break AH the Rules," by Marcus Buckmgham and Curt Coffinan (Simon & Schuster...$25.00) (7)*** 
Great managers break the conventional management rules. 
9. "Speed Is Life," by Bob Davis (Doubleday...$24.95) (9) How Bob Davis achieved the metecaic rise of Lycos. 
10. "Brand Warfare: 10 Rules for Building the.KUler Brand," by David DiAlessandro (McGraw-Hill„.$24.95) 
(8) Identity depends on connecting with real customer problems. 
*{l)~ Iruikates  a  book's  pmdous posi t ionm Ae l is t .  
** — Indicates a book's first appearance on the list 
*** — Indicates a book previously mdie list is back on it 
PAGE 50 • INLAND EMPIRE BUSINESS JOURNAL JANUARY 2002 
'THANK 
TOUfOfi 
HOLDING* 
—hello? 
Your company may not leave callers 'on-hold' this long 
But any time 'on-hold' can seem like an etcmicy. unless you 
provide them with valuable information that can help them' 
make. informed decisions about doing business with your 
company. 
Little Bear Enterprises 
1-714-899-9310 
Contact Teddy 
"Helping people create a better future 
BUSINBSSTOBUSI  ^
COURIER SERVICE 
A 4^  JEt/. 
TWO WEEKS ONE WEEK 9 • SAME DAY 
Your Intra-County business mail will be picked up by courier 
TVVICE a day arxj hard delivered on our next route. 
SgnticegAwaOUUmiactuikK 
• Same Day Delivery • Special Messenger 
• Couriers • Bag Exchanges 
• Tailored Delivery Systems • Overnight Letter Service 
• Parcel Delivery 
junkp. 
a»rni tmmrr mtmmm tuuL 
For Service in ttie Inland Empire call: 
1 • 800 • GO • 4 • ICBM 
Serving all of Southern California 
BUSINESS INFORMATION RESOURCES 
WEBSITES 
Aviastar Communications, Inc www.aviastar.net 
Agricultural Export Program (AEP), Calif. DepL of Food and Agrkulture 
www.atinet.oig/aep 
BestBetsofThingstodo.com 
searlstatier.com 
Business Bank of California 
www.businessbank.com 
California State Government Home Page 
www.ca.gov 
Center for Intemationai li'ade Development 
www.resources4u.com/citd/ 
City Business Guide CITIVU Rancho Cucamonga 
www.citivu.com 
Columbia Chino Valley Medical Center 
hwww.cvmc.com 
First Federal Savings of San Gabriel VaUey 
www.firstfederalsgv.com 
PFF Bank & Thist www.pffbank.com 
I.E. Small Business Dev. Ctr www.iesbdc.org 
Marriage & Family Therapist www.claremontcounseling.com 
Small Business Developm. Center www.iesbdc.org 
Ui!. President www.whitehouse.gov 
E-MAIL ADDRESSES 
Bill Leonard senator.leonard@sen.ca.gov 
California Center for Health Improvement 
cchimail@aol.com 
bland Empire bternational Busmess Association 
ieibatrade@aol.com 
Women-Owned Businesses with direct access to the 
Federal Acquisition Tools womenbiz.gov 
UJS. President president@whitehouse.gov 
U.S. Government Printing OfBce, GPO Access 
gpoaccess@gpo.gov 
U.S. President president@whitehouse.gov 
BULLETIN BOARD SERVICES (BBS) 
Information is subject to change without notice and some opeiatois may chaige fees. 
Alice's Wonderlaiid: Amateur radio, Psion and Renegade support, C!D-ROM, No Ratios, On-line games, 
active message bases; (909) 597-4469. 
Apple Elite ft: Networked messaging, on-line games, transfers for Apple n and Mac, 14.4 baud; (909) 359-
5338 
The Bkiepriiit Place BBS: CAD-plotting service; drop "DWG" Auto-CAD files, zipped and text file in CAD 
library, 14.4 baud; (310) 595-5088. 
Mine and Yours BBS: WWIV Networks, Large File, MSG Base, Games, Internet e-mail and Local Echos, 
Fees free; (760) 244-0826. 
Ebix — Business: Business management, labor laws, CPA issues, human resources, employee benefits, 
14.4 baud, 24 hours; (714) 239-68M. 
InvestorLink: Stock, commodity prices, real estate, daily news, personal finance, mutual funds, 28.8 baud; 
(818)3314611. 
Mommadillo's BBS & Breakfast: WwivNet, E-mail, TradeWards, Lord Scrabble On-line, 14.4 baud; (310) 
432-2423. 
PC-Windowmaker BBS — A,U.GJJ;.: Computer user group club BBS, supporting IBM, Atari and Mac 
downloads, on-line games, RIP menus, 28.8 baud. (909) 637-1274. 
:f LIST YOUR BULLETIN BOARD 
Name of board 
Phone number 
1 a General Interest O oduct support Modem speed 
j • Specialty: 
I E-mail services 
j Features 
I Fees 
I 
Hours. 
Voice phone. 
• I 
The Inland Empire Business Journal is compiling a list of the local bulletin boards. If you would 
like to have your board included, fill out this coupon and mail it to: Inland Empire Business Jour 
nal. Attn.: Bulletin Boards. 8560 Vineyard Ave . Ste. 306. Rancho Cucamonga. OA 91730-4352 
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Children's Fund 
Celebration 
Children's Fund 
Kicks Off Annual 
Celebration 
On Dec. 11, Children's 
Fund kicked off its Annual 
Celebration of Giving. In the 
rotunda of the County Govern­
ment Center in San Bernardi­
no, donors, volunteers, the 
fund's board of directors, and 
the ccHxnty board of supervisors 
joined in to celebrate the gifts 
that will make Christmas a re­
ality for thousands of children. 
In addition to celebrating 
the campaign, two special pre­
sentations were given. Chil­
dren's Fund Chairman WiUiam 
Meyer, and Supervisor Dennis 
Hansberger, accepted a check 
from Robbi DeVries, president 
of the Bonnes Meres Auxiliary 
in Redlands, for $58,000 — 
the proceeds from the holiday 
auction held in November. A 
check for $23,720 was pre­
sented by Children's Fund 
Chairman William Meyer from 
his organization. Kaiser Per-
manente, to Children's Fund 
and Supervisor Jon Mikels. 
These dollars will be used to 
expand the imPACCT jMogram 
which targets teens in area high 
schools to address youth de­
velopment efforts. The focus 
for these funds is in the 
Fontana community. 
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American Heart 
Association Journal 
Report: 
continued from page 19 
Infants, it might adversely affect nor­
mal blood flow in parts of the heart. 
"There have been some reports of 
greater complications for children un­
der 15 kilograms (33 pounds), and we 
have a lot of theoretical reasons to be 
concerned about doing ablation in chil­
dren so young, whose heart muscle is 
still developing," says Blaufox. 
However, several things make 
RFCA desirable for infants, if the pro­
cedure is safe. Anhythmias in infants 
may cause more problems than in old­
er children, for example, and they are 
more difficult to treat with medica­
tions. 
Blaufox and his colleagues re­
viewed records from a database called 
the Pediatric Catheter Ablation Reg­
istry in order to determine why physi­
cians use RFCA in infants, its compli­
cations, and its efficacy. 
"We simply wanted to find out if 
doing ablations in very young children 
was effective and safe," he says. 
The researchers compared 137 in­
fants, age's 2 weeks to 18 months, who 
underwent the procedure between Au­
gust 1989 and January 1999 with 
5,960 patients, age's 19 months to 21 
years, who had RFCA between 1991 
and 1998. Twenty-eight of the 49 cen­
ters submitting results to the database 
during that period reported performing 
RFCA on infants. 
"We want to find out why infants 
were having ablations," says Blaufox. 
"It seems the procedures in infants are 
often being done on those who have 
what is perceived as life-threatening 
anhythmias, and only after they have 
failed medical therapy." 
Among the infants in the study, 
36.1 percent had congenital heart de­
fects compared with 11.2 percent of 
the older patients. And 33 percent of 
the infants underwent RFCA for life-
threatening heart rhythms versus 7.7 
percent in the older group. 
The researchers found no statisti­
cal difference between the two groups 
in RFCA's effectiveness in treating ar­
rhythmias, although the trend in suc­
cess favored the older patients, 90 per­
cent versus 87.6 percent in the infants. 
A total of 12 major and minor 
complications occurred in the infant 
group, including one death. The re­
search team found no statistically sig­
nificant difference in the complication 
rate between the infant group and the 
older patients for either total compli­
cations (7.8 percent vs. 7.4 percent) or 
major complications (4.6 percent vs. 
2.9 percent). 
One reason why the study did not 
confirm previous reports of more 
comphcations in infants may be that it 
covered five additional years of data. 
These were years when physicians 
who had improved their RFCA skills 
were obtaining better results. 
However, Blaufox notes that the 
small number of complications among 
the infants reduced the statistical cer­
tainty of the analysis. "I am not cer­
tain that we would have found no dif­
ference between the two groups if 
there had been 100 more infants in the 
study," he says. 
Success was unrelated to a pa­
tient's weight or age, the size of the 
medical center where the procedure 
occurred, or whether or not the patient 
had a heart defect 
"However, more experienced 
physicians were more likely to per­
form successful procedures in infants 
than those with less experience," says 
Blaufox. 
In both groups, most patients woe 
treated for accessory pathway-mediat­
ed tachycardia. In this ailment heart 
muscle fiom the IOWCT pumping cham­
bers sets up an abnormal electrical 
bridge to the upper chamber that caus­
es rapid heartbeats. 
Co-authors are Gary L Felix^ 
B.S.; J. Philip Saul, M.D.; and partic­
ipating members of the Pediatric 
Catheter Ablation Registry. 
EXECUTIVE NOTES 
Cory R. Week has joined the Red-
lands law firm of Welebir McCune 
& Jure. Week most recently served 
as both a leading defense counsel and 
prosecutor in the United States Ma­
rine Corps, where he was named the 
1999 Outstanding Young Lawyer by 
the American Bar Association. A 
graduate of Rim of the World High 
School, Comell University and Uni­
versity of San Diego School of Law, 
Week's practice area will be person­
al injury, product liability and class 
action...Susan A. Nelson, head of 
schools for The Webb Schools, lo­
cated in Claremont, armounced that 
Leo G. MarshaU has been appoint­
ed director of admission of The Webb 
Schools. As director of admission, 
MarshaU is responsible for carrying 
out the schools' mission of attracting 
superior students and overseeing ad­
mission to Webb School of Cahfor-
nia for boys and Vivian Webb 
School for girls. Additionally, he co­
ordinates financial aid administra­
tion. . .The Los Angeles County Fair 
Association announces new addi­
tions to the Fairplex staff, home of 
the L.A. County Fair. Lisa Girola-
mi has joined Fairplex in the newly-
created position of director of creative 
development. She will be responsi­
ble for brand development, enter­
tainment and innovation and will 
oversee the exhibits department. 
... JuUe Freund of Huntington Beach 
is the Fairplex advance sales super­
visor. She will replace Melissa De-
Monaco-Tapia, who will now be 
handling year-round sales. Freund 
was previously employed by Family 
Fun Center in Anaheim as director of 
sales.. .Malti Desai, form^ly human 
resources administrator, has been ap­
pointed human resources supervisor. 
Desai has been with Fairplex since 
1996.. .Eastern Municipal Water Dis­
trict Director Marion V. Ashely was 
tapped for one of California's most 
important water industry positions. 
Ashley, 66, was named chairman of 
the Metropolitan Water District's 
Engineerii^  and Operations Com­
mittee. Ashley, who has served as 
Eastern's director on the MetropoUtan 
board since January, 2001, is a certi­
fied public accountant and president 
of Ashley Capital...Max E. 
Williams, AIA, AICP announced 
Geoffrey A. Bqnney, AIA has joined 
Williams Chiao Architects, LLP 
(WCA) as a partner. Bonney was for­
merly a principal with Ramsey Bur-
gin Smith Architects, Inc. of North 
Carolina. He has extensive architec­
tural experience in school design, 
church-related facihties, commercial 
buildings and retail centers. Bonney 
is a graduate of Califconia State Poly­
technic University, Pomona and a li­
censed architect. He is primarily re­
sponsible for technology/CADD man­
agement and construction documents 
for WCA. 
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ITESOURCE DIRECTORY 
OAK HILLS PROPERTIES PRESENTS. 
15165 Seventh Street - Victorville 
9 Unit Professional Building on 1.2 Acres 
8606 Square Feet - $750,000 
The Victor Valley Dental Plaza is a Landmark Complex Located in the "Heart 
of Victorville" at the Comer of Seventh and Merrill Streets, South of Mojave 
Drive, offering Freeway Access, Great Visibility, Attractive Landscaping, and 
Plenty of Parking. Existing Tenants include Dr. Han Choe, Radio Mexico, 
Peter's Dental Lab, a Mortgage Lender and Heavenly Hair Fashions. The 
Grounds are Well Maintained: the seller has invested over $20,000 into the 
buildings, grounds, and parking within the last year alone. The complex is 
well suited to any professional tenant. Owner will Carry with a minimal down 
to a qualified buyer. Shown by Appointment Only. 
Call Mark Lawson at Oak Hills Properties 
6694 Caliente Road - Suite B 
Oak Hills, California 92345 
(760) 948-7653 or (888) 216-1629 
e C U R H I l T  C A T C R I N C  
FOR ALL YOUR CORPORATE CATERING NEEDS 
FEATURING 
•Executive Lunches • Company Picnics • Box Lunches/Mixers • 
Continental Breakfast • Grand Openings • Delivery/Full Service 
(909) 923-8030 • Fax (909) 923-8620 
Remember... 
You never get a second chance 
to make a first 
tP impression A4 
CALKWin FREE ESTIMATE 
088-794-2088 
' Free Airport Shuttle 
' Deluxe Continental 
Breakfast 
• Local Phone Calls 
' Sparkling Outdoor 
Pool/Jacuzzi 
• HBO/ESPN/CNN 
• Meeting Room 
' One King or Two 
Queen 
' Non-Smoking Rooms 
Available 
Quality 
Inn 
Just 2 miles from the 
Ontario Airport! 
1655 E. Fourth 
Ontario, CA 91764 
909-986-8898 
So... 
? What's 
For 
Dinner? 
Publisher Bill Anthony and TV news anchor Joe Lyons regularly visit 
some of the nicest restaurants in Southem Califomia. 
You read all about it in the Inland Empire Business Journal 
But you may not always agree. 
Send a card or letter. We may select you to join us on an upcoming 
restaurant review. 
Write: Restaurant Review 
c/o Inland Empire Business Joumal, 8560 Vineyard Ave., Ste. 306 
Rancho Cucamonga, CA 91730 
Or call: (909) 484-9765 
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Business and Legal 
Partner You CAN 
Afford! 
by Claudia Kim Wolfkind 
Okay, everyone in business 
knows that it's smart to have a savvy 
business attorney on your side, espe­
cially in today's sliding economy. 
But unless you've got a large corpo­
ration with a law firm on retainer— 
you're probably saying to yourself, 
"Yeah, yeah, yeah, but who can af­
ford it?!" Well, in the words of late 
night television host. Jay Leno, 
"Funny you should ask!" Because 
the answer is "YOU can!" 
We're cracking open the best 
kept secret that can give you and 
your business the advice and protec­
tion that could not only shield you 
from today's unsettling business 
forecast, but help you flourish in 
spite of it. Imagine having one of 
California's largest and most presti­
gious law firms watching your back. 
Imagine having the availability of 
top business consultants to help you 
with a myriad of subjects from: mar­
keting and accounting to finance, 
taxes, management, insurance and 
even the Internet! 
The secret is Pre-Paid Legal Ser­
vices, Inc. & GoSmallBiz.com. Pre-
Paid Legal Services, Inc. is a 30-
year-old, debt-free, NYSE company 
that has been rated by Forbes Mag­
azine five years in a row as one of 
the top 200 best small companies in 
America. GoSmallBiz.com was 
founded by NFL Hall-of-Famer Fran 
Tarkenton. Together it's an unbeat­
able package for small businesses, 
with plans such as the Home-Based 
Business plan. Legal Plan for the 
Self-Employed and the Business 
Owner's Legal Solution Plan, with 
two tiers of participation for busi­
nesses that have less than 100 em­
ployees. 
Okay, yes, it all sounds interest­
ing, but what kind of services do you 
get and how much is it going to cost? 
Well, you'd be surprised at the amaz­
ing level of services and protection 
you'll get! Ask yourself this, how 
much would you have to pay to be 
protected like the "big boys?" 
What would you have to pay the 
average $200 an hour attorney for 
unlimited phone consultation, for le­
gal correspondence, debt collection 
letters, contract review, document re­
view, trial defense services and 
more? Add that up. Then add in 
GoSmallBiz.com's unlimited busi­
ness consultation, which no law firm 
could even provide. 
The dollar amount would be 
staggering. But with a Pre-Paid Le-
gal/GoSmallBiz.com plan, a business 
with 50 employees would pay just 
$2.50 a day! That's less than my 
Cafe Mocha! Plans for businesses 
run from home and self-employed 
professionals are even less. We can 
even protect your family, (yes, even 
your teenage drivers!) and your em­
ployees, to bulletproof your business 
and your life. 
Yes, I know, it sounds too good 
to be true. But what if it IS true? It 
can't hurt to find out. Go ahead, kick 
the tires, because it's risk-free; there 
are no long term contracts. And with 
access to the same law firm (lawyers, 
NOT paralegals) used by the Los 
Angeles Dodgers, Rite-Aid Pharma­
cy and State Farm Insurance, isn't it 
worth a look to get all those nagging 
problems handled so you can do 
what YOU do best, run your busi­
ness? 
Claudia Kim Wolfkind is an Inde­
pendent Associate with Pre-Paid Le­
gal Services, Inc. She can be reach 
at (909) 304-1957 or email her at: 
"mailto: Claudia® getprotected-
now.com" or Claudia®getprotect-
ednow.com. 
Avoiding the $90 Million 
Misclassiff cation 
continued from page 20 
some managers and supervisors also per­
form the same work as their subordinates. 
Sometimes such employees are titled "as­
sistant manager" or "management trainee." 
These positions run a higher risk of being 
found nonexempt. If you have positions 
like this, pay extra attention that the em­
ployees spend the majority of their time 
performing exempt duties. 
• Look for positions where the work 
performed is routine. If the employee does 
not have to exercise much independent 
thinking on the job, it is likely not to be ex­
empt. In this era of computerization, many 
jobs that used to be exempt no longer are 
because computer software can make many 
decisions that employees used to have to 
make. 
• For "administrative" employees, 
keep in mind the administrative/pro-duc-
tion worker distinction. The mistake made 
by Farmers was that its claims adjusters did 
not perform in a truly "administrative" role, 
but instead actually "produced" the servic­
es that Farmers "sold." Before you classi­
fy an employee as "administrative," ensure 
that the employee is not actually a "pro­
duction worker" of the goods or services 
that your enterprise exists to produce or 
market. 
• Be conservative. Because of the po­
tential ramifications of niisclassifying em­
ployees, don't resolve doubts in favor of 
the exemption. Especially for positions 
with large numbers of employees, it is sim­
ply not worth the risk of a subsequent law­
suit. 
• Consult legal counsel when unsure. 
There are many positions where the line be­
tween exempt and nonexempt is blurred. 
Some of those lines have been discussed in 
regulations or prior court decisions. It is 
wiser to answer the hard questions now, be­
fore your company is faced with an expen­
sive lawsuit. 
Brutocao is a senior associate in the labor 
and employment group ofBrobeck, Phleger 
& Harrison LLP in Austin, Texas. He is ad­
mitted to practice law in both California 
and Texas, and regularly represents em­
ployers in both states in all aspects of em­
ployment law, including drafting and ne­
gotiating agreements, advising employers, 
resporuling to state and federal regulatory 
agencies, and litigating disputes with cur­
rent and former employees. He formerly 
practiced labor and employment law in Los 
Angeles prior to relocating to Texas in 
2000. 
Coming Soon 
•• Sneak Preview ii 
^ 
Coming in the February Issue 
EDITORIAL FOCUS 
RESroENTIAL REAL ESTATE 
ARCHITECTURE / LAND PLANNING 
COMMERCIAL R.E. DEVELOPERS 
SUPPLEMENTS 
BUSINESS BANKING 
BUILDING AND DEVELOPMENT 
2002 ECONOMIC CONFERENCE 
THE LISTS for FEBRUARY 
INDEPENDENT BANKS 
RESIDENTIAL BUILDERS 
COMMERCIAL/INDUSTRIAL CONTRACTORS 
ARCHITECTURAL ENGINEFiUNG, PLANNING FIRMS 
1 INLAND EMPIRE business lourna ' 
*Is your company on OUR list? It 
should be!! If you think your company 
qualifies to be included on any of the 
December lists and you have not re­
ceived a simple questionnaire from In­
land Empire Business Journal, please 
contact: 
(909) 484-9765 
SPACE RESERVATION 
DEADLINE 
Jan. 20 
For information call: 
(909) 484-9765 exL 26 
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2001 Year End Review 
Record Boom in 
Powerplant 
Construction 
Reaches Plateau 
continued from page 3 
new capacity are still in the pipeline." 
ENR and Power report that ca­
pacity additions will continue around 
45,000 MW in 2002, but then will 
begin to ebb on an annual basis na­
tionally. However, new plant con­
struction in capacity short regions 
such as the West and Northeast 
should continue unabated. 
The report also speaks of a 
shakeout in ownership of new mer­
chant capacity, with a small number 
of financially strong players consol­
idating their positions as weaker 
groups fade. An industry database 
maintained by RDI—like Power 
Magazine—lists 473,000 MW of 
new capacity in construction or de­
velopment, but notes that about 
60,000 MW of this have been put on 
hold or canceled. 
"Constraints on fuel also factor 
in the slowing Of powerplant con-
"The Colonies" 
Take Root in 
Upland 
continued from page 31 
freeway running through the most 
affluent areas of the Inland Em­
pire," he states. "The opportunity 
is huge here for Upland, simply 
huge." 
The residential development 
has a rough value of $385 million 
dollars, with the associated per­
centage of property taxes; while 
the commercial development is 
worth more than another half-bil-
lion when built out. The 210 Free­
way extension also has the poten­
tial to easily draw shoppers from 
an area ranging from Pasadena to 
San Bemardino. 
Ultimately, it also lies along 
what is bound to become the new 
gateway between the Los Angeles 
metro area and Las Vegas, Nevada. 
struction," said Robert Swanekamp, 
editor-in-chief. Power. "Approxi­
mately 90 percent of proposed plants 
would use gas. The gas industry is 
expected to increase supplies one 
percent to three percent annually in 
the coming years, not enough to fuel 
the 400,000 MW of new merchant 
capacity in the timeframe originally 
planned. Expect capacity additions 
of 46,000 MW in 2001 and between 
36,000 MW and 53,000 MW in 2002 
based on plants now in construction 
and in advanced development. We 
expect the gas constraints will limit 
further additions to about 20,000 
MW annually through 2005. 
A third major factor likely to re­
strict new powerplant constmction is 
the nation's challenged electricity 
transmission system, which was not 
built to handle large-scale merchant 
traffic between regions. Several 
states have been forced to slow per­
mitting because local grids cannot 
handle additional load. 
It is estimated that the power in­
dustry since 1999 has borrowed $50 
billion to finance the new wave of 
plant construction. The economic 
downturn and less optimistic fore-. 
Stress-Less 
Resolutions for the 
New Year 
continued from page 19 
movement is not only good for you 
physically, but it actually improves 
your mental outlook as well." 
MORE RESOLVED; I can do 
this, I respond. Anyone can! In fact, 
"doing," I discover, rates at the top of 
the list of stress reducers—^thinking 
about doing, doesn't. There's a case 
to be made, that stress results not so 
much from, say, having too much to 
do, as from worrying/thinking about 
having too much to do and then not 
doing it. Movement—^through exer­
cise, or toward completion of a goal 
or project, even in small increments, 
is highly satisfying, even before the 
final result is accomplished. Action 
is empowering. I consider the Nike 
mantra for stress management. "Just 
do it!" Not bad advice. 
word energy price estimates have 
created a new climate in which cred­
it ratings for the Competitive energy 
industry are expected to drop, possi­
bly putting a crimp in borrowing 
power for marginal projects. 
However, even with the decline 
in the U.S. generation market, ca­
pacity is being installed at a far more 
robust rate today than at any time 
during the 1980s and 1990s. The 
U.S. will be the main attraction in the 
global marketplace for new plant 
construction for the foreseeable fu­
ture. 
The 84-page Powerplant Con­
struction Report is co-produced by 
the staffs of ENR and Power. The is­
sue takes detailed looks at: the short­
age of qualified power contractors; 
risk-sharing contract strategies; ener­
gy resources such as gas, coal, hy­
droelectric, renewable and nuclear; 
the top 10 power owners; and a 
complete listing of the U.S. plants 
over 50 MW in startup, under con­
struction or planned. 
The market overview of the 
powerplant construction report is ac­
cessible on www.enr.com. 
VIP, Inc. Celebrates 
With a Hobday 
Grand Opening and 
15th Anniversary 
Spectacular 
continued from page 3 
liken and south of Arrow Highway 
off Jersey Blvd. 
"With the recent move 
into our new facility, VIP's pro­
duction and workforce capabilities 
are now stronger than ever," ex­
pressed Wendy Rogina, VIP exec­
utive director. "VIP workers are 
carefully supervised and we guar­
antee the quality of our workman­
ship — partnering with VIP can 
make an incredible difference in 
your business and in the lives of 
many people with special needs." 
VIP is a nonprofit organization 
serving Riverside, San Bemardino, 
Orange, and Los Angeles counties. 
Additional VIP facilities are locat­
ed in San Bemardino and Hespe-
ria Forfurther information, please 
contact Shirley Yamano at (909) 
483-5924. 
I consult another expert. Paul 
Westphal, former head coach of the 
Seattle Supersonics, offers me addi­
tional coaching on the action theme. 
"Prepare, practice, play the percent-
"7/1 fact, move­
ment is not only 
good for you physi­
cally, but it actually 
improves your men­
tal outlook as well'' 
ages and then let-er-rip," he says. 
"The more prepared you are, the bet­
ter; after that, the looser you are, the 
better. And you need to understand 
you might fail. You have before, and 
you probably will again. Move on. 
You just do your very best at the mo­
ment. You can't do better than your 
best." 
RESOLVED, AND RE­
LAXED: Edstrom would agree. 
"We need to err gracefully, she adds, 
without guilt—coupling strong re­
solve with self-forgiveness, allowing 
for mistakes as part of the whole pic­
ture." 
I ponder, "the whole picture." 
Stress reduction is really a lifestyle. 
It involves learning to make the dai­
ly, conscious choices to take control 
of our lives. It's not so much the cir­
cumstances as our choice of reac­
tions to them. 
I breathe a sigh of relief. It's 
largely in my control, I muse. And 
for what isn't, I'm adopting the cab 
driver's motto: FIDO. Forget it Dri­
ve on. 
For additional information and 
free tips contact Krs Edstrom at 
www.AskKrs.com or (323) 851-8623. 
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BANKRUFTCIES 
Inc., 30098 Centro Vista, Highland; Mary Leedom dba Mountain Rose 
debts; $329,962, assets: $239,400; Gift Baskets, 2120 Wilderness Road, 
Chapter?. Running Springs; debts: $185,882, 
assets: $181,919; Chapter 7. 
Guadalupe Garza, Celia P. Garza, 
fdba Garza & Sons TYucking, 6650 Donna S. Lopez, fdba Puppy Luv, 
Wineville Mira Loma; debts: fdba Let's Tan, fdba Luvit Clean-
$216,615, assets: $191,407; Chapter ing, 227 Stone Terrace, #333, Palm 
7. Springs; debts, assets schedule not 
available; Chapter 7. 
Jamie Mendez Gomez, Irma Ortiz 
Gomez, dba Visual Witness, 2286 Adesino Luke, fdba Empire Sports 
Begonia Court, Hemet; debts: Shoes, fdba Fontana Sports Shoes, 
$219,250, assets: $165,835; Chapter 15884 Mariposa Drive, Fontana; 
7- debts: $302,234, assets: $184,040; 
Chapter 7. 
Gordon E. Grimes Jr., dba 
Donut-N-Bui^ er, 23415 Vista Way, Stephen E. Luth, Ester A. Luth, 
Quail Valley; debts: $306,441, assets: fdba Desert Flatts, 25750 Rice 
$3,569; Chapter 7. Road, Desert Center, debts: $144,716, 
assets: $100,730; Chapter 7. 
Thomas Alan Harebottle, aka Tom 
A. Harebottle, Angela Limon Hare- Ronald J. Morrison, fdba RPM 
bottle, aka Angela Michaels, fdba Construction, 913 Big Bear Moun-
Valerie Jean's Desert Oasis, 49295 tain; debts: $ 112,3) ,^ assets: $7,800; 
Garland St., Indio; debts: $186,320, Chapter?, 
assets: $9,650; Chapter 7. 
Khaled A. Noor, Fariha Noor, fka 
David Hayes, Dolores Hayes, dba Shanin Rahman, dba Plum TYee 
Daves Cue Repair; 29901 Sun Market, 4115 Crooked Stick Lane, 
Country Lane, Sun City; debts: Corona; debts: $402,896, assets: 
$215,209, assets: $156,225; Chapter $353,250; Chapter 7. 
13. 
Gunn Young Park, Kyung Hee 
Richard Jensen, Sara Lee Fran- Park, dba The Green Burrito, 841 
chise, 21842 Nance St., Penis; debts: E. Tam 0 Shanter St., Ontario; debts, 
$129,815, assets: $155,425; Chapter assets schedule not available; Chap-
13. ter7. 
Stephen Byron Bailey, Kathy Jo 
Bailey, aka Kathy Jo Siegman, fdba 
Victor Billiards, 12373 Acanthus, 
Phelan; debts: $155,418, assets: 
$130,512; Chapter 7. 
Craig Robert Bateman, faw Drago 
and Associates L.P., 34798 Bella 
Vista Drive, Yucaipa; debts: 
$549,507, assets: $313,638; Chapter 
7. 
Richard Collins, Brenda Collins, 
fdba Venus Body & Bath, 12440 
Warbler Ave., Grand Terrace; debts: 
$117,078, assets: $129,764; Chapter 
7. 
David Court, Diane Renee Court, 
fdba Foothill Lawnmower, 1536 N. 
Bonita Court, Ontario; debts: 
$313,322, assets: $308,800; Chapter 
7. 
Charles Roy Denney, Connie Lee 
Denney, dba Chuck's Pool Service, 
6907 Goodview Ave., Riverside; 
debts: $116,787, assets: $147,577; 
Chapter 7. 
Eric Jose Dorati, fdba Design 2000 
Construction, fdba Papa Vic's 
Burgers and More, 5200 Canyon 
Crest, #19, Riverside; debts, assets 
schedule not available; Chapter 7. 
Roderick M. Gallagher, dba Mr. 
Spot Auto Repair, 410 Snowbird 
Lane, Corona; debts: $353,299, as­
sets: $460,095; Chapter 13. 
Greg A. Garcia, Diane Patricia 
Garda, faw Executive Delivery 
David Brian Leedom, aka David B. 
Leedom, aka David Leedom, aka 
Dave Leedom, Mary Andrea Lee­
dom, aka Mary A. Leedom, aka 
Jonathan M. Ryan, dba 3D Sports-
ware & Embroidery, fdba RYNO 
Sports, 2508 Fairglen Place, Corona; 
debts: $77,417, assets: $56,731; 
Chapter 13. 
Roger Dale Sanford, Belinda Lau­
ra Sanford, fdba Sanford Con­
struction, 18593 Atlantic St., Hespe-
ria; debts: $203,457, assets: $194,592; 
Chapter 7. 
Daniel K. Smith, Sheri D. Smith, 
fdba Sheridan Shoe Cleaning Ser­
vice, 16605 Elaine Drive, Desert Hot 
Springs; debts: $622,940, assets: 
$477,120; Chapter 7. 
Robert Joseph Such, Judith Kay 
Such, dba Real Estate Loan Net­
work, 42-385 Wisconsin, Palm 
Desert; debts: $382,849, assets: 
$239,704; Chapter 7. 
Ron Edward Talbott, lY^cy Louise 
Talbott, aka Tiracy Louise Richard­
son, faw State Environmental 
Equipment Inc, faw State Environ­
mental Management Inc., 1797 Ash 
Road, Wrightwood; debts: 
$3,058,018, assets: $500,657; Chap­
ter?. 
Darwin Tesch, Deborah A. Tesch, 
dba Horizon Pest Control, fdba 
Tesch Enterprises, 28260 Landau, 
#A, Cathedral City; debts, assets 
schedule not available; Chapter 7. 
Joseph Richard Vazquez, fdba 
Joe's Main Street Subs, 25514 
Steffy Circle, Moreno Valley; Desert; 
debts: $171,850, assets: $148,175; 
Chapter 7. 
REAL 
ESTATE 
NOTES 
continued from page 48 
now houses Las V^as/Los Angeles 
Express. The $5-million project is a 
143,520-square-foot warehouse/dis­
tribution center that includes 9,900 
square feet of office space on two 
levels; a 9,600-square-foot mainte­
nance building; and a 1,800-square-
foot tmck wash. The facility, devel­
oped and owned by WUson Income 
Properties of Lake Forest, is located 
in Ontario on a 14.5-acre parcel at the 
comer of East Belmont Street and 
South Cucamonga Avenue.. .Rich­
mond American Homes, one of the 
top 10 largest home builders in the 
United States, has announced plans 
to build single-family detached 
homes at Canyon Hills, a new 1,968-
acre master-planned community lo­
cated in Lake Elsinore. When com­
plete, Canyon Hills will include ap­
proximately 950 acres of dedicated 
open space, up to 4,000 homes rang­
ing from multi-family to estate 
homes, three themed villages, 
schools, two neighborhood parks, a 
community park and community 
recreation center. Construction of the 
first elementary school and the mid­
dle school in Phase 1 is now under­
way. . .Chris Hauso, executive vice-
president and manager is pleased to 
announce that the team of Bill Lew­
der and Dawn Lewder have joined 
the Ontario office of NAI Capital 
Commercial as vice-presidents and 
will specialize in the sale and leasing 
of properties for non-profit organiza­
tions. In 1993, Bill and Davm Lew­
der founded Christian Commercial 
Services and for the past eight years 
have successfully brokered deals for 
churches, schools, treatment centers 
and non-profit organizations firom 
Santa Barbara to San Diego. In addi­
tion to providing regular brokerage 
services, the Lewders have also pro­
vided consulting services and inter­
mediary services between their 
clients and city and county govern­
ments as necessary to obtain permits 
and approvals. For the two years pri­
or to joining NAI Capital Commer­
cial, Bill and Dawn Lewder were 
associated with Charles Dunn Com­
pany's downtown Los Angeles office 
where they continued their brokerage 
serviced for non-profit clients through 
the Christian Commercial Services 
affiliated division. 
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As Real as It Can Get in Disneyland 
continued from page 46 
but should have had more kick to it. 
For entrees we shared several 
items off the menu, beginning with 
Andouille cmsted fish. This is actu­
ally Mahi Mahi, but by any name it 
was excellent. We also had the mo­
lasses roasted chicken which is just 
as good as it sounds, and it comes 
with what are described as "tobac­
co fried onions." (Don't ask) 
The Pork Tenderloin is mari­
nated in Steen's cane syrup and is 
served with collard and mustard 
greens. Some 20 years ago, we 
would have called this soul food. 
True New Orleans hospitality 
calls for "lagniappe" (lanyap), a 
ft-ee surprise. Ours was a plate of 
bleu cheese and walnuts. I am no 
fan of bleu cheese, but it made for 
a nice snack. Another item that the 
Jazz Kitchen is proud of is their 
bread-in-a-bag. It turned out to be 
just bread...in a bag. 
One final note. Hurricanes are 
a multi-rum drink popular in the 
French Quarter of New Orleans. 
The Jazz Kitchen at Downtown 
Disney serves what tasted like hur­
ricane-lite. A little too much fruit 
juice, too little rum. 
Still of all the New Orleans 
style restaurants I have visited in 
Southern California, few have car­
ried both the taste and the atmos­
phere of the Mississippi delta's 
Crescent City quite like Ralph 
Brennan's Jazz Kitchen. 
But like I said, they should 
know. 
Alorica Selects Maples Communications 
to Manage Campaign 
Mission Inn Kicks off With Month-Long 
Culinary Extravaganza 
continued from page 46 
Inn. The cost of the special dinner at 
both restaurants will be $65 without 
wine pairings or $100 when accom­
panied by special Napa Valley selec­
tions from the Robert Mondavi Win­
ery. 
Juarez was one of only four not­
ed chefs invited recently to represent 
"America's, finest historic hotels" 
and prepare the special dinner at the 
James Beard House. The distin­
guished culinary institution was es­
tablished to celebrate the culinary 
arts, provide scholarships and edu­
cational opportunities, serve as a re­
source for the industry and introduce 
members to the delights of fine din­
ing. Only the world's finest chefs are 
invited to share their culinary talents 
there. 
Duane's Prime Steaks & 
Seafood, which has a world-class 
wine program, has been presented 
with the Diamond Wine Award by 
the International Restaurant and 
Hospitality Rating Bureau—the or­
ganization's highest honor. Duane's 
was cited for its vast assortment of 
vintages, including such rarities as: 
Napa Valley's Camyus Special Se­
lect Cabernet Sauvignon, France's 
Chateau Petrous Bordeaux and 
Louis Roederer Cristal Champagne. 
The wine list, featuring nearly 800 
selections, has been recognized by 
numerous other prestigious organi­
zations in the past including Wine 
Spectator magazine. 
"We are delighted to recognize 
Duane's Prime Steaks & Seafood 
with this distinguished honor, which 
is shared by only a few other restau­
rants in the world," announced John 
L. Thomas, CEO and chairman of 
the board of the Chicago-based or­
ganization. Added Roberts, "On be­
half of all of us at the Mission Inn, 
we are honored to have been recog­
nized by the International Restaurant 
and Hospitality Rating Bureau and 
look forward to continue maintain­
ing our high standards." 
Maples Communications Inc. 
will direct a campaign for Alorica 
Inc., a global customer relationship 
management (CRM) services firm 
and a 2001 Deloitte & Touche "Ris­
ing Star" designee. 
Based in Chino, Alorica is the 
only firm to offer both enterprise-
wide CRM software and infrastmc-
ture support, from call centers to in­
ventory control, product return man­
agement, warranty service, logistics 
management and e-business servic­
es, managing customers' entire prod­
uct lifecycle. Alorica provides CRM 
support services for companies such 
as American Express, NEC/Mit­
subishi, U.S. Robotics and eMa-
chines. 
Alorica was recently sdected as 
one of Deloitte & Touche's Rising 
Stars for 2001. Rising Stars are an 
elite sub-list of Deloitte & Touches' 
Fast 500, an annual ranking of the 
500 fastest-growing technology 
companies in North America, 
demonstrating the highest revenue 
growth for newer enterprises. Alori­
ca experienced a 42,700 percent in­
crease in revenue within the last 
three years. 
Maples' overall communi­
cations goal is to build recognition 
and credibility for Alorica in the 
CRM services market, allowing 
Alorica to create strategic partner­
ships with premier firms in the con­
sumer technology arena, expand into 
other vertical markets, enhance its 
reputation as a market leader, and re­
cruit highly qualified professionals 
to its team. 
WE'LL BRING YOQR 
INTERIORS TO UFE 
s inienor plant 
specialists tor 
ooer ten years. 
Lve can achieve a tusn 
atmosphere for you. using 
top quality green and col­
orfully blooming plants. 
We h&ue a fully stoci^ed 
greenhouse facility with a 
large inventory of plants. 
We are 'fully trained to 
suggest and design plant 
material that will enhance 
your facility. Our highly 
trained technicians reg­
ularly service all your plant 
nee^. 
(utericrPlofitscaptM 
COmERClAL & RESIDENTIAL ' W 
Offices • Banks • Hotels 
Restaurants • Model Homes 
SHORT TERM 
• Special Eoents 
• Parties 
• Conventions 
• Banquets 
• Stage Sets 
• Theme Events 
LOHG TERM 
• Design 
U Sales 
• Eease 
• Ihstallation' 
• Maintenance 
• Guaranteed Quality 
OUR QUALITY IS EXCELLENT 
OUR SERVICE IS SPECTACULAR 
OUR PRICES ARE COMPETITIVE 
CRCRTIVC PLANT RCNTRLS 
SeiYinfl th« counties of Orange, Los Angeles. San Bernardino, ftiveitside and San Diego 
PHONE (714) 896-2636.'(619| 941 -4610 FAX (714) 894-7938 
Complaints... Praise! Suggestions? E-Mail us @ 
iebj @ busjournal.com 
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TRAVEL, 
Fantasy Springs Casino Welcomes New Employees 
LisaRoehm 
Dan Comiskey 
New employees with expertise 
in operations, human resources and 
training and development have re­
cently been hired by Fantasy 
Springs Casino, an economic enter­
prise owned and operated by the 
Cabazon B^d of Mission Indians 
near Indio. 
Dan Comiskey of Indian Wells, 
has been named executive director 
of operations. He is responsible for 
the overall management of the casi­
no's food and beverage, housekeep­
ing, maintenance, landscaping and 
tram departments. Comiskey previ­
ously was director of food and bev­
erage at the Eldorado Hotel Casino 
in Reno, Nev. 
Lisa Roehm of LaQuinta, has 
been named assistant general man­
ager. She is responsible for the areas 
of; slots, table games, bingo, and 
off-track betting, as well as the ad­
jacent Fantasy Lanes Fantasy Bowl­
ing Center. She previously xv^s di­
rector of casino services at Harrah's 
Prairie Band Casino near Topeka, 
Kan. 
Mark VandenBerg of Cathedral 
City, has been named director of hu­
man resources. He is responsible for 
overseeing hiring for the 800-em-
ployee organization that also in­
cludes the Cabazon tribal govern­
ment, Fantasy Lanes, and First Na­
tion Recovery Inc. He previously 
was director of table games at 
Ameristar Casino in .Council Bluffs, 
Iowa. 
Linda Moody Clark of Thermal, 
has been named training and devel­
opment manager. She plans to es­
tablish a Cabazon University for 
employees to develop critical busi­
ness skills, and will assist the casino 
in continuous improvement of its 
guest experience. She previously 
was training and development man­
ager for Casino Morongo near Ban­
ning. 
. f 'A'-- .•. 
Mark VandenBerg 
Linda Moody Clark 
Your Airplane 
Has Arrived! 
Aero Charter Services, Inc. is 
pleased and proud to be the newest 
on-demand aircraft charter operator 
based at the Ontario International Air­
port. 
Aero Charter Services operates 
one Raytheon Super King Air 200 air­
craft from the Mercury Air Center 
Executive Terminal on the south side 
of the airport. The aircraft is config­
ured with eight first-class passenger 
seats. 
On-demand aircraft charter allows 
travelers to access thousands of air­
ports, many close to business and 
leisure destinations, not serviced by 
scheduled airlines. On-demand air­
craft charter allows travelers to travel 
in a private, secure, all first-class en­
vironment. 
Charter customers are not required 
to wait in long lines or abide by air­
line schedules. Charter travelers have 
the ability to change their trip itiner­
ary while a trip is in progress, allow­
ing unparalleled schedule flexibility. 
Additionally, our clients are able to 
establish personal relationships with 
our staff and flight crew members. 
Clients who pre-purchase blocks 
of charter time have the ability to con­
figure the aircraft with customized 
on-board amenities and marketing 
materials. 
Aero Charter Services also offers 
a program designed to be used by 
sales-oriented businesses, as a way to 
reward top producing employees and 
important customers. The Rewards 
program provides charter customers 
with pre-packaged day trips to popu­
lar leisure destinations such as Las 
Vegas, Mammoth, and other popular 
western ski areas. This program can 
also be used as a customer-attracting 
contest for sales-based businesses. 
Our customers have easy access to 
our aircraft from the Mercury Air 
Center Executive Terminal. This fa­
cility, like most executive terminals, 
provides conference rooms, lounges, 
custom catering, and privacy for our 
customers. Our Ontario base also al­
lows our aircraft to pick up passen­
gers at virtually all Southern Califor­
nia airports. 
For additional information about 
Aero Charter Services, Inc., please 
call Randy J. Langton, at 866-4444 
or fax (909) 478-9444. 
My Best of the Best Wine Books 
continued from page 47 
Hardbound; 400 pages. 
The Oxford Companion to Wine 
($60) edited by Jancis Robinson, with 
individual topics assigned to an im­
pressive list of 75 international ex­
perts as contributing editors, this gi­
ant tome is likely to become "the" 
standard reference for wine for the 
whole wide world. It's 1100 pages 
and might better be called "The En­
cyclopedic Dictionary of Wine"...it 
really does cover it all and in depth. 
If you were going to have a one book 
wine library, this would have to be it. 
Shortcuts to Wine, Everything the 
Wine Lover Needs to Know 
($10.95) by Ed Masciana. Accurate, 
reliable and user-friendly, what more 
could you ask for in a beginner's 
book from a professional wine edu­
cator's own course material. Includes 
an unusual chapter on how the busi­
ness of wine works and why it costs 
what it does. 
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9The Use of Criminal Records in the Hiring Process, River­side, UCR Extension Center, 
1200 University Avenue, Wed., 8:30 
a.m.-12:30 p.m.. Fee: $95. For infor­
mation contact UCR Extension at (909) 
787^105 or toU-fiee (800) 442-4990. 
 ^ /^ Entrepreneurship: How to 
I I Ktart and Run Your Own 
-M_ V^Business, Riverside, UCR 
Extension Center, 1200 University Av­
enue, Thurs., 6-9 p.m.. Fee: $190. For 
information contact UCR Extension at 
(909) 787^105 or toU-fiee (800) 442-
4990. 
 ^Field trip. The landscapes of 
I ^ t^he east Mojave Desert are 
JL visually striking, if breathtak­
ing. Because of the generally sparse and 
low vegetation that occurs in this region, 
the lay of the land is exposed. On this 3-
day field trip. Dr. Jane Nielson and 
David Lee will present lectures at, and 
lead field trips from, the base-camp at 
the Norris Cabin at the University of 
California's Sweeney Granite Moun­
tains Desert Research Center. Come join 
and experience the geology of the east 
Mojave and the cultural history that it 
documents. Fri. the 15th, 8 am - Sun. 
the 17th, 7 p.m. $230 members, $275 
ncMimembers. Limit 12 participants. For 
more information call (909) 625-8767, 
exL 224 
^^Real Estate 2002. To be held 
I j^ t the Century Plaza Hotel, 
A VA2025 Avenue of the Stars, 
Los Angeles from 7 a.m. - 6:30 p.m. 
Registration and breakfast are between 
7 am. and 8 am. Fee: $275 on or be-
fc«eJah.5, $315 after Jaa 5. Please call 
(310) 271-1276 for more information. 
Singer and entertainer Pat 
I Boone will be the featured 
-1- Vaguest speaker for The Salva­
tion Army's William Booth Society and 
Hope Brigade Annual Meeting for 
Riverside and San Bernardino Counties 
at noon on Friday. Reservations are now 
being accepted. For additional infor­
mation, contact Jeff Hesseltine, Salva­
tion Army Director of Planned Giving, 
at (800) 314-2769, ext. 1287. 
A How to Achieve Mae in Less 
j^j^ ^Time, Riverside, UCR Exten-
I sion Center, 1200 University 
Avenue, Thurs., 9 am4 p.m. Fee: $125. 
Fcm- information contact UCR Extension 
at (909) 787^105 or toll-fiee (800) 422-
4990. 
K
Jorticuldrre Classes. Pruning 
[Techniques fa Native Plants: 
laking Them Look Their 
Best! RamonaFerriaa, whohasdtaped 
the Garden Cultivar and Home Demon­
stration Gardens into the beautifiil displays 
that you see when you stroll on the mesa 
of RSABG, will discuss "dos"- and 
"dorits" for pruning natives. Rancho San­
ta Ana Botanic Garden, 1500 North Col­
lege Ave., Claremont, SaL from 10 am to 
1 p.m Tee: $20 members, $24 non-man-
bers. Limit 15 participants. For more in­
formation call (909) 625-8767, exL 224. 
^ /^^ ^Wetlands of California histor-
I j ically have provided stoop-
/ over and over-wintering habi­
tat for untold nittrtbers of migratory birds 
tfiat itse the migration route known as the 
Pacific Flyway. Remaining natural and 
man-made wetlands are therefore critical 
to migrating watafowl, and some sufpat 
incredible numbers of waterfowl during 
the winter months. Lake Norconian, ad­
ministered by the US Navy and about 30 
minutes fiom RSABG, is one such area 
where at times there are several thousand 
waterfowl over-wintering. The lake and 
surrounding vegetation also provide habi­
tat for other birds, such as migratory and 
resident passerines, rails, arxl birds of pey. 
On the historical side, the site was orxe an 
exclusive resort. The Naecmian Qub, built 
in 1928. The main hotel remaias outside 
military property, and has been used as a 
military hospital and is now owned by the 
state. Access to Lake Norconian is re­
stricted, so this provides you the opportu­
nity to see one of the best winter watafowl 
pqxrlations in southem California Sun. 8 
am.-rroon. $22 members, $26 nonmem-
bers. Limit 12 participants. For more in­
formation, call (909) 625-8767, exL 224. 
MULARLYSCHEDlllED EVENTS 
MONDAY 
• Business Builders of Rancho Cuca-m-
monga weekly, 7 a.m. at Socorro's 
Mexican Restaurant, 10276 Foothill 
Blvd., Rancho Cucamonga Member­
ship: $25. Contact: Dawn Grey, (909) 
484-5244; Shirley Patrick, (909) 625-
2386. 
• Personal Break Through/Networking, 
weekly, 7 am. at 7385 Camelian Sl, 
Rancho Cucamonga The club meets to 
discirss maximizing birsiness and per­
sonal leverage. Contact: Warren 
Hawkins, (909) 626-2681 or(909)517-
0220 (pager). 
TUESDAY 
• Business Network International, Inland 
Valley Chapter, weekly, 7 to 8:30 am at 
Mimi's Cafe, 10909 FbothiU Blvd., Rruv-
cho Cucamonga Contact: Michael Bai­
ley, (909) 948-7650. 
I Ali Lassen's Leads Club, Claremont 
Chapter, weekly, 7:15 am. at the Clare­
mont Inn, 555 W. Foothill Blvd., Clare-
mraiL Contact: (909) 981-1720. Region­
al office: (800) 767-7337. 
• Ali Lassen's Leads Club, Diamond 
Ranch Chapter, breakfast meeting 
weekly, $8 for visitors, 7:15 - 8:30 am. 
at the Diamond Bar Country Club, 
22751 E Golden Sjsings Dr., E>iamond 
Bar. Contact: Kim Gully (909) 606-
4423 or Leads Club Regional Office: 
(800)767-7337. 
WEDNESDAY 
• Business Network International, Victor 
Valley Charter, weekly, 7 am at Marie 
Callenders, 12180 Mariposa Rd., Vic-
torville. Visitors welcome. Contact Jo 
Wollard (760) 241-1633. 
• Business Network International, Chino 
Valley Chapter, weekly, 7 am. at 
Mimi's Cafe, Spectrum Marketplace, 
3890 Grand Ave., Chiix). Contact (909) 
591-0992. 
• Business Network International, Ran­
cho Qcamonga Chapter, weekly, 7 am 
at Plum Tree Restaurant 1170 W. 
Foothill Blvd., Rancho Cucamonga 
Contact: Michael Cunerty, (909) 467-
9612. 
• Toastmasters Qub 6836, the Inland Val­
ley Earlybirds of Uplaixl, weekly 6:45 
am. at Denny's, northwest comer of 
Seventh Street and Mountain Avenue in 
Upland Info: Nancy Couch, (909) 621-
4147. 
• The Institute of Management 
Accountants Inland Empire Chapter, 
the fourth Wednesday of the month, 
6:30 am at the Mission Inn, 3649 Sev­
enth St, Riverside. Contact: Ester 
Jamora (818) 305-7200 Ext 106. 
• The Rancho Cucamonga Women's 
Chapter of Ali Lassen's Leads Club, 
weekly, 7:15 am at Mimi's Cafe, 370 
N. Mountain Avenue. Info: Patricia 
Brookings, (909) 981-4159 or (909) 
594-5159.-
THURSDAY 
• Business Network International, Victor 
Valley Chapter, meets every Thursday 
at 7 am at the Ramada Init Interstate 
15 and Palmdale Road in Victorville. 
Visitors iare welcome. For more infor­
mation, call Rodney Sanders at (760) 
953-7297. 
• Business Network International, Coro­
na Hills Chapter meets every Thursday 
7 am. to 8:30 am. at the Mimi's Cafe 
located at 2230 Griffin Way, Corona 
(#91 Fwy at McKinley). Visitrars are al­
ways welcome. Information: Laurie 
(909) 780-3176 or Wayne (909) 279-
2870. 
SATURDAY 
• The California Hi-desert Writers 
Qub, founded more than KX) years 
ago by Jack London, meets the 
second Sat. of each month at the 
Spring Valley Lake Equestrian 
Center in Apple Valley, Ca. Please 
call (760) 955-3759 for more in­
formation. 
SUNDAY 
• Claremont Master Motivators Toast-
masters Qub, weekly, 6 to 7:30 p.m. in 
the Jagels Building at Claremont Grad­
uate School, 165 E. 10th St., Clare­
mont. Contact: Chuck or Dolores 
Week, (909) 982-3430. 
Also, the Corona Chapter of All 
Lassen's Leads Club meets weekly at 
7:15 ajn. at Carrow's on Main St and 
Rincon in Corona. Contact Kathleen 
Moon at (909) 279-1133 or the Na­
tional Headquarters at: (800) 783-
3761. 
L 
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EXECUTIVE TEVIE OUT 
St. Bartholemy 
Secluded Brilliance 
by Todd Goodwin 
There are only a few places in 
this world where I can feel com­
pletely relaxed: A back country ski 
resort in Colorado with a light snow 
falling (the only sound I can hear is 
the relaxing whisper of my skis cut­
ting through the virgin powder) and 
the place I recently visited...Isle de 
St. Bartholemy. 
St. Bartholemy, also known as 
St. Barts or Barths, is located in the 
northeastern comer of the Caribbean 
Sea, 125 miles east of Puerto Rico, 
and 15 miles southeast of St. 
Marten. It is a small, quaint island 
covering a little more than eight 
square miles. According to the last 
official count, the resident popula­
tion was slightly more than 5,000 
people, but .in recent years, the num­
ber has increased to about 7,000. 
Steep hills, traversed by narrow 
roads, divide the island into several 
valleys, usually open on one side to 
the sea. The shoreline is graced with 
22 beaches of various sizes, all cov­
ered with gleaming white sand. 
Many are protected from ocean 
swells by a fringing reef; all, by law, 
are public and free. 
It is my honeymoon. My wife, 
Joann, and I have just spent three 
amazing days and nights on the is­
land of St. Maartin at Le Petit Hotel 
("http://www.lepetithotel.com") and 
now we are ofi" to St. Barts. We have 
just taken a short one-hour boat ride. 
There are several boat trips over to 
St. Barts from St. Martin daily. 
Many tourists will take the short trip 
as a day excursion; we, on the other 
hand, want to experience St. Barts 
for a bit longer. 
We arrive into the town of Gus-
tavia, the capital. We hail a cab to 
take us to our hotel, the Guanahani, 
("http://www.leguanahani.com"). 
Guanahani is set on its own 16-
acre peninsula on the northeastern 
end of the island. The hotel is gor­
geous, a beautiful display of color 
and ambience. The accommodations 
are in charming, hyper-pastel-col-
ored tiny cottages in a Creole style. 
The lobby of the Guanahani Hotel. 
surrounded by flowering tropical fo­
liage. Intimate pathways connect all 
of the cottages with the beach and 
restaurants. 
We have arrived much earlier 
than expected and our room is not 
yet ready. The concierge takes our 
bags and encourages us to head on 
down to the beach, promising to 
send someone for us. The tempera­
ture is about 85 degrees Fahrenheit, 
with a slight warm breeze drifting 
off the ocean. We sit on wicker 
chaise lounges, enjoying fruity trop­
ical drinks while watching the wind­
surfers play in the lagoon. Just as we 
finish our drinks, the bartender in­
forms us that our room is ready. 
We are led along the winding 
path to an amazing, tiny, brilliant 
blue cottage. Our bags have already 
been delivered. The room is really 
not a room at all. It is a small one-
bedroom cottage with our own pri­
vate secluded balcony and sweeping 
views of the peninsula — huge 
bathroom, bedroom, sitting room 
and a mini-bar. From the balcony 
you can see the beach, ocean and a 
couple of tennis courts tucked in at 
the bottom of the hill, hidden in the 
trees, nothing more. 
With the abundance of flora and 
layout of the resort, you can really 
feel alone. During our stay we nev­
er saw any of the staff leaving our 
room from cleaning or turning down 
our beds for the night. This is just 
another little piece of the magic that 
is Guanahani. This is a five-star re­
sort without the pretentiousness of 
other comparable get-away destina­
tions. The staff was courteous and 
enjoyable. Guanahani is a member 
of the Lead­
ing Hotels of 
the World — 
and rightfully 
so. 
In my re­
search about 
St. Barts, two 
of the most 
talked about 
aspects of the 
island were 
the beaches, 
and the 
restaurants. 
There are 22 
beaches to choose from and many 
more restaurants. Of all the dinners 
we enjoyed on the island, I have to 
say that we had one of the most 
wonderful dining experiences right 
on the grounds of the Guanahani at 
Bartolomeo Restaurant. 
The food and atmosphere were 
exquisite. We were sitting on the pa­
tio with the warm air enveloping us, 
unlike the summertime dining here 
in California, with the air condition­
er chilling everything. My dinner 
Pool of the Guanahani Hotel which overlooks the ocean. 
was a sea bass cooked to perfection 
and my wife ordered the chicken. 
There is no wrong choice on the 
menu, but be sure to leave room for 
the "chocolate fondant," especially 
if you love chocolate the way my 
wife, Joann, does. 
With all of the beaches to 
choose from, we had several op­
tions. We rented a car from the 
concierge at the hotel and set out to 
find the best. After trying a few we 
came to the conclusion that our fa­
vorite beach was Anse du Grand 
Saline. This beach is on the opposite 
side of the island from our hotel. 
This secluded, clothing-optional, 
beach was the peaceful private op­
tion that we were looking for. There 
is not a store or bar anywhere in 
sight, no loud music signaling a 
beach party, or even the hint of any­
one being around. 
The drive there is a little hairy, 
along very narrow roads and quick 
switchback turns up and down the 
mountains, but the experience is 
well worth it. The sand is white and 
the water a breathtaking blue. There 
were about 10 other people on the 
whole beach. The privacy was unri­
valed to any of the others we visit­
ed. This is the beach where you go 
to bask in the warm sun and frolic 
in the Caribbean Ocean without a 
care. If the bars and fun is what your 
looking for, there are several beach­
es to visit, but we were here to re­
lax. 
St. Barts, in general, was a little 
more expensive than St. Martin. The 
island does not exhibit the poverty 
that most of the other islands in the 
Caribbean endure. There are only 
two ways to 
reach St. 
Barts: pud­
dle jump to 
their tiny air­
port (too 
small to ac­
commodate 
jets), or sail 
on a boat 
into the only 
harbor, Gus-
tavia. 
This helps 
keep the is­
land intimate 
and private. 
The whole ambience of this island 
is that of the laid-back private 
lifestyle. This is why many celebri­
ties, looking to be anonymous, fre­
quent it. The privacy, along with the 
beautiful beaches makes this island 
a precious gem. It is not better than 
St. Martin or any of the other islands 
in the Caribbean, just different. 
If you want to relax and be 
alone...then St. Barts is a wonderful 
choice for your own date with se­
cluded brilliance. 
Fairplex 
• 235,000 sq. ft of column-free exhibit space 
• 487 acres of indoor end outdoor space 
• Parking for over 30,000 cars 
• Located near the 10, 210 and 57 freeways 
Sheraton Suites Fairplex 
• 247 two-room suites with deluxe amenities 
• 11,000 sq. ft. of elegant meeting space 
• Professional catering and convention staff 
know 
insi 
When you hold on event at Fairplex, the sky's the limit-
literallyl Because Fairplex gives you the flexibility of having 
'i-
your event indoors, outdoors or both. And, as home to the 
L.A. County Fair and NhlRA Pomona Raceway, we know a 
thing or two about award-winning customer service, too. 
In fact, Fairplex is host to more than 3 million satisfied 
customers each year. So for a great event, think outside 
the box-literally! Call our event specialists today. 
BlIRPLEX. 
fairplex.com 909-623-3111 
1101 W. McKinley Ave., Pomona, CA 91768 
CS| 
Sheraton Suites 
Fairplex 
T O M O IN A 
sfieraton.com/fairplex 
909-622-2220 
